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i PROTECTING YOU 
2 


and your profits by adhering steadfastly to a tradition of high qual- 
ity. At all times, expert workmanship and the best materials available 
are combined to produce carbon papers and typewriter ribbons warrant- 


ing the complete confidence of your customers. 


? ASSISTING YOU 
@ 


through a progressive policy of merchandising to help you sell 
more carbon papers and typewriter ribbons. A modern packaging pro- 
gram is now under way to bring new eye-appeal and easier identifica- 
tion to Webster products. Folders, and window displays are available, 


too. 


3 SUPPORTING YOU 
6 


with national advertising — by far, the most aggressive and con- 
sistent in the field. Millions of WEBSTER sales messages during 1941 
will appear in the Saturday Evening Post, Newsweek, Purchasing, 


school and insurance publications. 


WHAT YOU CAN DO 


Dealers who cooperate fully with Webster will enjoy greater volume 
and profits now and in the future. Make full use of every Webster aid. 
Display Webster products in your store. Put them in your windows at 





frequent intervals. Talk up to your customers the value of using Multi- 
Kopy carbon paper and Star Brand typewriter ribbons. Tell them, too, 
about the exclusive features of Micrometric carbon paper. Remember, 
these quality products will back up all the good things you say about 
them. And don’t forget to call upon your Webster salesman for mer- 


chandising assistance. 


F.S. WEBSTER CO. 


*x 13 Amherst Street, Cambridge, Massachusetts x 
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a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. Tt 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 
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THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 








They do, however, offer their services in resolving any disagreements which result from relations established 
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Globe-We ke ( I y 0 

Mace Co I 

’ s ] ‘ 

Ss v-Walk ( S 

Yaw I Mf ( 
Lockers and Storage Cabinets 

\ Steel-I p 

\ er Hick i 

Ar Me 1 Co ‘ 

Ar Steel ¢ 

K \ M ( 

( Jame n Mf ( 

G il | ( r 

Globe-Wer 4 ‘ he 

\I _ I 

Me | of 1 ‘ 

Shaw-Walker ¢ e 

‘ in and | Mi ( 
Loose Leaf Books & Systems 

\ er (; ( 

\ I « | :s 

M Cra D SI Walk 

N I k I k { 

sheppa ] ( l ( 


Loose Leaf Sheet Covers, Celluloid 
Mark ‘ 


Loose Leaf Metals and Devices 


Loose Leaf M ( 

Sheppar The ¢ KE. 
Mail Distributors 

Bristow St t t 

G ve-Wernicke ¢ I 

\ r Saf & Koa ( 
Map Tacks 

Gratf, Geo ae 

M e Pus P ‘ 


Matched 
\ M 


Gene I prox ( | 


Office Suites 


Globe-Wernicke Co., The 70 


Macey (< The 
Royal Metal Mfg. Ce 
Shaw-Walker (¢ T 


Sloane, W. & J 
Memvrandum Books 





Master-Craft Di Shaw -Walk 
National Blank Book { 
Rockwell-Barnes ¢ 
Memorandum Devices 
Bristow Stanle K 
Prevue- Radse ('« 
Mending Tape 
Dennison Mfg. Co 
Industria Tape Cory 
Warshaw Mfg Co 
Metal Badges, Checks, Tokens, Ete 
Dayton Stencil Work 
Meyer & Wenthe, In 
Moisteners 
Rivet-O Mf ( 
Sengbusch Self -¢ Inkst ( 


Numbering Machines 
Amer Numbering Macl ‘ 
Melind, Le ‘ 


Rober Numbering Mac ( 
Office Partitions and Railings 
Globe-Wernicke Co., The 

Office Printing Outfits 
Fulton Spe ulty Co 
Pads, Figuring 
National Blank Book ( 
Rockwell-Barnes Co 
Paper 
Kat Paper ( I 


Kockwell-Barnes ¢ 


Paper Clamps 


A Pr I 

( & Der n Mf ( 

I rook Be Co. I 

i ( Hiow es ( 
Paper Clips 

Acco Products, 1 

‘ k Hi ‘ ( 

( & Lh M ( 

130 

Graff, G B ( 

\ Ma irit ( 

Paper Fastening Machines 

Ace Fastener Cory 

iH hk s ( 

Speed Pro ( 

\ r Saf & kg ( 
Paste See Ink Adhesives, | 
Pencil Sharpeners 

Graff, Geo. B., Cr 


Hunt, ©. Howard, Pen ( 


Pencils, Mechanical 


K K Mfg. ¢ 

Sheaffer, W, A., Pen ¢ 
Pencils, Paper Wound 

Blaisdell Be il «x 


Pencils, Stylo Ink 
Ink raph Company Ir 


Pencils, Wood Cased Lead 


Bla Ti I’ Co 
Pens 

Esterbrook Pen (¢ 

i &. 4 Howat Pen ¢ 

Sengbu Self-Cl. Inksta ‘ 
Picture Hooks 

Moore Pu l ( 


Pins and Pin Containers 
Vail Mf Cx 


Piatens, Typewriter 

Amer. Writing Machine Co 

Ames Supply Co 

Shipman -War Mf ( 
Postal Scales 

Hanso Scale ( 

Pelouze Mfg Co 

Shipman-Ward Mfg. ¢ 

Prine Seale & Mfg. ¢ 
Price & Sign Markers 

ru 1 Special Co. 
Publishers 

br h St ery Ex 
Punches 

\ I’ l 

G \ ke rhe 

M t Bir e 4 

! Blank Book ( 

Push Pirs 

Moore P 4 ( 
Ribbons and Carbons 

\ & ( 

\ ! Carbon & R ( ( 

Ame Wr Ma ( 

Ames Sup] { 

( Mfg. Cory 


M Supt s Co 

M *« \ r, In 

N Prove Div. U.E.} 
0 ro R «& b. ¢ 
Pacit Ca & KR Mri ‘ 
* ‘ Ke Im} Mfg. ¢ 
] P ss ¢ 

Roy a t ( I 

s i Wa Mf ( 


Smi L. C., & Corona Tws 
Storr H. M Co ll 
I erwood Elli Fisher Co 
Back ¢ € 
Ss. Typewri K ion Mf ( 
\ I s ( 
Rubber Stamps 
M Louis, ¢ 
M r & Wer e, It 


Rubber Type 
| a a 











Safes 
Ar Met Construction ¢ 
Puns It 
) Safe & Lock ¢ 
G | Fireproot ( The 
G Wernicke ¢ he 0, 10 
Macey ( ri 
M k Ss Safe ( I 
VI ~ tr I'he 
s ib Safe ¢ Phe 
s Walker ¢ x 
\ Safe & Equip. ¢ 
} n al Erbe Mf ( 
Scrapbooks 
G Wernicke ( he 2 
Secretary Desks 
Art Metal Constructi ( 
General Fireproofing ¢ ! j 
( be-Wernicke Co., The 0, 1 
Peerless Steel Equip. Co 22 
s Walker Co S 
Shelving 
\ Stee Equip ¢ 
\ Metal Construc n Co 
B Morse C« 
Cor Jamestown Mf Corp s 
(} ra Fireproofing Co The 
Gi Wernicke (Cx The 0 ) 
Viace Co The 
s Walker ¢ x 
Smoking Stands, Office 
K Metal Mf ( 
Sorting Devices 
I Stanle K 
Stamp Affixer, Postage 
MI post ¢ Ine 
Stamp Pads 
I Specialty ¢ 
M 1 Louis, ¢ 
Meyer & Wenthe Ir 
i I Process ( 
K O-Mf ( s 
Rockwell-Barnes Co 
\ tor Safe & Equip i ) 
Stands for Office Machines 
All-Steel-Equip ( 
es Supply Ce 
Anderson-Hickey Co 
\ Ste ( 8 
{ Mig ‘ p Ms 
(rer fing Co r 64 
¢: The ) 
H ( p ) 
M Arts Crafts! 
M tand Co 
r s Steel Equip. ¢ 
s in-Manson Mfg. ¢ 
> an-Ward Mfg. ¢ 14 
s gis Posture Cha or 
» Metal Furniture ¢ . 
Staple Extractors 
Ace I tener Cory 
Staples and Stapling Machines 
Ace I ner Corp 
i Kiss Sales Co 
~ P jucts ( 
\ Manufact ‘ 
Stencils, Brass 
l) n Stencil Work 
Stenographer'’s Note Books 
N ma Blank Book ¢ 
Kockwe Barnes ¢ 
Stools 
Ha r Cory 
Metalstand (« 
t Met Mfg ( 
Metal Furniture ¢ 
Storage and Transfer Cases 
All-Steel-Equip Co 
\ Met Constr ( 
\ St ( 8 
Box Co 
r ( I & ( 
I Mr ( t 
Morse Co 
‘ 4 Steel Equ ‘ 
estown Mfg. (¢ . 
( I p ( I 
( W ke ( 1 
‘ Syste & Ss ‘ 
I M x ‘ 8 
M Co I 
\l Office I ( 





Vocational Schoc 


I Rite ¢ 


Wardrobe Racks 





Northwest Metal Products Co 148 
Peerless Steel Equip. Co 122 
Pronto File Corp 100, 10 
r Rockwell-Barnes ¢ 7 
: Shaw-Walker Co Rt 2 
Yawman and Erbe Mfg. (« 
Strong Boxes, Fire Protected 
Diebold Safe & Lock (« 78 
Meilink Steel Safe Co a) 
Walz Mfg ('¢ 
Tables 
Art Metal Constr ( 
Browne-Morse ¢ 4 
Corry-Ja vn Mfg. Cory s 
General Fireproofing ¢ Ihe c¢ 
Globe-Wernicke ¢ rhe 70. 102 
Macey Co. The } 
Mutschle Bros. ¢ x 
I rless Steel Equip. ¢ 22 
s v-Walke Co su) 
s Johr Table ¢ 
\ r Safe & Equipme ( 
Tags 
Dennison Mfg. Ce ) 
Telephone Accessories 
Victor Safe & Equipment ¢ 
Telephone Stands 
Art Metal Construction Co 7 
Art Steel Co is 
General Fireproofing Co The....64 
Globe-Wernicke Co., The 70, 102 
Peerless Steel Equiy { lle 
Shaw-Walker Ce x0) 2 
Yawman and Er Mfg. Ct 
Thumb Tacks 
Graff, George B ( 
Moore Push Co 4 
Ticket Holders 
Vail Manufacturing ¢ 
Trimming Boards 
Amer. Photo Laboratories l 
Type, Typewriter 
Amer. Writing Mac ‘ 
Ames Supply Co 
Shipman-Ward Mfg. Co 144 
Typewriter Cleaning Material 
Amer, Writing Mach. ¢ t 
Ames Supply Ce 
Clarotype Co Is 
Mittag & Volger, Ir 
Rivet-O-Mfg. Co 1s 
Shipman-Ward Mfg. Co 
Webster, I S., Co 
Typewriter Cushion Keys 
Amer Writing Mact cr 
Ames Supply Cc 
Peerless Key-Imperial Mfg. Co Lut 
Shipman-Ward Mfg. Co 144 
Speed Key Mfg. Co 14 
Typewriter Cushion Knobs and Bases 
Amer. Writing Mach. ¢ 61 
Ames Supply Co 
Bickett, L. M., Co ; 
Peerle Key-Imperial Mfg. ¢ Lit 
Shipman-Ward Mf Co 144 
Typewriter Parts and Tools 
Amer. Writing Mach. ¢ 
Ames Supply Co 
Ss man-Ward Mfg ( }4 
Typewriter Touch System 
ruch-Rite Corp he 2 
Typewriters, Mfrs. of 
Corona Typewriter 
Royal Typewriter ¢ 
Smi ia 4 & Corona Tws 
I t te | t Fisher ¢ 
Back ¢ 
Typewriters, Rebuilt and Used 
Amer. Writing Mach. Co 
Shipman-Ward Mfg. 
\ Office Equipment Co 
Visible Systems Equipment 
Acme Visible Records, Ir 
er G ] tar xu 
\ Me Constr m 
Au File & Index ¢ 
Diebold Safe & Lock Ct s 
Globe-Wer ke Ce The ] 
Master-Craft D f Shaw-Walk s 
Na i Blank Book (¢ j 
Sha Walke ( s 
Sheppard, ¢ I ( 
Viet Safe & Eq ( 
Yawmar il Erbe Mf Co 


| Equipment 
I Phe 


\ t l ( 
Waste Baskets 

\ er il (a { 

\ s ‘ x 

( s ‘ Me ( s 

(} I I g ¢ l 

{ Werr ke Cx 

M Office Furr ( 

s 8 Eq ‘ 
Shaw-Walker ¢ 8 








VANSEREPAND Ee): 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 








DISTRICT REPRESENTATIVE for well Known manufacturer twenty years 
Pacific Coast territory sellir ff n ' fice supplie stencils,- ribbons and 
irbons, is open new ¢ ection Prefers to represent manufacturer and sell t 
tailer for resale or to handle a spe line ect 4 vigorous sales producer 
Can show recor of Interested ! giving full time to one major 
ne which offers good returns for aggressive ! intelligent effort Address F-189 


ire Office Appliances, Chicag 


r leading 


SALESMAN WHO TRAVELED PACIFIE¢ 
t s to r Ny t married 














stationery manufacturer desir 
financially responsible Well \ in Wash- 
and W connectior 
a , 191 care 
t s experience ir retall stationery and 
resent manufacturer in the Pacifle Northwest Home 
i efere S " le ing stationers Thoroughly equipned 
a good job for some ffice suppl anvfacturer Address F-188, care Office 
Appliances, Chicago 
YOUNG EXECUTIVE wit : essful ackgrou elling steel equ systems 
luding visible nd Yr " protectior seek nnectior vith wm turer s 
tributing direct or oug lealer Experi e im les both f sellir 
Top reference ivailable Address I 8 ire Office Appliances 
ROYAL FACTORY TRAINED MECHANI seeks connection with progressive 
lealer Sixteen years experience Excellent record as service manager Sales 
experience Age 3 Married. References Address F-184, care Office Appliances 
Chicago 
TYPEWRITER MECHANIC experienced | makes; sober and reliable; past draft 
ge Now employed lesires ha Pref Middle West State particulars 
Adare F-18¢ ire Office Appliance a 
EMPLOYED, MECHANT( ir I Texas or vicinity 
years experience Ty! riters Dictaphones some 8 Prefer yal 
Address F-190, care Office Appliances, Cl 
YOUNG MAN witl twenty years experte ¢ I stationery and = office upplies 
lesires inside positior W go anywl Car excellent reference A ddre 
F-192, care Office Apy nees. ©) 
SALESMEN WANTED 
Ik YOU ARE NOW sellir t oft ve ive a product that w he a 
er profitable sideline It quickly becomes a major line Exel tories 
ivailable Box T-187 care Office Apr ances Chica 
WANTED—SALESMEN NOW CALLING ON STATIONERS rHROUGHOU'T 


THE UNITED STATES TO TAKE ON 
4 PROVEN ACCESSORY FOR EVERY OFFICH SUPP 
ADVERTISING PROTECTED BY UNITED STATES } 
ING STATE EXPERIENCI PRESENT CONNECTIONS AND 


PROFITABLE SIDE LINE ITEM 
T BY NATIONAL 
¢ IN REPLY 
rERRITORY 











COVERED Ad 8 are Off ApI Chicag 
WANTED—Salesmar vitl essful n¢ alls Vir of off 
supplies and printing who went opportu f r and neement 
‘ but growi ell i \ ed upply nd print 
meern: towr small ld " I Southe state opportunity matche 
vith il ty r i rpora t pr arir basi ldre T-18 
eare Office Appliances, ¢ ge 
4 REAL OPPORTUNITY \ nge ! listr m plans in Eastern Terr 
ffers xceptiona nne " 4 h race seasoned mechanical sper l 
butor s ne te shipping root Well-rated 10-year-old on 
ny La Box T-181 eare Off Appliances, Chicag 
EXPERIENCED CALCULATING MACHINE SALESMAN wanted for an ex 
nally good territory Or tunitie for mak money have never been better 
Friden Calculating Mact Agency 630 Insurance Exchange Bldg Detroit 
STORE EXECUTIVES WANTED 
MANAGER WANTED ¢ mie l ffice ippl store n Utal Excelle 
I I fo t j f ! l I peratir r ra 
Ad ess T " ! oft Apr ! ( 
REPRESENTATIVES AVAILABLE 
SALESMAN DEVOTING ENTIRI riMt Mee furniture t ¢ Metropolitar 
Ne York «ce é ‘ f er ? furr Box I 8 ‘ 
oft Apr nees i } = N ) { 
REPRESENTATIVES WANTED 
DIRECT FACTORY REPRESENTATIVES \ ties New low 8 isible 
eX ard) «syste Oo t t h Car ( rdditfor 
. $ it! I tail I? 
\ 7 s Mason ¢ 2 Santee S 
I \ 
MECHANICS WANTED 
SERVICEMAN ‘ | n. M Marchant Ca ators war 
I n ¢ zg M \ I Ex nge Bld Detr 
Qo ‘ posit ‘ f R t 
SALESVMAN ALSO MECHANIS M I \ 
\l ( Re ‘ M 
WANTED—I ( 1 s M pla 
4 S f . Address T-18 
ort ( 
XPERIENCED YPEWRITH Mkt If VANTED f Chi I 
' \ or Ap cl ig 


RETAIL BUSINESS FOR SALE 


COMMERCIAL STATIONERY STORI thriving town of 10,000 (county seat 
n rnia \W tocked Owner wishes to get back on the road Address 
T-18 care Off Appliances, Chik 

Cash Register, Typewriter 


LONG 
f details on request Address T-195 


FOR SALI ESTABLISHED Adding Machine 
Business St Virginia Will give full 
‘ Office Appliances Chi 0. 


Growing Cali 


r will onsider partner 
; Oxnard, Calif 


MY TYPEWRITER 
f A coas mA Smazal 


SHOP for sale 


G i pportur y Investigate { 
MANUFACTURING BUSINESS FOR SALE 
carbon 


FOR SALI 0 blished factory manufacturing typewriter ribbons, 


a 
paper i at ipplies carbon and mbbon machinery Box T-192, care 
Office Appliance ) I i2nd St New York City 


BUSINESS OPPORTUNITIES 


COMPANY NOW MARKETING _ office appliance seeks aciditional stationery 
articles » vonne? . men to w esalers and stationery stores Responsible 
mpany prepared t f nee and develop the sale of any new meritorious item 
All replies r strict nficence Address T-182, care Office Appliances 
{ ‘ 
SALES LETTERS 
LETTERS WILL BUILD SALES—For years I have built letters that pull sales 
You nee ‘ re than ever now Send me your data for new letters, or 
insuccessful f reshaping Particulars on request Address H M 
Ge hwait Bro iy Denver ‘ 
FOUNTAIN PEN REPAIRING 

ALL MAKES |! P 1 Desk Sets, et repaired—usually 12 to 24 hour 
ser t St Welty Pen & Repair Co 38 So. State St., Chicage 


ADDING MACHINE PARTS, TYPE, ETC 


Calculating 


LARGE STOCKS f new and ised = Adding ind 
ble t fhe arts upon reques 


Machine Parts 
pa \ 


Dehn, Jr 


DUPLICATING MACHINE PARTS 


NEW PRICI LIST par fi ‘ Mimeograpt machine now available 
Spee ' , es ' i ubber part for the Mimeograph Write for 
u r rice ist Mimeo Repair Co {95 Broadway New York City 


DUPLICATOR SUPPLIES 


MULTIGRAPH KI setu Duplicator inks and typewriter 
ribbons I ! i er ears Write us save money Lewis Co 113 W 
M I Wi 


State & 





COMPLET! LIN} f luplicator supplies and typewriter ribbons V y liberal 
1 nt W pI \ stock for immediate sale Protected  territors 
State xperie P ud Mfg Co Ine No. 26 Pengad Ridg., Bayonne N J 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 








ELLIOTT-FISHER B oughs Moor Hovkins Adding-Caleulatin Machines 

Diectaphones, } hones, bought al sold. Chicago Office Appliance €o., 529 

We i a) 

SLLIOTT-FISHER Machines Addit Machines Comptometers Burroughs and 

Monroe Calculator rypewriter nd all ff machines bought and sold 
r W ( S149 N. 3rd St.. Milwaukee, W 

ELLIOTT-FISHER ne leulating machine ridding machine all = office 

equipment 1 W J Crowle Company, 434 Caswel Bldg 

M auk W 

BURROUGHS MOON HOPKINS | ott-Fisher Bookkeeping Machines 

( k | or and sold. Dorrell-Markel, 93 8, llth 

Minne M 

BURROUGHS MOON HOPKINS t- Fisher Remingtor Accounting M 
! ¢ t I fl hiner line State model serial number 

‘ ‘ P est price International Office Appliances Ir 
Broa iN York Cit 

BURROUGHS—D exe Moor Hopkir Book ke Machines Kardex All 
pes ff } | ht ls Fort Pit writer Ce 644 Libert 
Ave ¥ I 

WH >A rope RICES ELLIOTT-FISHER Bookkeepin Machines, SUND 

STRAND Bookkeet ur \ t Machines L, I Standard Office 

Kq er ( ~ Dear ( 


BURROUGHS HLLIOTT-FISHER MIOON HOPKINS 
NI al 


Bookkeeping Machines 
ADDING MACHINES COMPTOMETERS ( ght 


culators-—Bor Sold and Re 
4 


igt 
Adding 


s Southern Californi Machine (Cs 
147 Sout I iwa Las \r s Ca 
DICTAPHONES EDIPHONES SUPPLIES headquarters—Machines bought and 
ji——WI He Writ ‘ yo Dictating Machine Co., 28 S 
We Ss ( 
DICTAPHONES EDIPHONES L t tock ind lowest prices Write fc 
f ' \ I) Ma ne ( 4 Fifth Ave 
Ne York y 
L\DDRESSOCKAPHS Dur ft phones Multigraphs Sealers Folders 
I M W f FREE Money Making Circular Pruitt 
P i ‘ 


WANTS AND FOR SALE—Continued on page 8. 








WANTS AND 





WANTED TO BLY 
node pewri 
Moor Hopkir \ 
Mode 4 
Addre ' Th 
Shipman-Ward Mf 
VISIBLE EQUIPMI 
,arcde \ ! 
makes W 
Intert 

hor " yu 

‘ ! Vv 
Lo M 
KARDEX ACMI 
recondit P } 

x B New 


U. S. Commerce 


The statisti 





FOR SALE—Continued from page 7 


FOR CASH viding and ¢ ul ng machine 1 
ur ‘ i” and | r B 
\ SA I 1 higher Ker \ 0 M 
I I I Subtr fo H 
a ! 
{ We St { 
NT 1 exe ed W 
I \ I 
i i 
\ h 
p I iH i I 
} ~ 
( ‘ ~ I 


Department Commodity Reports 


In the Ma ( i ‘ | ( erce We 
the U. S. Departs ( ( t} ving report flice 
nt an ippli 
Brazil. !) t t ipment east { ' 
vit mY, an ! 1 t f i} é ‘ f 
United Stat Howe ‘ and i , , egely by the ‘ 
justry ' ! le t ta te t 
S34.000 it 4 { 1 tv f } » 4 
vide demat 
Canada I ‘ | t i 10 affecting t 
n ( nada f "” ef ‘ I ' State VA the j 
if np T { ‘ ip { afte Deceml l r t 
Nee fur { " | p hibite Ihe (sy ‘ t 
planned a g ! t f type er vddi 
ind b kkeepit tating and a ' I 
if t ied ur pt gI I t p I t 
tf dictatir lat pr ent t { ent the h ‘ 
j 1 t thie } ‘ iu 1 f a 
ma ne r it () we ‘ imp t ey} li 
vhile n v it it } bag t pre the 
! \\ | yh vrite 
Aitl h ¢ , tict res hie ¢ { 
thre ' et for ft ‘ ring ) t be d } 
both imported { p nt w maint 
eve ! t! ve f | pear } t is he 
difficult « } { ‘ now goi irgely t Ay 
In Ottawa t nt ft G t ent | e bee 
‘ I ¢ } ynilt r expar } { 
} Dp a we f , { ‘ ' . { P 
{ Canad } ' , ‘ if } { , 
LT he lece 1 tier , tur j ( 
ed to be ft D B tatist { | 
th expense ! ‘ } hee e tna fy t} , ty 
ippear: probable t ft ‘ av / that 
nt of " ‘ 7 irs } . yi + . 
India... Quota t ike lefinite tion to tt} ‘ 
business wl e { \ inet ft ¢ 
tend 1 - ‘ | hed char I lit 
t extreme t} { 1 d Stat ' hict , td 
| rad { ter t} inh ot thin. ¢ 
Imported t { } } | f the lh t 
] ! } ( ‘ nea ! tle 
the beginnit | t Witt f ( tinent 
f supply except Great Britai nated, purchase n India } 
I to re Britis! \ nd est 
Refore the " “ ] t t M af \ 
lay e mar we : , ) 
intitatiy { ! { it t le r t 
ivantage f a t ! ent ir ; ' 
lomest producti important ~ at 
irket f 7 nniic Ind 
The tw pri ; ifleot r | ' " : 
‘ 1 te Stof ; D ; ) | ‘ ; 
Amer ! ] ! l et tf tv g j l 
lmiite I liv ft i nsiderat ' ! 
untal ‘ tst Expensi ' 
mp ‘ ‘} Che ‘ itis \ t 
e ti t n ti lt arket 
lr} ‘ f ene te t 
hat ; ‘ ‘ { rit 


OFFIC! 





APPLIANCES 


‘ARDEX ACMI POSTINDEX sible filing equipment of all types 
and sold We pe eld and offer full cooperation t 
Commercial Card 8 t B } New York City 

GUARANTEED REBUILTS KARDEX bl ster attractively re 
thoroug} rebuilt r f 1 onal ser t wlerately price 

I equipme 1 t j Universa Office Equipment 








OR SALI On N S48 BI “ W Art Metal Planfile Active t 
ty 0 00 M | pockets mplete with 6 
] L Ort s ‘ 114 So. Kickapoo St Lis 
I 
LOTAPRINT ff t eet feed 814x114” A.( curret 
\ ributor Ir ure lamy whirle plate stretcher 
t RK H ey Boye St Paul St 
B re, Md 
ORRECTION FLUID t Re W I t B r Let 
¥ quantity § intere % M k §S ( W ase Minnesota 
WANTED TO BUY FOR CASH P Ma ne Addr I su 
of Apr Chicago 
| I te t veowrite ibb ‘ machine parts rather than as 
tat eT re not hiect ft j t restrictions and find ready market 
iH ever, domest production is growing rapidly ind imported products 
meeting steas reasing mpetitior Carbon paper is in much the 
. , itior 
There 1 ed ind er ft ‘ f office supplies, but the volume 
h import being " f ) iny retailers in order that they 
their American qu ntain supplies of widely advertised 
g) ilable pr t 
Mexico. Imports of office equipment into Mexico during 1940 totaled 
00 pesos (1 peso ~ ts) gain of 6 per cent over the 1939 trade 
ed at 4,873,000) pes Iimy t f calculating machines amounted to 
O00 pesos in 40 mpare th 19,000 pesos in the preceding 
United States participat e from 75 to 81 per cent, while Ger 
hare dropped from 22 t per cent 
h register hiefly f n the United State increased fron 
pe ! 30 to 418,000 pe 40. Typewriter imports, totaling 
Wi) pre i 40 howed a ! decline from the preceding year's 
() pe I ted Stat I ticipation however, rose from 76 to sf 
f tl tota Germany pplied only 10 per cent of the 1940 
I t s against per cent i BY Arrivals of duplicating machines 
ed at 1,001 é i mpared with 107,000 pesos in the 
ling vear Ge i plied per cent of the total in 1939, but 
ti . f + + ' 4 va supplied by the United States 
N hipment fl quipment ve arrived from Germany since about 
f 0. On mall quantities were received from other Eur 
t Stock f | pear juipment have decreased considerably 
! ire now re int ft purchase for fear that spare parts wil 
t be available 
r} trad report that the ( f ile during the first quarter i 
vas above the a ige f i there is much confidence for sale 
g the cond quarter 
New Zealand. [n 140) ‘ irket for office equipment in New 
! wa trongly flected by the import and exchange restrictions 
t luced at the end of . \ft the outbreak of war, a new factor 
the lesire f the G rnment ft conserve dollar exchange AS a 
the only Americar ter which could be imported were those not 
lin the I ted Kingd nd other sterling-currency countries 
DD if " t everv line flice equipment continued to be good 
g 194 but because f port rest tions, purchases by the Govern 
vecame | porti tely portant than they had beer Dealers 
hat stocl f st line vere low, especially of adding and calc 
t wchines It Kpecte that sufficient quantities of office equip 
will } mported ir M1 tor ble dealers to carry on: but there is little 
} d that the posit \ h ed, and dealers will doubtless have 
ntir their p \ f it g istomers The import restriction 
| ng the v} é 4 e been continued without chang 
I by f off hine | ted into the Dominion declined fron 
1 t ( ! 4 vhile the total value fe from £NZ163.668 te 
£NZ j T} United State f I hed 24 per cent of the total numbse 
ne my te ! 4i i pared with 21 per cent in 89 The 
tage by ie) nted f ! the United States rose from 3¢ per 
tl pe ent I I te Kingdor pplied per cent, by alive 
{ hine porte { Canada accounted for 26 per cent 
| fron t} Unite State tot 1 £NZ5S8,384 r about S1s7,000 i 
I t f vl ! prised sleulatir ind adding machine 
NZ { ul Li egiste £NZ7.79 The United Kingdom was the 
ne plier f duplicating and ac nachine (£NZS8.804) and 
{ €NZI1S.108) } { ln i thre het ountry 
h registe £NZ ondar e f i 
i hit £NZOs type (")) 





Export Statistics by United States Department of Commerce 


cs here presented are preliminary a 


nd 


subject t 


f Exports for March 1941 





~ : . : - Advance Official Data 
' ’ ‘ e 
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o revision in the annual published reports. 
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OFFICE APPLIANCES 





NEW TRADE LITERATURE 


BUSINESS OPPORTUNITIES 





(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently released) 





Amberg File & Index Company.—-A new catalogue insert, punch 


loose leaf and featuring the firm’s line of All-Purpose binders, has beer 
issued to the trade by the Amberg File & Index Company, Kankakee 
Ii! The insert is of high-grade paper and printed in black and greet 
with an unusually large illustration of one of the Amfile binder Ir 
the event it is desired to be used for mailing purposes the insert ha 
imple space allowed for the dealer imprint available without charge 


Bentson Manufacturing Company.—Describing and picturing the firn 


complete line of steel office furniture and printed throughout on hig! 
grade glossy paper, a new, seventy-eight page catalogue has been issued 


to the trade by the Bentson Manufacturing Company, Aurora, Ill. The 


new catalogue is the No. 41 and is issued in conjunction with Price List 
No. 70 The pages are attached to Wire-O binding which permits the 
book to be opened at any page and remain perfectly flat, and they 

enclosed in a handsome cover printed in colors. On the first page is a 


John Bentson beneath which is a dedicatior 
unceasing efforts through the years have 


iate 


large portrait of the 


to him as the man *‘whore made 


possible the presentation of the Bentson line of steel office furniture 

Each succeeding page containing one or more unusually large illustrations 
which, because of their size and clarity disclose every detail of tl 
various items shown. Dealers interested in obtaining a copy of the cata 


and the price list should communicate with the 
offices 

General Fireproofing Company. Catalogue No. 416, on steel she 
equipment, has just been issued by The General Firepro« 
Ohio, Enlarged, colorful and primed with spee 
to dealers in their -ales work, the new book illustrate 


group of standardized, shop fabricated parts 


logue new company s 
home 
The 
ing and storage 
ompany, Youngstown, 
information of 
ribes 








value 


ind desk A systematk 





for the erection of shelving, bins, counters, racks and cabinets for storage 
lisplay and handling of any commodity in factory, warehouse, institutior 
public building, salesroom or office Containing eighty pages exclusive of 
over the catalogue is comprehensive and in its entirety is a fine expres 
sion of the art of preparing trade literature At the back, just preceding 
1 handy index of contents, are several pages carrying reproduction of phot« 
graphs showing GF shelving and storage equipment in actual service 
various items show! 

Philip Hano Company. One of the most impressive pieces of trade lit 
erature to roll off the presses in recent months is a new sales manual of 
the Philip Hano Company, Holyoke, Mass. Containing 150 pages ex: i 
of a considerable number of samples of paper, the book is bound on large 
piral binding and indexed in such a manner that each divisional inde 
is in full view regardlk of the page at which the book is open \ 
though the manual cover bears the title ‘““Lithographed Business Form 
the wide range of its contents may be gauged by the twenty i X¢ 
which read general information on lithographed forms, autographi 
register forms schedule “A ontinuous carbon interleaved forms, stand 
irdized Snap-A-Parts, factory views, autographie registers, Han irbo 


packet, continuous Snap-A-Parts, paper samples index to manual, quota 





Hano-Hand 


tion service for billing machines, Snap-A-Part forms, 

Hano product design service simplified price list, carbon papers ind 
checks and vouchers The book, which measures nine by eleven inche 
ind is enclosed in a stiff and durable cover, was created and designed by 
Norman Hanna, sales promotion manager of the company, who is to be 
congratulated on a fine piece of work 

Jasper Seating Company.—Embodying a number of innovations and 
rccompanied by a four-page price list, a new catalogue has been issued 
to the trade by the Jasper Seating Company, Jasper, Ind., and is listed 
is the No. 14. The book contains twenty-eight large pages, well-illustrated 
to properly present the company lines of chairs, settees, posture chairs 





eight samples of actual leathe 
upholstery available Phe 
maroon, brown and black 


Attached to the last page are 
grain, texture and colors of 


of blue, tan, green, 


to show the 


shown are red, two shade 


Copies of the No. 14 catalogue are available to the dealer 

Koch Brothers. \ gentle reminder that Spring is here and therefore 
it is time to renovate the office is contained in a recent issue of the Kocl 
Brothers Merchandiser, a snappy little house organ which is mailed 
to customers of the firm After reminding the reader that he spends 





third of his life in his office the booklet illustrates and describes a numbe 
f important itenfs all of which would add to the ymnfort. efficieneyv ar 
stvle of a business establishment. Koch Brothers is a well-known stationer 
ind office supply house in Des Moines, Lowa 





The J. L. May Company.—A new circular featuring Maco airmail labe 
booklets patriot seals and other Maco tag ind label specialties i 
being mailed to the stationery trade by the J. I May Company 
West Nineteenth street, New York, N. Y. Copies are available on request 

The Office Specialty Manufacturing Company.—A new and complet: 
revised edition of its hig interesting and educational booklet 
record making entitled “What Period Do You Belong To has recently 
been published for it friends and customers by the Office Specialty 
Manufacturing Company, Ltd., Newmarket, Ont., Canada Beautifu 


illustrated and printed, the booklet is a tracing of the evolution of 
record keeping down through the ages and, as is explained in the 
foreword, is a more comprehensive coverage of the theme than was 


treatise published by this firm in 19138 Both in text and picture the 
booklet deals with writing, record keeping beginning with the cave 
man and his carving of crude images upon the walls of caves, an 
including ancient Egyptian, ancient Grecian, ancient Roman and Greek 
English twelfth and sixteenth centuries, North American Indian, Chines 
eighteenth, nineteenth and twentieth centuries Closing pages present 
‘The Office of Today’ in a series of interesting pictures 

The C. E. Sheppard Company.—A new catalogue section, ‘Business 
Forms—Accounting Systems” is being issued to the trade by The C. } 
Sheppard Company, 4401-4429 Twenty-first street, Long Island City, N. ¥ 


It is complete with the full Cesco line and has fifty-six fully detaile 
ind illustrated pages and is listed as Catalogue Section J "A request 
on a business letterhead will assure a copy for the dealer 

The Studio Stamp Company.—_A new and attractive ‘“‘good will” star 
to be ittached to th backs of envelopes has recently been announce 
by the Studio Stamp Company, 17 Maryland street, Rochester, N. ¥ It 
is known as the Pan-American Poster stamp and further details concert 
ing it will be supplied on request to the manufacturing company of whi 
Leo D. Keller is the head 

The Visacopy Corporation...A new sales manual! which tells the de 
how to sell the firm’s line of copyholders and is made up in a handy pocket 
size has recently been made available to the trade by the Visas py ¢ 
poration, 420 Market street. San Francisco Dealers desiring a py st 


mmunicate address given above 


with the company at the 


Wanted Abroad 


Ribbons and Carbons Wanted by Dealer in India. 


Office Appliances is 
in receipt of a communication indicating that the A 


firm of Kumar & 


Company, Newal Kishore Road, Kadam Kuan, Patna, India, desires to 
contact manufacturers of carbon papers and typewriter ribbons. It is 
suggested that anyone interested send samples and terms and write for 
suitable references. 


Dutch Guiana House Seeks United States Connections.—Henk Van Der 
Voet, whose address is P. O. Box 129, Paramaribo, Dutch Guiana, seeks 
1 wholesale connection in the United States for low priced pens, airmail 


envelopes, blotting paper, ink, brushes, rulers, composition books and 
numerous Other stationery articles. For his market, he states, goods 
must be inexpensive He would prefer to buy from a single jobbing 


house 

Dealer Seeks Samples and Prices.—The Office Necessities Company, 1025 
Alakea street, Honolulu, H. 1 is interested in obtaining samples and 
prices of Mimeograph paper and Manila second sheets for distribution in 
the Hawaiian Islands. The company is also interested in office specialties 





of all kinds for exclusive distribution and wishes to receive catalogues 
from manufacturers 
Wanted Here at Home 
Dealer Seeks Catalogues.—-After operating for several years from his 
home William I. Hull, Columbus, Ind., has recently opened a modern 
typewriter and office machine store at 416 Fifth street, under the name 
f William Hull, Typewriters For the benefit of the new organization 


Mr. Hull is establishing a catalogue file and desires to receive 


comple te 


recent issues and other literature from manufacturers in the industry. 
New Firm Wants Catalogues.—Formerly connected with Cast Office 

Supplies, Inc., Wichita, Kans., Ralph V. Bauman has recently opened a 
tore of his own under the name of the Bauman Office Equipment Com- 


catalogues and 
with which to estab- 


pany, !37 North Market street city. He desires 
other literature from manufacturers in the industry 
lish a complete file for his office 

New Stationery Distributor in Michigan. 
Mich., 


same 


Dwight D. 
June 2. 


Whipple plans to 
This is to include 


ypen a stationery business in Ionia, 

a printing plant, office equipment and supplies and paper products. He 
writes that he has had eighteen years experience in the territory as a 
background. His address is 114 S. Depot street. He would like to hear 


from stationery manufacturers 


Tacoma Company Wants Catalogues.—_.John F. Hunt & Company, dealer 


in office supplies and office furniture at 329 Provident building, Tacoma, 
Wash., is organizing a catalogue file and would like to receive printed 
matter from manufacturers of all types of equipment and supplies sold 
through commercial stationers Mr. Hunt is a member of the Pacific 
Northwest Stationers Associatiot 


Current Corporation Reports 


Sales of Eversharp, Inc., Chicago, during the current fiscal year which 


began March 1, are more than 65 per cent greater than those of a year 
igo, M. L. Straus, president, told stockholders at the annual meeting 
yesterday. The company, which makes pencils and fountain pens, was in 
the “black” for the first two months this year, he added, and prospects 


declared a dividend of 
paid from earn 


ire favorable Directors were reélected and they 
25 cents on the preferred stock. This is expected to be 
ings, Mr. Straus said. (Chicago Tribune, May 21, 1941.) 

Net income of International Business Machines Corporation, New York, 
N. Y., for the three months ended March 31, 1941, was $4,140,123 after 
deducting $769,680 blocked foreign net profits, after providing for United 
States federal and Canadian taxes. This compares with net earnings for 
the corresponding 1940 period of $3,075,504 after deducting $342,642 blocked 
foreign net profits applicable to that period, an increase in net earnings 
of $1,064,619 After providing for estimated United States federal and 
Canadian taxes, the net income for the three months of 1941 was 


$2,409,123, equivalent to $2.55 per share on 943,087 shares outstanding 
April 1, 1941 AK 
For the first quarter of 1941, Marchant Calculating Machine Company, Oak 


of $279,614, after provision for estimated 
equivalent to $1.23 per share on the capital 
sponding quarter of last year the company 

equal to 99¢ per share According to 
sales volume exceeded that of any previous 


experience 


land, Cal., reports a net profit 
Federal income and other taxes 
tock outstanding. In the corre 
reported net profits of $225,001 
Edgar B. Jessup, president, 
quarter in the company’s 
With sales volume showing an upturn of more than a million dollars, the 
Parker Pen Company, Jamesville, Wisc., realized a substantial gain in net 
earnings for the fiscal year ended February 28, Kenneth Parker, president, 
yesterday. Net income, exclusive of operations of the British 
equal to $2.70 a share for the year. In the 
had net income of $170,373, or 86 cents a 
British subsidiary. (The Chicago Tribune 


innounced 
company amounted to $530,391 
preceding fiscal year the 

ire, including earnings 


May 9, 1941 





company 
f the 


Directors of the W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
n May 5 declared a regular, quarterly dividend of fifty cents a share 
ind an extra dividend of twenty-five cents, paid May 26 to all stock 
f record at close of business May 15 The announcement was made 


Sheaffer who said ir “Sales 


excess of any 


part figures so far this 
vear in our history. New models 
designed ly to meet the requirements of men 
been particularly well received.” 
W. A. Sheaffer Pen Company, Fort Madi 
stockholders today that bonus payments 
fiscal vear ended February 


by President C. R 
vear are substantially in 
recently introduced, 
the services, have 
C. R. Sheaffer, president of the 
on, Iowa, indicated in a letter t 
der the company’s profit-sharing plan in the 


especial 


8S were $368,815, of which $280,¢ was paid to 1,509 employees and $88,180 
t 5 key executives. The npany has ordered a mid-year profit-sharing 
iyments to all employees amounting to 174, per cent of their earnings in 
the preceding six months t be paid June 27.—(Chicago Daily Tribune 


May 26, 1941.) 
Consolidated net income 
e, N. Y., for three months ended March 
t after preferred d 7 ‘“ommon share. This compares with 


of L. C. Smith & Corona Typewriters, Inc., Syra 
1 amounted to $422,390, equiva 


ividends to Sl 4 


net income of $123,169 7; s cents a share for the corresponding 1940 
juarter For the first nine months of the company’s fiscal year ended 
consolidated net income amounted to $897,491, or $3.04 a share, 


with $184,996, or 45 cents a share for the corresponding period 


npare a 





ended March 31, 1940. Net sales for the March quarter of this year 
totaled $3,867,153, compared with $2,785,635 in the corresponding period 


f 1940. All plants of the 
according to H. W. Smith 
Tribune, May 1941.) 


ympany are continuing to operate at capacity, 
president of the company. (New York Herald 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commissioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 





2,238,999. Calendar Device for Writing Implements. 
Herbert H. Grooms and Elza C. McCarty, West Union, 
Ohio. Application July 1, 1940, Serial No. 343,470 
Granted April 22, (941. 

2,239,023 Power-Driven Writing Machine. Oscar J 
Sundstrand, Bridgeport, Conn., assignor to Under- 
wood Elliott Fisher Company, New York, N. Y., a 
corporation of Delaware. Application December 5, 
1936, Serial No. 114,416. Granted April 22, 1941. 

2,239,036. Leaf Binding Device. Emil N. Farkas, 
Chicago, Ill., assignor, by direct and mesne assign- 
ments, to Emil N. Farkas, Chicago, 1ll., as trustee 
Original application October 1{7, 1938, Serial No 
235,381. Divided and this application April 27, 1940, 
Serial No. 331,919 Granted April 22, 1941. 


2,239,081. Loose-Leaf Binder Structure. James 
Cooper, Solvay, and Gerhard H. J. Baule, Syracuse, 
N. assignors to Hall & McChesney, Inc., Syra- 
euse, N. Y., a corporation of New York. Application 
March 6, 1939, Serial No. 260,054. Granted April 22, 
1941. 


2,239,121. Loose-Leaf Binder. Charles V. St Louis, 
Chicago, and Fred D. Wedge, Lombard, III., assignors 
to Wilson-Jones Company, Chicago, IIl., a corporation 
of Massachusetts. Application February 8, (939, Serial 
No. 255.196. Granted April 22, 194 

2,239,142. Pencil Lead. Isidor Chester, me 
N. J., and Dimitry Shutak, New York, - 
signors to Eagle Pencil Company, New York, N. Y. 
a corporation of Delaware. No Drawing. Application 
April 4, 1938, Serial No. 200,056. Granted April 22, 
1941. 

2,239,353 Metal Frame Stencil. Harmon P. Elliott, 
Watertown, Mass., assignor to The Elliott Addressing 
Machine Company. a corporation of Massachusetts. 
Application April 2, 1940, Serial No. 327,423. Granted 
April 22, 1941. 

2,239,401. Rotary Duplicating Machine. Roscoe RK. 
Rockhill, Milwaukee, Wis. Application December 6, 
1939, Serial No. 307,843. Granted April 22, 1941. 

2,239,526. Reversible Eraser Tip. David 4Juelss, 
Brooklyn, N. Y., assignor to American Lead Pencil 
Company, Hoboken, N. J , a corporation of New York 
Application November 19, 1940, Serial No. 366,365 
Granted April 22, 1941. 

2,239,597. Typewriter Carrying Case William A 
Dobson, Wethersfield, Conn., assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a cor- 
poration of Delaware. Application December 30, 1938, 
Serial No. 248,505. Granted April 22, 1941. 

2,239,793. Eraser. George F. Miller, Norman, Okla 
Application December 30, 1938, Serial No. 248,608. 
Granted April 29, 1941. 

2,239,958. Loose-Leaf Binder. Joseph A. Gibson, 
Kimball, Nebr. Application October 30, 1939, Serial 
No. 301,927. Granted April 29, 1941. 

2,240,026. Duplicating Machine. Maurice R. Avery, 
Wauwatosa, Wis., assignor to Ditto, Incorporated, 
Chicago, Iil., a corporation of West Virginia. Appli- 
cation June 20, 1939, Serial No. 280,036. Granted 
April 29, 194 

2,240,067. File Cabinet and the Like. Kenneth C 
Bolesky and Fritz A. Saaf, Aurora, II/., assignors to 
All-Steel-Equip-Company, Incorporated, a corporation 
of Itlinois. Application July 6, 1937, Serial No 
151,994. Granted April 29, 194! 

2,240,122. Loose-Leaf Book of Zipper Type Having 
Easel Writing Table Construction. Frank Stanley 
Schade, Holyoke, Mass., assignor to National Bank 
Book Company, a corporation of Massachusetts. Appli- 
cation June 7, 1940, Serial No. 339,345. Granted 
April 29, 1941. 

2,240,234. Calculating Machine. Edward C. Walter, 
Orange, N. J., assignor to Monroe Calculating Ma- 
chine Company, Orange, N. J.. a corporation of Dela- 
ware. Application May 28, 1940, Serial No. 337,702 
Granted April 29, 1941. 

2,240,477. Typewriting and Like Machines. Glenn 
E. Bauder, Elmira, N. Y., assignor to Remington 
Rand tnc., Buffalo, N. Y., a corporation of Delaware. 
Application September 22, (938, Serial No. 231,183 
Granted May 6, 194! 

2,240,693. Paper Clip Arny 0. Elnes, Duluth, 
Minn., assignor of one-half to Clarence H. Taylor, 
Duluth, Minn. Application April 26, 1940, Serial No 
331,737. Granted May 6, 1941. 

2,240,797. Calculating Machine. Walter J. Pasin- 
ske, Howell, Mich., assignor to Burroughs Adding Ma- 
chine Company, Detroit, Mich., a corporation of Mich- 
igan. Application October 30, 1935, Serial No. 47,368 
Granted May 6, 1941 

2,240,911. Staple Driving Machine. Fridolin Polzer 
and Roy €E. Peterson, Norwalk, Conn., assignors to 
The E. H. Hotchkiss Company, Norwalk, Conn., a cor- 
poration of Connecticut. Application May {, 1939, 
Serial No. 270,970. Granted May 6, 194! 

2,240,975. Envelope Opener Jabus W Barbour, 
Pekin. I1l., assignor of one-half to Rudolph W. Haake, 
Sr., Pekin, Ill. Application March 14, 1939, Serial 
No. 323,992. Granted May 6, 1941 

2.240.992. Fountain Pen Joseph N. Landau, New 
York, N. Y. Application July 12, 1940, Serial No 
345,222. Granted May 6, 1941 

2,241,102. Caleulating Machine Joseph A Vv 
Turck, Wilmette, Ill., assignor to Felt & Tarrant 
Manufacturing Company, Chicago, III., a corporation 
of Itlinois Application May {6 1930, Serial No 
a Renewed March 29, 1939. Granted May 6 

2,241,173. Paper Holder and Feeding Mechanism 
for Accounting Machines. Walter A. Anderson, Bridge- 
port, Conn., assignor to Underwood Elliott Fisher 
Company, New York. N. Y., a corporation of Dela- 
ware Application December 29, 1939, Serial No 
311,575. Granted May 6, 1941 

2,241,445. Double Paper Feeding Mechanism for 
Cash Registers Harold W. Clark, Alliance. Ohio 
assignor to The McCaskey Register Company, Alliance 
Ohio, a corporation of Ohio Application August 6 
1938, Serial No. 223,500. Granted May 13, 194! 
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2,241,850. Pressure Bar for Fountain Pens Wil- Application January 26, 1940, Serial No, 315,648. 
liam J. Gillett and Victor C. Sharp, Fort Madison, Granted May 13, (941. 

lowa, assignors to W. A. Sheaffer Pen Company, 5 

Fort Madison, lowa, a corporation of Delaware. Appli- DESIGN PATENTS—— 
cation November 27, 1939, Serial No. 306,264. Granted 126,715. Design for a Traveling Bag. Charles Dop- 
May 13, 1941. pelt, Chicago, tll. Application August 3, 1940, Serial 
2,241,852. Receptacle for Fountain Pens. Walter J No. 94,200. Granted April 22, (941. 

Guenther, Fort Madison, lowa, assignor to W. A 126,871. Design for a Combined goed and Support- 
Sheaffer Pen Company, Fort Madison, lowa, a cor- ing Base for a er ae Machine. William J. O'Neil, 
poration of Delaware. Application December 22, (939, Atlantic Beach, and eland Stanford Briggs, New 
Serial No. 310,605. Granted May 13, 1941. York, N Y., assignors to Dictaphone Corporation, 
2,241,867. Typewriting Machine. Philip S. Rand, New York, N. Y., a corporation of New York. Appli- 
Falmouth, Mass., assignor by mesne assignments, to cation November 26, 1940, Serial No. 96,824. Granted 
Remington Rand Inc., Buffalo, N. Y., a corporation April 29, 1941. 
of Delaware. Application June 8, 1937, Serial No 126,872. Design for a Combined Hood and Support- 
146,993. Granted May (3, (941. ing Base for a Transcribing Machine. William 4. 
2,241,993. Typewriting Machine irvin G Ham- O'Neil, Atlantic Beach, and Leland Stanford Briggs, 
mer, Washington, D. C., assignor to Underwood New York, N. Y., assignors to Dictaphone Corpora- 
Elliott Fisher Company, New York, N. Y a cor- tion, New York, N. Y., a corporation of New York. 
poration of Delaware. Application December 27, 1938, Application November 26, 1940, Serial No. 96,825. 
Serial No. 247,883. Granted May 13, 1941. Granted April 29, 1941 

2,242,035. Loose Leaf Binder Device Edward A 127,208. Design for a Bookease. Gerald Johnson, 
Koelling, St. Louis, Mo. Application May 6, 1939 George Cushing and Thomas G. W. Nevell, New York, 
Serial No. 272,070. Granted May 13, 1941. N Y., assignor to The Globe-Wernicke Company, 
2,242,064. Notebook, Ralph J. Gelinas, South Wey- Cincinnati, Ohio, a corporation of Ohio, Application 
mouth, Mass., assignor to Eastern Tablet Corpora- November 26, 1940, Serial No. 96,842. Granted May 
tion, Boston, Mass., a corporation of New York 13, 1941. 














Old Glory, flag of the United States of America, 
symbol of a liberty deep rooted in the soul of a 
nation whose founders sought and achieved 
freedom. June 14, Flag Day, brings to mem- 
ory again the solemn occasion when the Star 
Spangled Banner was adopted as the emblem 
of a nation ‘conceived in liberty and dedicated 
to the proposition that all men are created 
equal.’ The day gives new emphasis to an 
old truth — that wherever the Stars and Stripes 
are unfurled to the breeze, there abide people 
nurtured in freedom, assured of justice, guar- 
anteed a protection, and accorded matchless 
opportunities for advance as individuals. To 
those precious rights we owe an unalloyed 
allegiance. From the ceremonial observations 
of Flag Day may we have instilled in our souls 
an unswerving urge to protect the institutions 
and privileges we enjoy. 
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HAT is our modern-day in- 
vestment per office worker, 
in office equipment? 

For years it has been regarded 
aS very interesting to calculate the 
capital investment per factory 
worker, or the factory equipment 
investment per factory worker. 
This is because it has grown rapid- 
ly and illustrates very graphically 
how modern technology has ad- 
vanced from the day of primitive 
industry, about 100 years ago, 
when less than $200.00 per worker 
represented the investment, and 
the worker, in fact, usually even 
supplied his own tools. Today the 
investment per worker, in a fac- 
tory which is as advanced as 
Henry Ford’s, reaches about $10,- 
000, and in general industry about 
$5,000. In other words, the em- 
ployer of today must spend from 
$5,000 to $10,000 in equipment per 
factory worker. This is a most 
challenging thought. 

Now, about the 
worker? 

We have less reliable informa- 
tion; but this, too, we know, 
started at an amazingly low sum. 
There was a time in American 
business when a factory spent al- 
most nothing on its office. A high 
stool, a high table, a big account 
book, a bottle of ink, a quill pen 
(operated by one “clerk’”) was 
often the total office equipment in 
a factory with fifty or one hundred 


what office 
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ay Nice Equipment 


INVESTMENT PER OFFICE WORKER 


By J. GEORGE FREDERICK 
President, 


The Business Bourse. 


New York, N. Y. 


M4 


workers. The whole “office equip- 
ment” wasn’t worth more than 
$25.00, if that. 


Old Letter Press Still Used 


After twenty-five years a “letter 
press” machine was usually added 
to make copies of letters (written 
by hand). There are old offices 
today (particularly old-fashioned 
law offices) where this system still 
prevails. Many offices still operate 
as primitively as those of seventy- 
five years ago; but in contrast, 
many offices are so modern that 
they hardly resemble in any par- 
ticular the office of only twenty 
years ago. The equipment of a 
thoroughly up-to-date office has 
moved tremendously ahead; and 
of course the investment per of- 
fice worker has moved ahead with 
it. We arein an era of mechanized, 
streamlined offices. 

We know this, first, from the 
rate of manufacture of office 
equipment. By and large office 
equipment may be said to have a 
‘life’ of ten years. Some of it has 


a shorter life (as for example ac- 
tively operated typewriters), but 
some of it has a longer life. “Ob- 
solescence” due to design, color, 
etc., has entered into the office 
field in the last few decades, and 
it is no longer true, as it once was, 
that offices as a rule continue to 
operate their equipment for twen- 
ty or twenty-five years. 

Now, suppose we calculate the 
total approximate amount of of- 
fice and store machinery, office 
furniture, etc., manufactured in 
the last ten years, what do we 
find? 

Office and Store Ma- 

chinery, estimated 

grand total 1930- 

1940 $1,500,000,000 
Office furniture, esti- 

mated grand total 


1930-1940 725,000,000 
Office supplies of 

many kinds, esti- 

mated grand total, 

1930-1940 500,000,000 
Estimated “old” (over 

10 year) equipment 

in use 500,000,000 





Grand 10-year total. $3,225,000,000 
Average per year 322,500,000 

The above computation, we 
should point out, includes type- 
writers, adding machines and all 
other office and store machinery; 
it includes desks and chairs, filing 
cabinets, etc.; and it includes car- 
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bon paper, typewriter ribbons, 
pencils, paste, ink, safes, rubber 
stamps and other typical office op- 
erating supplies; but not envel- 
opes or paper or printing. 


Fifteen Million Office Workers 


Now if we try to figure the num- 
ber of “office workers” (including 
lesser executives but not the 
“boss”) we reach a tentative esti- 
mate of about 15,000,000 office 
workers. We know for example 
that there are about four and one- 
half millions of persons listed in 
the census as “clerical workers,” 
but this does not include all those 
who work at one thing or another 
in all of the many types of offices, 
large and small. There are about 
500,000 corporations, and about 
1,600,000 retailers of one kind and 
another, and of course several mil- 
lions of little “offices” of one kind 
or another; since an “office” is 
any place where any kind of “busi- 
ness” is done or records kept, 
even if it is by but one person in 
a 6 x 4 shack on a fishing wharf; 
or the office of a principal of a 
school, or the office of a police 
captain, or a contractor on a con- 
struction job, or an apartment 
rental office. I estimate therefore 
that there is a grand total of 
about 10,000,000 “offices” in the 
U. S., which makes the average 
worker per office just one and a 
half persons! 

If we now divide these figures 
into our total ten-year expendi- 
ture we get an over-all average 
equipment investment per office 
worker of only $220.00! That’s a 
mighty small sum to invest per 
office worker for office equipment, 





of course, and indicates how many 
crude little “offices” there are in 
the U.S.! But now let us narrow 
the thing down to “offices” which 
could justify the name a little 
more definitely: offices, let us say, 
which have telephones in them 
paid for at a business rate. This 
is about 8,000,000. On this basis 
we can estimate about $325.00 per 
office for equipment; or about 
$700.00 per office worker. 

But we must narrow it down 
still further to get anywhere near 
what a real office spends per of- 
fice worker. Suppose we now take 
the approximate 500,000 of active 
corporations in the U. S. asa basis. 
They operate the bulk of the 
strictly office activity of the coun- 
try; let us say seventy-five per 
cent. We then find an investment 
of $4,800 per office for equipment. 
As for equipment per office worker 
we will have to estimate tenta- 
tively from the census that two- 
thirds of the office workers are in 
the corporation group; or about 
10,000,000 (inclusive of course of 
the minor executives). So we can 
arrive at a figure of about $242.00 
per office worker. 


In Half Million Dollar Enterprises, 
Investment Per Office Worker 
Is $533.00 


To find out what a highly mod- 
ern office invests per office worker 
we will have to study corporations 
which have more than $500,000 in 
assets, and that means a total of 
only 40,000 corporations. Now we 
can figure that, since these 40,000 
corporations show in their income 
tax reports that they do approx- 
imately one-half as much business 
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as all the rest, and have about 
1,500,000 office workers, then their 
grand total investment for office 
equipment is approximately $80,- 
000,000; or $200,000 per office; or 
$533.00 per office worker. There 
are of course about 2,500 corpora- 
tions which in all probability in- 
vest as much as $2,000 per office 
worker for office equipment; and 
perhaps 500 corporations which 
invest as high as $5,000 per office 
worker; which it would be fair to 
compare with the Ford figure of 
$10,000 per factory worker. No 
figures are available as to what 
Ford has invested for office equip- 
ment per worker, but it is likely 
that it is as high as the factory 
figure. 

With the figures in hand we 
may also estimate the probable 
annual expenditure per office for 
office equipment of all kinds. It 
works out, tentatively, something 
like this: Average annual ex- 
penditure, all offices of all kinds, 
no matter how small, $27.00. Aver- 
age annual expenditure among 
the 8,000,000 offices which have 
business telephones, $34.00. Aver- 
age annual expenditure of each 
corporation office, $344.00. Average 
annual expenditure each of 40,000 
modernized offices, $4,300. (The 
signs are that these amounts are 
going to be increased by ten per 
cent or fifteen per cent in 1941.) 
During a slack employment period 
there is always a lag in purchase 
of labor-saving equipment, but 
the “all-out” defense program is 
changing this, due to necessity for 
speeding up production. A defi- 
nitely new period of office advance 
is now beginning. 


LITTLE BIOGRAPHIES OF OFFICE APPLIANCE MEN 


WHO WENT TO LAW 
By Norris L. Hayward 


THE WORTHLESS OPTION 


Tue salesman had expounded at great length and detail as to the superior quality of the 
filing cases manufactured by his company and sold by him. 
"I could handle a $2,000 order all right,” the prospective buyer agreed, “but you spoke 
about having two plants. Where will my goods be manufactured?” 
“Well, I’m not so sure,” answered the salesman, “but I rather fancy they will be made 
at our New York factory. Of course, you understand, it is entirely within the rights of the 


company to decide at which plant your goods will be manufactured.” 


“That seems all right to me, but when will my order be delivered?” 

“I would suggest that we draw up the order so as to have it at the option of my company 
where the goods shall be manufactured, either in our New York or Detroit plant, and at your 
option to name the warehouse at which you'll take delivery.” 

“That sounds fair enough to me,” the buyer agreed, signed on the dotted line, received 
notice that his order had been completed in the New York plant of the company, and for 
him to name his warehouse at which he would take delivery of the same, and he promptly 
named a warehouse in Detroit. 

“It was my option to name my own warehouse,” the buyer pointed out. 

“Yes—but it doesn’t go that far—you’re bound to select a delivery warehouse in the 


city where your goods were manufactured,” the company continued. 


And the Wisconsin Supreme Court in a case decided on these facts, upheld the company. 








tneal Expenses — viable Expenses 


MAIN BEARINGS IN EXPENSE CONTROL 


Vi ERE’S one for Ripley,” said 

Phil Adams, office appli- 
ance retailer, when I dropped in 
to see him the other day. John 
Tunis, who runs an office appli- 
ance store in the next town was 
there. He and Adams are great 
pals and compare their business 
experiences periodically. Adams 
went on to tell me that “Tunis 
runs a business similar to mine 
and has the same class of trade. 
We buy our stationery and equip- 
ment from the same sources at 
similar prices. In 1939, Tunis did 
$60,500 in sales. I did $60,800, so 
we were neck-and-neck on yearly 
volume. Our costs and overhead 
expenses were about the same so 
our net profits varied only $15. 
In 1940, two large plants in the 
territory moved away. That hurt 
local business and John’s sales 
dropped to $50,400, while mine 
tumbled to $50,700, so we were 
still running neck-and-neck in 
1940.” 

“Now, here’s the payoff. In 1939, 
my net profit was $15 more than 
John’s. In 1940, when we again 
experienced a similar sales vol- 
ume, John’s net profit was $3,288, 
my net profit was $1,137, giving 
John Tunis an increase of $2,091. 
Can you figure it out?” 

Such similarity of figures in the 
same territory isn’t so unusual to 
be “one for Ripley,” neither is a 
wide variation in net profit be- 
tween office appliance establish- 
ments with almost identical set- 
ups and = sales. It seldom is 
brought into sharp focus by word 
or pen because comparatively few 
office appliance retailers get to- 
gether and compare notes as 
Adams and Tunis do. What was a 
Ripley to these office appliance 
dealers is no puzzle to an ac- 
countant or commercial counselor. 
However, it brought up an impor- 
tant phase of expense control that 
every office appliance retailer 
should watch or it may play havoc 
with profits. 

The joker lies in the ratio of 
fixed to variable expenses. Many 
office appliance retailers think 
that an expense is an expense, 
and although this is correct inso- 
far as the dollar-for-dollar obli- 


(Third of a Series of Articles on 
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gation is concerned, there is a big 
difference between a fixed ex- 
pense and a variable expense in 
its effect on profits when sales 
swing low. Then a high ratio of 
fixed expense may make it impos- 
sible for the best office appliance 
retailer to show a profit. 

Here are comparative state- 
ments covering Adams’ and Tunis’ 
operating figures for 1939 and 
1940. These statements show with 
X-ray clarity that the ratio of 
fixed expenses to variable ex- 
penses is an important factor. 


1939 
Phil Adams 
Sales ..660,800 
Cost of sales.... 36,480 
Margin on sales $24,320 


Overhead expenses: 
Fixed $14,180 (2) 
Variable 7,090 (1) 





Total overhead expense....$21,270 


$ 3,050 


Net profit on sales 
1940 
Sales . $50,700 
Cost i 30,420 
Margin of sales $20,280 
Overhead expenses: 
Fixed expenses.....$14,180 


Variable expenses.. 4,963 


Total overhead expense....$19,143 


Net profit on sales $ 1,137 


Notice that, in 1939, Adams’ 
ratio of fixed to variable expense 
was two to one, or his fixed ex- 
penses were twice as many dollars 
as his variable expenses, whereas 
Tunis’ ratio was just the opposite. 
His variable expenses were twice 
his fixed expenses, or a variable 
to fixed ratio of two to one. In 
1940, Adams and Tunis, sensing 
the downward trend of sales, be- 
gan to cut expenses to keep net 
profits in line. Their fixed ex- 
penses were constant and could 
not be reduced, so they had to 
concentrate on variable expenses, 
as shown at bottom of page. 

Both dealers cut their variable 
expenses thirty per cent, indicat- 
ing that they were equally effi- 
cient with the nippers, but Tunis’ 
ratio of variable to fixed expense 


1939 
John Tunis 
Sales ck.) ame $60,500 
COBY OF BAIN a ... 36,300 
Margin on sales.................. $24,200 
Overhead expenses: 
POND Sicccttonadan $ 7,055 (1) 
Variable ............ 14,110 (2) 


Total overhead expense....$21,165 


ven oe $ 3,035 


Net profit on sales 
1940 
Sales . oes ae $50,400 
Cost of sales............... . 30,240 
Margin on sales..... ...$20,160 
Overhead expenses: 
Fixed expenses........$ 7,055 


Variable expenses.. 9,877 
Total overhead expense....$16,932 


Net profit on sales $ 3,228 


Phil Adams 


Total overhead expense 
Total overhead expense 


Decrease—Thirty per cent of $7,090 variable expense............ 


1939 


$21,270 
. 19,143 


....$ 2,127 


John Tunis 


Total overhead expense 
Total overhead expense 


Decrease—Thirty per cent of $14,110 variable expense 


$21,165 
.- 16,932 


$ 4,233 
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enabled him to use expense con- 
trol more effectively. 

Adams’ proportion of variable 
expenses was too low. Even 
though he cut close, his efforts 
were stymied by the high ratio of 
fixed expense, which he couldn’t 
cut. Tunis, on the other hand, 
with a bigger field to work in, 
$14,110 in variable expenses 
against Adams’ $7,090, took a 
grand slam at this portion of his 
overhead in 1940 and saved $4,233. 
He may have been able to effect 
some of this economy in 1939, but 
some office appliance dealers for- 
get their overhead in the years of 
fat and try to economize only in 
lean times. The important thing 
to remember in this connection is 
that you should never let your 
fixed expense loom so high in 
ratio to variable expense that you 
can’t effect satisfactory economies 
if sales veer off. I have known 
cases where the ratio of fixed to 
variable expense ran eight to one 
without serious effect on profits 
when sales were in high, but when 
sales tumbled a wipe-out of the 
entire variable expense, all the 
reduction it was possible to make, 
would not prevent an operating 
loss. 

Undue expansion will sometimes 
skyrocket fixed expense haphaz- 
ardly and explains why some 
manufacturers are not too keen 
about expanding these days be- 
cause the fixed charges that ex- 
2xansion brings with it cannot be 
discarded when sales _ tailspin. 
The same holds true for all busi- 
ness enterprises. If you load your- 


self up too heavily with fixed ex- 
penses when business skyrockets, 
you may not be able to get out 
from under when it resumes a 
nomal trend or dips below normal. 
This does not mean that you 
should throttle reasonable expan- 
sion, but consider all circum- 
stances carefully before obligating 
yourself to carry fixed expenses 
that you can’t cut because they 
cannot be discarded as readily as 
variable expenses. 
Items usually classified as fixed 
expenses are 
Rent 
Depreciation 
Taxes 
Insurance 
Interest on long-term loans and 
mortgages 
Heat, light, power, water 
Allowance for bad debts 
Items usually classified as vari- 
able expenses are: 
Salaries of executives, salesmen 
and other employees 
Bonuses and commissions 
Office expense 
Unproductive labor 
General supplies 
Advertising 
Maintenance and repairs 
Incoming freight, express and 
cartage 
Legal and accounting services 
Travel, dues, subscriptions, do- 
nations 
Telephone and telegraph 
Delivery expense 
Interest on short-term borrow- 


ings 
Miscellaneous expense, such as 
credit report fees, petty cash 
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items, loss on inventory, etc. 

There is no standard ratio 
against which to check your pro- 
portion of fixed or variable ex- 
penses. In the office appliance re- 
tail field, my studies show that 
the fixed to variable ratio gyrates 
from one to two and a half to one 
to six. You will naturally ask, “If 
the ratio varies rather inconsis- 
tently with sales and profits, what 
policy shall I pursue in checking 
this important factor in expense 
control?” I would suggest that 
you try to maintain a ratio of at 
least three variable to one fixed, 
that you “eagle-eye” variable ex- 
penses at all times to keep them 
at minimum, that you refrain 
from saddling your business with 
a fixed expense unless you have 
considered all circumstances care- 
fully, that you list fixed and vari- 
able expenses on your profit and 
loss statement separately so that 
the two classifications will stand 
out in bold relief for comparative 
study from month to month or 
period to period. A change in the 
ratio need not mean disaster, in 
fact it may be for betterment, 
nevertheless this ratio should be 
watched and any change probed 
immediately. 

It should not be difficult to 
make sales during the next few 
years but it will be difficult to 
salvage profits on the sales made 
unless you maintain top standards 
of efficiency on expense control 
and one way to accomplish this 
objective is to see that fixed and 
variable expenses are safely pro- 
portioned. 





STURGIS EQUIPMENT IN THE MOVIES.—This unusual picture shows one of the 
lots at Paramount made ready for the shooting of a picture. The photograph is odd 
because of the modern office furniture seen against the peculiar background. The 
office equipment shown was supplied by the General Office Furniture Company, Los 
Angeles, and shows, among other things, two up-to-date Sturgis posture chairs. 
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BACKGROUNDS A SALESMAN NEEDS 


NE of the greatest drawbacks 

in retail merchandising to- 
day, and one which could be read- 
ily eliminated with a little effort, 
is the fact that too many Sales- 
men are employed with little or no 
consideration for their back- 
ground—their ability to sell what 
has to be sold. 

In my work I call at many stores 
where small goods are sold. I go 
into one man’s store and he com- 
plains that business is not what 
it should be. He complains about 
increased taxes, the increased cost 
of doing business. And he com- 
plains because he is not making as 
much money as he thinks he 
should. 

But his trouble frequently lies 
in the fact that he has not given 
sufficient attention to his selling 
staff. He has employed the first 
man or men who came along when 
it has become necessary to add 
to the staff, giving little or no 
thought to whether this man, or 
these men, had the qualifications 
essential to good selling, whether 
or not they had any experience 
in selling, and whether or not 
these men had those characteris- 
tics that go to make up the good 
business man. 


N 
“The Best Sales Kit 


By J. B. PEATLING 


Southwest Sales Representative, 
F. S. Webster Company 


¥ 


If you were to call on this mer- 
chant and tell him that you had 
come to sell him a bond for a 
thousand dollars, he would take 
considerable time and trouble to 
check on the firm issuing the 
bond, its ability to make good 
when the bond was due for pay- 
ment, its ability to pay the inter- 
est on this bond when due, and 
the use to which the money 
raised through the sale of the 
bonds was to be put. 

When it comes to selling, how- 
ever, it is different. Just so long 
as the man is able to conduct 
himself so he can get by, there 
is little or no difficulty about his 
job being safe. Yet his experience 
and ability may be such that he 
can only wait on the trade, hav- 
ing prospective purchasers tell 
him what they want rather than 
his showing them what they 
should have. 
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I call on other firms and they 
tell me that they are doing a good 
business, and from the traffic that 
goes through their departments, 
it is apparent that they speak the 
truth. Why? It is because they 
know that it is their business to 
sell. They have selected men to 
wait on the trade who understand 
the purpose of merchandising. 
They have trained them so that 
they don’t merely wait on the 
trade, they serve them, show them 
what should be purchased, and sell 
the merchandise that brings in 
the best price and the best profit 
and not necessarily what was re- 
quested. 

Such firms are not only always 
doing a good business in new ac- 
counts, but they do a good repeat 
business, for those who buy here 
have been satisfied; they have 
been shown what was bost for the 
work they had to do; and they 
have come back for more. 

Merchants whcse sales have not 
been as great as anticipated would 
do well to look at their sales staff 
instead of their overhead. To 
cut down on expenses tends to 
cheapen a business, but to in- 
crease Sales is always beneficial 
for all concerned.—BCR 


Is Under Your Hat” 


Ydeas Mahe P rospects Want Things hey Tian 


— a Before 


HOMAS A. STANSELL, secretary and sales manager of the Richmond Office 
Supply Company, Inc., Richmond, Va., says, “In any kind of selling, no matter 
how many samples or demonstrators a man carries, there is one sales kit he can’t 


do without, if he wants to succeed in a marked way. 


If he doesn’t have it, he 


will never reach the top flight. But if he owns it he can always sell in any kind 
of market, anywhere. It is no trouble to carry or keep in order. Once you acquire 
it, it is always with you; you can’t forget and leave it at home. 

“It is the sales-kit under your hat: Its parts include imagination, ingenuity, 
putting yourself in the other fellow’s place, intelligence and ideas. 

“This is particularly important in selling stationery, for in our field the only 
way to go far beyond order-taking is through constructive selling, which means 
giving people ideas how they can use what you have to sell, so as to make money 


for themselves. 


“Our everyday experience here bears that out.” 
—~From “The National” published by National 
Blank Book Company, Holyoke, Massachusetts. 











DEALERS NEED STOCK CONTROL 
Without ‘Some Sout of System, a &; Difficult 


NE of the foremost office out- 

fitters in the United States 
has declared that no dealer can 
be successful without a stock con- 
trol system in some form. He 
backs his assertion with the fol- 
lowing proof taken from his own 
records: 

With the beginning of this sys- 
tem, this dealer listed 6,314 items. 
At the end of the first year of this 
system he discovered that 1,543 
did not justify their existence and 
were therefore cut out. For the 
first time, then, he learned that 
they were not showing enough 
sale to warrant carrying. This 
left only 4,771 items, or a reduc- 
tion of practically twenty-five per 
cent, WITHOUT THE LOSS OF A 
SINGLE DOLLAR’S WORTH OF 
SALES. In fact, there had been a 
very material increase in sales 
with a reduction of approximately 
$8,000 in inventory. Continuing, 
this dealer says that had they 
maintained the same ratio of 
sales and inventory for that year, 
the inventory would have been in- 
creased almost $16,000. In the 
second year of operation, the sales 
of this institution had taken an 
abnormal leap forward with an 
inventory increase of only ap- 
proximately $2,000; whereas, had 
the same ratio of sales and inven- 
tory been maintained as it had 
two years before, the inventory 
would have been over $30,000 
greater. 

Obviously, with an increase in 
sales and a reduction in inven- 
tory, turnover was increased. In 
fact, it had been increased in 
these two years from three and 
one-half times to well over five 
times. However, the latter turn- 
over is sufficient, for there is a 
danger of striving for too great 
a turnover, which, of course, lies 
in the temptation to reduce stocks 
below a healthy, workable min- 
imum. 

To avoid this condition, the 
stock control system must be a 
carefully kept record, which will 
promptly “flag” shorts and which 
will, at the same time, reduce to 
a minimum drop shipments and 
small rush orders. When the sys- 
tem gets into operation this will 
naturally follow. 


(Address Delivered at Recent Meeting 
of Eighth District National Stationers 


Association, Kansas City, Mo.) 


By R. D. LATSCH 


Latsch Brothers, 


Lincoln, Nebr. 
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I do want to say one word about 
inventories. You know, men go 
into business and the first thing 
they do is to buy a cash register. 
In many places, a boss will never 
let a clerk go near the register 
to ring up a sale for fear he will 
knock down. They never leave 
any money lying around loose. 
Many will lock up accounts re- 
ceivable at night. Any yet they 
are as careless as anyone can be 
about their merchandise. 

Merchandise is money. A mer- 
chant pays good money for it. 
Why shouldn’t it be accorded the 
same protection as the money? 

Inventory is an item that gives 
concern, for sometimes it is found 
to reflect unwise buying. 

We must always remember that 
the so-called good b-u-y is many 
times a “good b-y-e.” If a sales- 
man comes along and tells you 
he has a good buy, and that he 
will give you an inside discount, 
before you are attracted to those 
inside discounts for quantity buy- 
ing, you had better do a little 
figuring. 





MR. LATSCH 


Let us take a business that 
should normally do a four-time 
turnover, and for ready figuring, 
let us assume that the gross profit 
is twenty-five per cent. Now, one 
dollar invested in merchandise 
and turned over four times a 
year, is going to return $1.00 on 
the dollar invested. That means 
the dollar turns itself every three 
months. 

If you lock up the investment 
in items that are going to turn 
only once every six months, it 
means that the dollar only earns 
50c for you for the twelve months. 
If you make an investment in an 
item that may lie on your shelves 
for twelve or fourteen months, 
you are losing money. 

There should be a perpetual in- 
ventory record and an actual 
physical inventory of one or two 
items should be taken every day 
by the stock man. The maximum 
investment in the slower moving 
item should be ninety days and in 
the faster items not more than 
sixty days. 

When inventory is out of bal- 
ance in relation to sales, the bur- 
den falls on surplus or invested 
capital. When capital will not 
stand the strain, the burden will 
probably be passed along to credi- 
tors, who, unless informed, may 
imagine one difficulty or another. 


Management of inventory is re- 
sponsible for many difficulties. 
Large inventories always result in 
a loss of interest on non-produc- 
tive invested capital, loss through 
labor required to move slow items 
at lower values, loss of money paid 
for insurance, loss of floor and 
shelf space and loss of both money 
and credit prestige if it prevents 
earning cash discounts. 


So, if you are overstocked in 
relation to your volume, it would 
be necessary, in order to get your 
discount, to have an additional 
capital. This, of course, is used 
by many who actually have extra 
money or by those who borrow 
from the bank. If you borrow 
from the bank, it will increase 
your overhead by the necessity of 
paying interest. 

When management has monthly 
statements presented to it, it has 
a means of watching the volume 
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of purchases against sales and if 
it sees those purchases getting out 
of line, it better do something 
about it. 


Don’t Try to Carry All Lines 


To secure a proper turnover you 
can’t carry every make of goods 
there is on the market. Make up 
your mind to lose a sale once in 
a while rather than tie your 
money up in every make of mer- 
chandise. When you carry too 
many lines, besides being over- 
stocked you scatter your sales 
effort and you can’t give the serv- 
ice on many lines of different 
make that you can on a few. 

As far as your stationers’ stock 
is concerned, every manufacturer 
is a competitor of every other 
manufacturer. That is, your filing 
cabinet manufacturer is compet- 
ing as far as your time and in- 
vestment is concerned with your 
lead pencil manufacturer and 
your ink manufacturer is compet- 
ing with your paper fastener 
company. Each one wants you to 
spend most of your time with your 
salesmen selling his particular 
product, and hopes you will give 
it most of the store displaying 
and also that you will put most 
of your money in his line. You 
can’t blame them for that, you 
would all do the same thing if 
you were in their places. Well, 
then, isn’t it to their advantage 
to have as much of their line in 
your store as possible? The result 
is if you don’t watch your turn- 
over, you have more than you 





FROM “FIREBALLS” TO FLUORESCENCE.—On the big Na- 
tional Stationers Association meetings swing this spring, Presi- 
dent Owen G. Bayless had some things to say about the value 
of fluorescent lighting in stores. As evidence that he practices 
what he preaches, we present these two pictures of the Low- 
man & Hanford Company main store in Seattle, Wash., show- 
ing one of the aisles before (left) and after fluorescent equip- 


should have of every line from 
this continuous pressure. The 
salesman who succeeds in loading 
up your stock gets your invest- 
ment and forces you to spend 
additional time disposing of it. 


Proper Selection of Goods 


Before new stock of merchan- 
dise is bought, it should be care- 
fully considered with store force 
and outside salesmen, as _ they 
must do the selling. If you buy 
merchandise and do not give it 
the proper store display and it is 
not properly introduced by your 
sales force, the merchandise will 
not have an opportunity to give 
you the proper turnover and this 
has its relation to your stock 
control. 

There is one thing certain. We 
all know our past, but we don’t 
always know our future. It is cer- 
tain that we have to plan for our 
future, using the past and present 
as a guide in arriving at our plans 
for the future. 

We have had a stock control 
system for many years and this 
was regulated by the buyer who 
kept the inventory and was store 
salesman. 

The inventory was usually made 
at the time when the factory 
representative came around and 
the purchases were made in rela- 
tion to the amount sold. We felt 
this record was adequate. How- 
ever, we began to realize that we 
were not getting the turnover on 
our investment that we should 
when compared with the national 


ment was installed. 

placed in the same position for each picture for purposes of 

comparison. In the words of Mr. Bayless, ‘“The change has 

made a world of difference in the ‘seeing light’ of our store. 

One is not impressed by the extreme brilliance as mcuh as by 

ability to ‘see more’ than under the old ‘fireballs,’ 500 watt 
lamps in opal glass fixtures.” 
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reports from other stationers. We 
started to investigate what was 
being done and I was told that a 
certain stationer was getting a 
good turnover. Therefore, I made 
a special trip to investigate this 
system in order to compare it to 
the one we were using. We found 
their system was almost identical 
to the one we were using. In 
fact, I thought ours was a little 
more in detail than the one they 
had. The difference between the 
two was that they kept a man 
continually on this stock control 
system in order to set up a basis 
of turnover running from as low 
as thirty days, in some instances, 
to forty or even sixty days. 

Our loose leaf and filing sup- 
plies are divided into seasonable, 
and faster selling items are set 
up under thirty, sixty and ninety 
day records. Every day we invoice 
and order one, two and three 
lines and do not wait until the 
traveler comes to send in the 
order. I can report to you that 
in our eight months’ period we 
have had the same amount of 
business with about six thousand 
less in purchases, so we have that 
much more money with which to 
pay our bills and get the dis- 
counts. 

And now, in closing, I want to 
repeat and say perhaps the one 
thing I wanted to tell you—that 
is, it is of no use to have a stock 
control system unless you have 
someone who can and will keep 
continually at it. 
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TEACHING TYPING IN A FEW LESSONS 


HILE it is quite impossible 

for a layman to tell in detail 
the deeper principles of the 
Psycho-Vocabulary Method of typ- 
ing instruction employed by Pro- 
fessor T.W.L. Osborne and Maude 
Ellen Chilcoat, now instructing 
classes sponsored by Remington 
Rand Inc. in the Los Angeles area, 
yet it is possible to give some fig- 
ures on results. 

The system has been worked 
out in great detail by Professor 
Osborne and he guarantees to 
teach anyone typing in ten les- 
sons, the first five lessons being 
given with no typewriter in front 
of the student. To date hundreds 
have taken the course in the Los 
Angeles section, pupils ranging all 
the way from seven to eighty-six 
years of age, every kind of pupils 
from scholars with alert senses to 
deaf-mutes. A very large percent- 
age of the pupils are above fifty 
years of age, while another large 
percentage are under twelve years 
of age. Beginners as well as those 
who have taken typing lessons 
under other systems are always 
included in every class. 

The average for beginners after 
taking the ten lessons in speed is 
twenty-eight words a minute. For 
those who already do typing an 
increase of seventy-five per cent 
in speed is the average gain, judg- 
ing from the hundreds of testi- 
monials offered coming from stu- 
dents and from typewriter agen- 
cies throughout the area. 


There is no magic about the 
course. It is merely applying psy- 
chology to the study of typing, 
with the first thought of teaching 
the keyboard by the story method. 
With a story in mind attaching 
psychologically to both fingers 
and keys the keyboard becomes a 
part of the typist as readily as 
does the number of days in each 
month of the year through the 
medium of the simple rhyme, 
“Thirty days hath September, 
April, June and November—etc.”’ 
Try to forget how many days 
there are in September, April, 
June or November and see if you 
can! Of course you can not. Pro- 
fessor Osborne says after his 
stories are fixed in your mind, try 
to forget the location of Keys on 
the keyboard and see if you can! 
You just simply can not. 

The professor's talks before the 
typewriters are brought in are in- 


By J. EDWARD TUFFT 
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tended to eliminate all lack of 
confidence. There is no fear, ten- 
sion, nor sign of fear or tension 
allowed to enter the student’s 
mind. Complete self-confidence 
and complete relaxation are es- 
sentials of responsive action, he 
thinks and proves. 


Each Finger Has Name 


Grown-ups, even aged people, 
can learn by the same methods 
that are used in kindergartens, 
Professor Osborne says. With this 
in mind he gives every finger on 
the left hand a boy’s name and 
every one on the right hand a 
girl’s name. Keys are towns and 
states, etc. With that much in 
mind the story of what the girl or 
boy does, where he goes, etc., is 
simple and makes the keyboard 
simple. The subsequent exercises 
are so planned as to bring the 
fingers involved in the story into 
systematic and _ repeated use. 
However, fundamentally, as stated 
above, the first point is to make 
the keyboard an _ unforgettable 
thing in all its details through the 
medium of unforgettable stories, 
and the second thing is to get all 
thought of failure out of the mind 
of the student. The years of de- 
tail planning on specific exercises 
are known only to the professor, 
who has spent a good many 
months in bed with not much else 
to think about. 


Four Classes a Day 


The average class numbers 


about 150 pupils, divided into four 
sections—a morning period for 
housewives, an early afternoon 


period for businessmen, a late 
afternoon period for school chil- 
dren, and an evening period for 
working people. The pupils are 
asked to put in one hour daily at 
home practicing and a typewriter 
is not necessary until after the 
first five lessons, in fact is not 
permitted. The pupils are then 
loaned typewriters for the next 
five lessons—portable Remingtons 

and these are picked up at the 
close of the course. 

From the standpoint of the 
company furnishing the machines 
the thought is to create type- 
writer consciousness with a view 
to later sales. The pupils are 
promised that they will not be 
asked to buy machines but that 
since Remington cooperates and 
loans the machines for their in- 
struction, they are asked if it 
would not be eminently fair to 
give Remington first considera- 
tion should they decide to buy 
machines after learning how to 
type. This is put up to them in 
such a fair and square-shooting 
manner that they never feel they 
are being roped in on any sales 
promotion plan, and they defi- 
nitely are not. This plan instead 
of being a_ sell-something-now 
drive is a drive for the benefit of 
the industry, a far-visioned drive 
for a more general typewriter con- 
sciousness. The thought is a refu- 
tation of the old thought that 
typing pupils must grow up to 
“business college age” before they 
can learn typing and then if they 
do not learn typing in middle life 
the jig is up, so to speak. Pro- 
fessor Osborne does not care how 
young they are or how old they 
are. He says his method can put 
the picture of the keyboard defi- 
nitely and forever into any per- 
son’s mind. 





This is typical class taught by Professor Osborne showing a very decided long range 


in ages from children to old people. This class was taught at Van Nuys, Los An- 
geles suburb. Professor Osborne and Maude Ellen Chilcoat at left. 











Chicago .= 3 ou to the 


16th N. T. 0. M. D. A. CONVENTION 








JOHN LOSER 


President, 
N.T.0.M.D.A. 


VERY individual affiliated in any way with 
the office machine industry is cordially in- 
vited to attend the Sixteenth Annual Convention 
of the National Typewriter & Office Machine 
Dealers Association, to be held in the Palmer 
House, Chicago, July 21 to 23, 1941. Thus, Elmer 
Young, chairman, and the members of the Chi- 
cago Convention Committee express the attitude 
of the trade in the “City by the Lake.” 

Present business conditions invest this year’s 
assembly with a special significance. Current 
problems will be discussed by able speakers, both 
within and without the industry. The addresses 
will help dealers to chart the courses of their 
local enterprises in a manner that will tend to 
assure safe passage through the seas of unusual 
circumstances. 

Entertainment will be of the best. Provision 
is being made for an outstanding program of 
pleasure for the ladies during business sessions. 
In the evenings, the men will join in the joys 
that will help to make the convention live in 
memory. 





ELMER YOUNG 


Chicago Convention 
Chairman 
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AS SOLD BY A CANADIAN DEALER 


Vi E try at all times to carry 

a large and complete 
stock of all types of machines and 
staples,” says J. B. Hay, Jr., “at- 
tempting within reason, to stock 
every machine and staple for 
which we have any demand, so 
as to give the best service to the 
consumer. 

“We keep all our salesmen in- 
formed on the different machines 
we stock, their limitations, ca- 
pacities, ease of working, etc., by 
taking up one or two makes and 
discussing them thoroughly at our 
salesmen’s meetings. The manu- 
facturers help by sending trained 
representatives to some of these 
meetings to explain their products. 

“Twice a year we put on several 
special deals of machines and 
staples and have a contest among 
our salesmen for most sales of 
deals. We believe that by plug- 
ging this deal twice a year to 
nearly all our accounts that it 
also produces sales for special 
purpose machines outside of the 
deals and makes us all more 
stapling machine minded. 


“Careful record is kept of ma- 
chines and staple sales on our 
stock control system and if any 
considerable let-up is noticed it is 
immediately taken up with the 
sales force and a remedy is sought. 

“We have three 42-inch bays 
of shelving on our sales floor 
where machines, staples, etc., are 
kept in stock and a changing dis- 
play of machines and accessories 
are kept on the counter directly 
below these sections. The displays 
are right in the center of the 
busiest part of the store. This, 
we believe, is interesting to our 
customers and also serves again 
to make our salesmen stapling 
machine conscious.” 


;, Helpful — 
ments by ie Mem- 
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44@ VERY office, small and large, 

requires a stapling machine 
of some kind,” contributes Fred 
Dean. “Stapling machines do three 
important jobs in offices and 
plants: 


1. Permanent Stapling 


“A staple can be put through 
more sheets more neatly, more 
conveniently and much cheaper 
than by using pins. Then in cer- 
tain cases like lawyers’ offices, 
sheets stapled together carry more 
weight in court proceeding than 
sheets pinned, as they lend the 
appearance of being tamper- 
proof. Safety is also a factor. 
The hazard of pricking fingers 
is not fun. The postal authorities 
have a $100.00 fine which can 
be imposed if a person in handling 
mail becomes pricked with a pin. 
If clips are used in the mail they 
can defect the postal meter me- 
chine and the person caught 
guilty of this offense is also sub- 
ject to a fine. Thus staplers are 
by far more effective. 


2. Temporary Stapling 


“Up to the present time most 
people use pins for this job. Here 


FRANK FARRINGTON SAYS— 

You may not like the follow-the-leader instinct when it causes your own 
customers or prospects to flock to a competitor, but you will like it when 
you can take advantage of it, through yourself winning a leader to pull for 
you. That follow-the-leader inclination will work for you or for any man 
smart enough to use it. If there were no such thing as the follow-the-leader 
tendency, men might still be wearing toothpick shoes and flat-top derbies 
and women might still be wearing cotton stockings and ‘‘spit-curls."’ The 
world does move and it moves with the leaders. 


again stapling machines are faster 
both in inserting the fastener and 
removing it. Then again there is 
safety and inexpensiveness. In 
addition, all means of fastening 
are concentrated in one place— 
the stapling machine. This makes 
the desk appear and really be 
more efficient and tidy. 


3. Tacking with Office Stapler 


“This has brought in a very 
effective talking point in offices, 
particularly small ones where 
they cannot see enough need for 
buying a machine for the tem- 
porary and permanent stapling 
only. Here they can tack up 
bulletins on boards through the 
plant. In some cases they fasten 
tags (shipping) to crates. This 
often clinches a sale in a small 
office. 

“More than any other point, the 
tacking feature has sold more 
stapling machines for salesmen 
calling on the uptown store trade. 
Most grocery stores, clothing 
stores, confectionery stores, etc., 
have not enough work for a stap- 
ler in their office, but if brought 
strongly to their attention, the 
tacking feature, which can be 
used for their window dressing, 
plus the use of the same machine 
as a Stapler in their office, nine 
times out of ten they buy. For 
instance, it is unhandy for a win- 
dow dresser to hold some crepe 
paper in one hand while he picks 
up a tack in his other hand and 
then trys to pick up a hammer 
to do the job. He is practically 
lost. But, if he has a machine 
that carries all the ammunition 
which is necessary to do the job 
quickly and neatly, he can hold 
the paper and tack it almost 
simultaneously.” 


Hook up with them. 
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“M” DAYS of the W S.A. 


Sin the HSA 


PALMER neue ae —CHICAGO, ILL. 
October 6-7-8-9, 1941 


6th FIVE CENTURIES OF PROGRESS EXPOSITION + 36th ANNUAL CONVENTION 
MERCHANDISE FAIR 


“M" Days! What does that mean? “M” means mobilization 
and mobilization means “To assemble and make ready for use 
—a state of readiness for active service.’’ N.S.A. now mobilizes 
for active service to the trade in war time. Plan now to come 
to the Chicago convention. 

This convention will devote its major effort to conference 
between people engaged in the Stationery Business and the 
subjects will be problems that confront the business now and 
those of the future. 





Example—Wage and Hour regulations. How 
the regulations affect the Retailer and the Whole- 
saler of articles commonly known as Stationery 
and Office Equipment. 


Example—An address by a nationally known 
C.P.A. on the subject: ACCOUNTING PROBLEMS 
OF THE SMALL BUSINESS. 


Other examples— 
What to do to meet the tax load. 
What can be sold by the Stationer in War time. 
What to do about Salesmen turnover. 
Dramatization of Industry Problems. 
Intimate meetings of each branch of the industry. 
A meeting of Proprietors and Managers 


The Exposition has been sold out for some time and will be 
the biggest exhibit of Stationers Goods ever held anywhere. 


R. V. MANEVAL 
of A. W. Faber, Inc., who has 


PLAN NOW FOR 








OCTOBER 6 TO 9. just been appointed Chairman 
CHICAGO of the Chicago Convention 
Committee. His skill as an or- 
N.S.A. MEETS ganizer and his experience in 
committee work assure big 
AGAIN IN things for the convention next 

A BIG WAY fall. 

















National Stationers Association » 740 Investment Building » Washington, D. C. 
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USE THE KIND OF FILES YOU SELL 


HERE are few devices which 

will better serve the office 
appliance dealer in the building 
of sales of files than adequate use 
of them in his own business, is 
the assertion of L. E. Askew, head 
of Askew Company, Dallas, Tex., 
office supplies dealers. 

Mr. Askew has been engaged in 
the business for the past nineteen 
years, and it is his experience that 
his own use of files of every sort 
carry far more convincing argu- 
ment than all he might write or 
say on the subject. What he 
strives after, in fact, he says, is 
demonstration in his own busi- 
ness of what the file should be 
in every business. He finds he can 
impress a prospect infinitely more 
by showing-what he is doing him- 
self than telling the prospect what 
he should do. 

An adequate file in the office 
appliance business is held by Mr. 
Askew to be one of the corner- 
stones of its structure. It is his 
experience that the most green 
fields to be cultivated are in the 
ranks of the small business estab- 
lishments rather than the large. 
Of these there is multitude in 
number and variety. 

Here is where one of the first 
simple and efficient files used in 
the company’s operations begins. 
It is that which lists all of the 
potential as well as active patrons 
of the store. 

This file is a small one of the 
box type. In it are to be found 
ecards listing all of the business 
enterprises in the city rated to be 
prospective buyers of merchan- 
dise stocked. The weekly lists fur- 


By JOHN D. MUELLER 


nished by the Chamber of Com- 
merce, setting forth new business 
undertakings are studied, and 
from them additions made to the 
file. Direct advertising then be- 
gins to flow to them. 

The file is highly important to 
the salesmen, of whom two are 
engaged in outside work continu- 
ously. These men keep their call- 
ing lists to date at all times 
through reference to this file. 





L. E. Askew Standing at His Personal 

File Which He Uses as a Convincing 

Argument in His Work of Selling Fil- 
ing Equipment. 


From the standpoint of the 
prospective buyer of a file system, 
this arrangement has an entirely 
different significance. It shows 
how simple any businessman may 
keep himself and his business 
fully informed on what is devel- 
oping in the field in which he is 
engaged, competitive and other- 
wise. 

Mr. Askew holds that every 
business should advertise to the 
fullest of its capacity. The office 
appliance dealer, however, is com- 
pelled to seek out a highly special 
group. Ordinary advertising too 
often will not suffice. 

The advertising file kept by Mr. 
Askew includes every device which 
has been employed in the nine- 
teen years of his operations. He 
can refer back on moment’s no- 
tice and determine precisely what 
was used at any time in the period 
of his operations. 

“The businessman like myself 
who cannot afford to maintain an 
advertising department will find 
this arrangement of infinite value 
to him,” Mr. Askew avers. “I can 
turn back at any time when I 
happen to have a handful of min- 
utes to spend and study advertis- 
ing used in the past. I can gather 
suggestions for the future through 
considered combinations used in 
the past. Whether it be news- 
paper advertising, circulars, or 
other forms, it is right at finger’s 
ends.” 

Every catalogue received from 
manufacturer is filed by Mr. 
Askew. He finds this not only to 
be of real value to himself, but 
serves excellently to help him 
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show the prospect what a file can 
come to mean in any business. 

“I can show a man that I am 
able to turn to virtually any fact 
pertaining to my business over 
the period of years, and have it 
in hand in a moment,” he ex- 
plains. 

“T have used a steel cabinet file 
for catalogues, and have at times 
in fact sold the file right out from 
around my records. 

“Our business is filed from end 
to end, with every detail included. 
For instance, no sale is considered 
closed here until the delivery re- 
ceipt has been filed. This receipt 
bears the signature of the person 


to whom delivery is made. It is 
apart from the executive depart- 
ment, true; but it places highly 
valuable information at finger’s 
end. 

“This file enables us to keep tab 
on who is who in the receiving 
end of a business, often quite 
helpfully. Our sales staff may be 
contacting the buyers right along; 
but are we getting all of the good 
will we can gain by going to those 
not engaged in the buying? A 
greeting card often will go far in 
that direction. You see, our file 
of delivery receipts gives us the 
very information we need to carry 
out that policy. 
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“On the other hand, this part 
of our file works right into the 
general demonstration scheme 
since it is part and parcel of the 
whole. When we start showing a 
man interested in files what a file 
should be, we can take him right 
down the line through an actual 
demonstration of one. 

“T hold a file to be vital to any 
business — including my own. I 
have made mine part of every 
angle of operation. I find that it 
not only serves me handsomely, 
but that it often is the determin- 
ing factor in convincing another 
of his own need of a thorough 
and inclusive file.” 


SELL FILING SYSTEMS CORRECTLY 
Saline ; — Recognized ffece equipment Advisers 


re by method halts 
wasteful confusion.” That 
sentence, taught both inside and 
outside salesmen, is the keynote 
of the approach to the problem of 
filing system sales by the Schwa- 
bacher-Frey Company, Los An- 
geles. Not only does it stress the 
benefit to the user in quicker, 
easier access to the material he 
wants, but it points up the basis 
on which a system is sold in the 
first place, for the sentence’s six 
words begin with the six letters 
under which the heaviest filing is 
done. System filing replaces the 
old bulky and confusing A-B-C 
files with 240 subdivisions for 
maximum efficiency. 

“Don’t try to sell steel files by 
telling the customer the grades of 
steel used, or pointing to finish 
and durability,” suggests James 
Galletly, head of the firm’s filing 
systems and equipment division. 
“Sell the insides first, considering 
the cabinet itself simply as a con- 
tainer for the system. Sell the 
whole unit as something that will 
do a job for him and there will be 
no trouble in selling the necessary 
container. 

“When a salesman begins with 
the filing cabinet, the sale be- 
comes strictly a price proposition, 
with the customer declaring that 
‘I can buy it for so much down 
the street. How much will you sell 
it for?’ ” 

The best possible prospect a 
system salesman can find is the 
one who has been sold half or 
third or fifth-cut folders. His files 
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shortly become messy and disor- 
ganized. There is far greater 
chance of misfiling material, a 
greater expenditure of time, and 
a much greater drain on energy 
and temper with the inadequate 
method than with system use, and 
in ninety per cent of the cases the 
businessman whose employees suf- 
fer under these circumstances was 
not even shown how a system 
operated, to begin with. 

The first consideration of the 
system salesman in dealing with 
a prospect should be that of find- 
ing the amount of material to be 
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filed. By learning the number of 
individual active names under the 
letters “S” and “B,” which occupy 
about twenty per cent of the total 
space, he can easily determine the 
full volume. From this point his 
study indicates the number of 
primary guides necessary. These 
provide an even distribution of 
material within the file when they 
key every eight or ten folders, and 
when made of the right material 
they give rigidity and support to 
the folders when someone is filing 
or removing material. Obviously 
the tabs should be well reinforced, 
since this part is the life of the 
guide, and they should be insert- 
able so that, starting with per- 
haps forty divisions, units of 
twenty may be added, and so on 
up to as many as several thou- 
sand, still utilizing the original 
guides. A program of this sort 
makes the old flat printed guides 
obsolete as a matter of course. 
The guide tabs should be stag- 
gered so that their position takes 
up not more than two-thirds of 
the file’s width, thus providing 
quick visualization and economy 
of time and energy. Individual 
folders which follow them should 
be in one position, should be 
guide-height so the body of the 
guide does not hide the tab, and 
should have reinforced tabs which 
cost very little more and prolong 
their life to an extent that ac- 
tually reduces their cost. Ideally, 
gum folder labels should be used 
on the tabs. All of this, viewed 
from the customer’s standpoint, 
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means far greater efficiency; from 
the viewpoint of the office appli- 
ance dealer it means increased 
sales. 

The next step, beyond primary 
guides and individual folders, 
calls for miscellaneous folders— 
a sort of pending place for stor- 
ing, in alphabetical order by 
dates, letters coming into the of- 
fice from sources from which 
there has been no previous corre- 
spondence justifying an individual 
folder. When there are eight or 
ten sheets under one of these 
classifications within the miscel- 
laneous folder, then it is time to 
make an individual folder for that 
correspondence. 

The “out” guide is another im- 
portant adjunct to any correct 
system, providing a clear record 
of material not in its usual place, 
and making the withdrawee per- 
sonally responsible. Lost papers 
are a frequent occurrence in of- 
fices not using systems, and point- 
ing out this method of overcoming 
the problem is often a favorable 
factor in installation decisions. 


Importance of Filing Not 
Appreciated 


One of the big troubles in the 
average office is that the manage- 
ment fails to realize the impor- 
tance of filing. Anyone is per- 
mitted to do the work, instead of 
making a single individual re- 
sponsible. Even if there are only 
four people in the office, one per- 
son should be made responsible, 
and the filing should be central- 
ized. This point, Mr. Galletly has 
discovered from long experience, 
must be stressed in making a sale, 
and it is simple to do by pointing 
out that often the filing system, 
with its record of transactions, 
orders, and purchases, is the most 
valuable thing in an office; in the 
case of insurance companies and 
others dealing in intangibles, files 
are everything. 


The usual approach of a sales- 
man to the sale of a filing system 
is to ask to see the files. If he has 
been calling regularly on an ac- 
count he will usually have little 
or no trouble in getting this per- 
mission. Within the department 
he checks one drawer and inserts 
samples of the various guides, 
usually with the file clerk stand- 
ing by as an attentive audience. 
The average clerk readily agrees 
on the need for improvement in 
method, and generally is willing 
to call the office manager for an 
inspection of the improvement 
the samples indicate. Schwa- 


bacher-Frey salesmen, operating 
on this principle, find him, if he 
is alert, anxious to take the mat- 
ter to the chief executive or who- 
ever is responsible for purchase 
decisions and, granted an inter- 
view, the salesmen recognize the 





REQUIRED KNOWLEDGE FOR 
SCHWABACHER-FREY 
SALESMEN 


Analysis of material to determine 
amount of regular correspondence, 
amount of miscellany, number of regu- 
lar guides needed, and special guides; 
six to ten folders for regular corre- 
spondence back of guides; determina- 
tion of alphabetic subdivision guides 
needed, dividing number of regular 
correspondence by six or ten as seems 
best; not overcrowding folders, making 
fifty letters to the folder a maximum; 
figuring forty guides to the drawer, in- 
cluding auxiliaries; using auxiliary 
guides wherever possible to combine 
branch stores correspondence, sales- 
men’s correspondence, both paid and 
unpaid bills, heavy correspondence in 
different cities, subjects, etc.; allowing 
four inches to operate file to get fold- 
ers in and out when the drawer is full; 
leaving about twenty inches of space 
—or about 3,500 letters—to a drawer. 

Frequently a checkup is made on the 
salesman’s familiarity with necessary 
material by a test asking: What six 
letters are most important in regard to 
filing, and how do you remember 
them? (Searching by method halts 
wasteful confusion.’’) What percen- 
tage of filing do they cover? What 
two letters of the above are heaviest in 
filing? About what percentage? Why 
should the customer buy folder labels? 
What are the first three items required 
to set up a system file? What are the 
functions of a miscellaneous folder? 
What is the advantage in angle tab 
guides? What difficulties are over- 
come by their use? What is ‘“‘free 
space,” and why is it necessary? Name 
five transfer (or storage) cases stocked 
by us. Explain the difference between 
“storage” and “transfer” cases. 





importance of the first ten sec- 
onds and say something that is 
important to the prospective pur- 
chaser. Such a declaration as, 
“Did you know that more than 
half your filing is done under six 
letters?” is often a good opener, 
marking the salesman as one who 
knows the executive's filing prob- 
lem. 

Schwabacher-Frey salesmen al- 
ways carry with them something 
new to show a prospect, and when 
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they make regular calls it fre- 
quently gets to the point where 
their prospect will ask, “Well, 
what have you got to show me 
today?” This eliminates the non- 
selling introductory question, “Got 
any equipment needs today?”, 
which in most cases ends the in- 
terview at once. Working on a 
program of this sort, checking on 
the efficiency of the system which 
has been installed, showing a sus- 
tained consciousness of the busi- 
nessman’s problem, the salesman 
soon becomes recognized not as a 
salesman but as a sort of adviser 
on office procedure. When that 
state has been reached he can 
just about write his own ticket on 
new equipment. 

Few telephone calls are made 
by Schwabacher-Frey to attempt 
to sell equipment, for most people 
consider filing a necessary evil in- 
stead of one of the major pulses 
of the business, and personal con- 
tact is necessary to correct this 
impression. By the same token 
relatively little advertising is used, 
other than blotters and pam- 
phlets which can be left on the 
prospect’s desk. 

Emphasis instead is put on the 
salesman’s knowledge, in recogni- 
tion of a far greater value. All 
Schwabacher-Frey men are ex- 
pected to be able to analyze a cor- 
respondence file on basis of calls 
for material, whether by name, 
location or subject, together with 
the amount of material to be filed, 
based on last year’s business or 
in new business on what is ex- 
pected. The general plan is pre- 
sented in the accompanying box. 


Supplementing this, two con- 
tests a year—the big one during 
the transfer season — encourage 
salesmen to do their best work. 
Copies of orders of the previous 
year on items sold during the 
transfer season are given sales- 
men two months in advance as a 
further aid, and Mr. Galletly re- 
ports that, as an average, sixty- 
five per cent of the original sale 
is sold again the next year in 
additional supplies—miscellaneous 
folders, individual folders, gummed 
labels, and additions to primary 
guides. 

That’s what makes this a profit- 
able business, and a leader for 
other items of office equipment. 
Since adopting this program, sev- 
eral years ago, turning from the 
unplanned sale of assorted tab-cut 
folders to system filing, this divi- 
sion of the Schwabacher-Frey 
business has increased steadily 
and consistently. 
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Filing Systems WH Sold 


BUILD ASSURED REPEAT BUSINESS 


ILING systems are undoubtedly 

among the most profitable lines 
carried in our office equipment 
and supply department. They are 
easily sold and one of the best 
means of getting new business. 
Also each new sale properly made 
should result in valuable repeat 
orders. Furthermore, the sale of 
filing systems is one of the best 
ways of getting past the front 
office to the office manager, who 
is the one interested in solving 
his filing problems. 

To sell filing systems is a mat- 
ter of education. It is not a com- 
plicated subject, but does require 
some fundamental knowledge. 
Most of the well-known filing sys- 
tem manufacturers can furnish a 
wealth of material on this sub- 
ject and several maintain system 
service departments that will 
gladly codperate on any special 
indexing requirements. 

Our method has been to hold 
educational sales meetings at fre- 
quent intervals. These meetings 
must be presented to the sales- 
men in an interesting manner and 
no attempt should be made to 
cover the complete field at any 
one time. For example, we might 
hold a meeting on a direct name 
system, another time it might be 
on expanding indexes, etc. The 
system should be discussed from 
the elementary to the more com- 
plicated installations. Then we 
would take up the applications 
of such systems and a period in 
which we would answer questions. 
We have occasional talks by fac- 
tory representatives. This type of 
cooperation has been most wel- 
come; for the manufacturer is 
constantly in touch with new 
methods and new applications. 

This type of training has en- 
abled our men to do a great deal 
of creative selling and secure a 
larger amount of business with- 
out competition. The sale of fil- 
ing systems has established the 
buyer’s confidence in our sales- 
men and puts us in a better posi- 
tion to obtain equipment and sup- 
ply business. Once the salesman 
has reached the inner office he 
will be able to spot the applica- 
tions for the particular system. 
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He will have the opportunity to 
find out what kind, type, grade of 
equipment, indexing, folders, etc., 
the customer has now in use. 


Window and Floor Displays 
Stimulate Sales 


We supplement our sales pro- 
gram with carefully prepared win- 
dow displays and show actual sys- 
tem set-ups on our sales floor. 
We use in our own office many of 
the systems we recommend that 
our customers purchase. This last 
is most important, for if we can 
not sell ourselves, how can we 
justifiably expect others to buy 
our equipment? 

We carry complete stocks of all 
types of filing systems, folders, 
etc. While it is true a concern 
may have been using an anti- 
quated method of filing, just as 
soon as they have purchased a 
new system they want immediate 
delivery. 

Our supply business has been 
increased materially by showing 
our customers the advantages of 
using pressboard metal tab fold- 
ers for heavy duty jobs. Also by 
suggesting the use of fasteners in 
folders. Celluloid insertable tab 
card guides are easy to sell and 
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increase profit. Customers are 
always looking for items that will 
help them to more efficiently han- 
dle their records. 

Filing systems and cabinets in 
which to house these records 
naturally bring up the subject 
of office equipment. 

Today color in office furniture 
is the key that will open up an 
entire new field to our industry. 
By the use of color we can fur- 
nish an office that expresses the 
individuality and personality of 
the buyer. 

Our method is to sell the buyer 
the idea of individualizing his 
office. We talk the advantages of 
color and show how easily the 
customer can _ personalize his 
office. Many times the buyer is 
considering redecorating his 
office; then we suggest a finish 
that will blend perfectly with any 
color scheme. Then we bring up 
the subject of colors for the 
leather on upholstered chairs. 
Possibly he would like to have 
these in a tone to match the 
draperies, etc. Our foremost 
strategy is to get across the color 
angle and then the advantages of 
modern equipment. 

Most buyers have not given 
much thought to color but will 
express keen interest when the 
subject is brought to their atten- 
tion. Next we demonstrate the 
utility features of the desk; lay- 
ing particular emphasis on the 
gadgets. (Many automobiles have 
been sold on this principle.) 

Our next step is to show the 
chairs that would be suitable to 
use with the desk. We show how 
comfortable air foam _ rubber 
makes the modern chair. It does 
not mat down and retains its re- 
siliency for years. (Have a cut-a- 
way sample of air foam rubber to 
show your customer.) Air foam 
when used with a cloth fabric 
covering is one of the coolest 
materials to sit on. Bring out the 
advantages of the new style chair 
irons that are now standard 
equipment on the better grades 
of chairs. 

We have had considerable suc- 
cess with the sale of posture 
chairs. This item is easily sold if 
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the chairs are put out on a trial 
basis. We find that approximately 
ninety per cent of trials will re- 
sult in orders. In large offices a 
sale of one chair will bring in 
many repeat sales. 

In selling office furniture our 
salesmen always suggest the ac- 
cessories that can be used with 
a desk. Such as desk pads, trays, 
lamps, waste baskets, pen sets, 


etc. We have found that our 
profits can be increased very 
materially by the sale of these 
items. Also it is easy to sell rugs, 
floor coverings, and draperies to 
go with the office equipment. 

To summarize I would like to 
leave this one thought. Do not 
take for granted that customers 
know all about the products 
carried and the services that can 
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be rendered. Many sales are lost 
because salesmen take too much 
for granted. What may seem to 
be common knowledge to us is 
very often news and of interest 
to the prospect. Generally speak- 
ing, the consumer has a limited 
understanding of the values of 
our products and it is our job to 
enlighten them at every oppor- 
tunity. 


Everyday racticality SLs 


FILING SYSTEMS AND EQUIPMENT 


ILING systems, supplies and 

equipment play a major part 
in store profits, so we try to dis- 
play and demonstrate them to the 
public with the thought of bring- 
ing to their attention these prac- 
tical and necessary items for 
everyday office use. 

In our furniture department we 
have a special section for filing 
equipment and here we show sam- 
ples of every grade filing cabi- 
nets; two, three, four, five drawer 
units, with and without locks, 
green, walnut and mahogany fin- 
ishes. Insulated files in the one 
hour and half hour label are also 
displayed here 

Centered in this room we have 
a first grade five drawer letter file 
for demonstration purposes only. 
This file has one drawer equipped 
with adjustable record file sup- 
ports, another drawer equipped 
with Space-A-Files, the third 
drawer equipped with the new 
Speed-file device, and the fourth 
and fifth drawers are regular. In 
this unit we show all the arrange- 
ments that can be furnished in 
steel files, and it helps consider- 
ably in showing the prospective 
buyer what he can get for his 
money that will best suit his fil- 
ing requirements. 

The file is also equipped with 
various systems, and in demon- 
strating the cabinet with its fea- 
tures we also bring out the vari- 
ous systems of filing which we 
have to offer. For instance, there 
are the metal tab guides, alpha- 
merical folders, and system fold- 
ers, out guides, celluloid tabbed 
guides, plain tabbed _ guides, 
monthly folders, follow-up fold- 
ers, all shown in separate groups 
in making an inviting set-up that 
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is appreciated by the customer in 
trying to make a selection. 


Display of Indexing Outfits 
Helps Sales 


We also show complete indexing 
outfits in boxes, Cellophane 
wrapped, priced per complete set. 
This outfit. consists of guides, 
metal or celluloid tabbed, mis- 
cellaneous folders and _ system 
folders. It is a real good seller 
and very easy to demonstrate 
without unwrapping the package. 

Right next to our main display 
room we have our complete filing 
supplies section. Here on steel 
Shelving we have the stocks of 
folders of all weights and designs, 
card guides, card cabinets in steel, 
wood and cardboard. In this room 
there are two steel counter sec- 
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tions, and on one of these we dis- 
play very advantageously card 
guides in sets, all Cellophane 
wrapped, in all sizes, as well as 
letter and legal size indexing out- 
fits. 

On the other counter we show 
samples of all card cabinets in 
steel, wood and cardboard, all 
sizes, in both single and double 
drawers. In the drawers of these 
sabinets are placed indexes, so 
when the prospect selects a cabi- 
net the index therein reminds 
him an index will be needed, 
whether it may be alphabetical, 
numerical, daily or otherwise. 

We try to leave nothing to the 
customer’s imagination, in fact, 
we try to make it as easy as pos- 
sible to see everything and how 
it may be used efficiently. We 
always try to help a customer in 
the selection of his filing supplies 
and to point out the advantages 
of various systems, small or large, 
whatever the case may be. 

If a prospect asks us for a set 
of alphabetical guides and a box 
of folders, he is immediately 
shown a small system, as de- 
scribed above, in one of the spe- 
cial outfits featured. It costs no 
more than what he originally in- 
tended to purchase, but we feel 
we have sold the prospect an item 
that will help him in his filing, 
and in so doing we have made a 
new customer or kept the old one 
satisfied. 

We have found our sales have 
increased on the better grade of 
guides and folders, simply by 
showing the prospect who inquires 
about folders the various weights, 
medium, heavy and extra heavy 
weight, and pointing out the qual- 
ity and the difference in general. 
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In the majority of cases the high- 
est priced folder is sold. 

The filing supply and system 
department is a very important 
end of our business and we try to 
cultivate it in every way possible. 
It is an all year round steady 
business and is profitable when 
merchandised properly. 

Just the other day a man came 
into the store and asked for a set 
of letter size manila guides and a 
box of medium weight folders. I 
took him to where our supplies 
are displayed and proceeded to 
get out two or three different 
kinds of guides so I could show 
him the comparison. He immedi- 
ately saw an outfit consisting of a 
set of metal tab guides, a set of 
miscellaneous folders and fifty 
system manila folders. He liked 


the arrangement and after I ex- 
plained to him how it was used he 
immediately bought the set. This 
sale amounted to nearly $7.00, 
where he originally came in to 
spend about $3.00. 

I only bring this out to show 
how an effective display of filing 
supplies can increase sales be- 
cause the customer can see the 
various kinds of systems and can 
be sold with very little effort on 
the part of the salesman. 

Angular celluloid guides and 
folders, when displayed properly, 
can be sold easily and profitably. 
As a rule, the average prospect 
does not know the advantages of 
an angular celluloid tab guide or 
folder, and if these are given some 
space on counter display, it will 
result in more inquiries and 
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naturally more sales on this par- 
ticular type of merchandise. 

Envelope stuffers and various 
mailing pieces are used constantly 
in out-going mail and monthly 
statements. Our factory furnishes 
us with very attractive literature 
of this type and it is used to a 
good advantage, particularly for 
out of town mailings. All this 
keeps the customer conscious that 
his filing problems are a vital part 
of his business. 

Businesses today must rely on 
records and systems to keep them 
up-to-date and to assure getting 
efficient results. The office equip- 
ment dealer must bring this fact 
out to those who are now using 
inadequate methods of filing. 

We do, and we are satisfied with 
our results. 


FILE SYSTEMS PROSPECTS ARE MANY 


ELL a good filing system and 
5 all the equipment incidental 
thereto will follow with very little 
effort. 

There are many prospects for a 
simple and efficient filing system. 
In fact this need may be found in 
nearly every office. It is vitally 
necessary, however, that the sales- 
man be equipped with a thorough 
knowledge of the system he is 
offering to his prospect. 

All of the leading manufactur- 
ers of filing equipment have 
adopted a filing plan to fit most 
every problem, and bulletins per- 
taining to such plans have been 
carefully prepared so that obtain- 
ing this knowledge is a simple 
thing. It is a known fact that 
knowledge is the best sales quali- 
fication of any salesman. The best 
way to equip salesmen with this 
knowledge is by weekly sales 
courses. In these courses study all 
the different systems of filing in 
all of their phases. A salesman 
equipped with this knowledge is 
ready to give the service of an 
expert to his customer on any fil- 
ing problem. 

In order to adopt the best plan 
to any filing problem there must 
first be a survey made of the 
present filing conditions. There is 
some very important and neces- 
sary information to be derived 
from such a_ survey, some of 
which is: 

Indexing 
1. Is the file centralized? 
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2. Is there salesman’s corre- 
spondence? 

3. Is there any correspondence 
with big clients or source of 
supplies? Is there any for- 
eign correspondence? 

4. Is more than one clerk doing 
the filing? Is there a follow- 


up file? 
Equipment 
1. Are there enough main 
guides? 
2. Are there enough = special 


name guides? 








3. Are there folders for mis- 

cellaneous correspondence? 

4. How is sorting done? 
Routine 

1. How often is mail collected? 

2. How is charge out handled? 

3. When and how are transfers 

made? 

4. How many letters are filed 

in average day’s work? 

With all of the above informa- 
tion at hand the salesman must 
make a study of the customer’s 
requirements with the thought in 
mind to simplify the filing de- 
partment, making it easier to file 
and find, having at all times a 
complete control of every piece of 
filing data. A small dummy is 
then prepared showing the vari- 
ous guides, special tabbed guides, 
folders, etc., set up as nearly as 
possible exactly as it will look in 
the customer’s file. And most of 
the time the order is secured 
without any competing prices 
entering into the scene. 

It is our experience that after 
a good filing system is adopted, 
the filing cabinets and all supplies 
incidental to the system follow 
automatically as a part of the 
plan. The salesman has estab- 
lished himself as a filing expert 
and anything incidental to filing 
that may arise will cause the 
buyer to think of this salesman 
first. As a result the salesman 
has cornered the filing supplies 
and equipment business in this 
particular office. 
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CITY OF MIAMI, CRACK TRAIN ON 
THE ILLINOIS CENTRAL LINE IS 
FURNISHED WITH GF ALUMINUM 
CHAIRS.—In the observation-lounge 
car, here illustrated, the chairs are up- 
holstered luxuriously in colors ranging 
from green, blue and coral, to cloud- 
gold. GF chairs in appropriate design 
are also in service in the dining car, 
the men’s rooms and the women’s 
rooms. Credit for the installation goes 
to O. E. Hugg of the Chicago branch of 
The General Fireproofing Company, 
who worked closely with the Pullman 
Standard and Illinois Central engineers. 

















GF EQUIPMENT SERVES POLICE DEPARTMENT.—A consider- 
able quantity of metal furniture made by The General Fire- 
proofing Company was recently installed in the new municipal 
building and jail at Youngstown, Ohio, by James & Weaver, 
Inc., Youngstown dealer for GF. Shown at the right is the 
private office of Chief John W. Turnbull, furnished with 1800 
line equipment finished in two-tone walnut with anodized alu- 
minum trim, and aluminum chairs in anodized satin aluminum 
with standard upholstery. Other equipment involved in the 
complete installation included storage cabinets, tablet arm 
chairs and special counters as well as a number of 1600 line 
desks in green for various offices and rooms 
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LEOPOLD ADDS TO BEAUTY.—These handsome offices are tive private office and the board of directors room and both 
part of the executive set-up of the Minnesota Mining Company, views show how a pleasing combination of beauty and dignity 
St. Paul, Minn., which were recently outfitted with Leopold was achieved by choosing furniture to match the attractive 
furniture in a big installation undertaken by the McClain & Hed- carpets, walls and light fixtures. Wood paneling on the walls 
man Company, St. Paul. From left to right are shown an execu- makes a perfect background for the furniture. 
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OFFICE PICKS SHAW-WALKER NEW 
LOW DESK.—Recently the National Retail 
Hardware Association, Indianapolis, Ind., 
chose the Shaw-Walker Company's new 
low (29-inch) desk as standard equipment 
in its offices as the accompanying picture 
shows. Each desk is individually “‘tail- 
ored” with work-organizing accessories 
to aid the individual user. The desks are 
mounted upon the popular island base. 
Shaw-Walker’s Indianapolis office sold this 
installation. 





MEILINK PRODUCTS.—The Minot (N.D.) 
Federal Savings & Loan Association has 
discovered that work is easier and records 
better housed since this installation of 
Meilink Steel Safe Company products. The 
installation consisted of counter-height in- 
sulated one-hour filing equipment and a 
Meilink fireproof safe. The job was done 
by the Minot Stationery Company, Minot. 








INSURANCE CHOOSES THE SAME DESK. 

The Shaw-Walker new low desk was 
chosen by the Omaha branch agency of 
the Home Insurance Company, New York. 
Mounted upon the island bases the desks 
are also tailored to the individual user's 
needs with various working accessories. 
The same firm also ordered a number of 
Shaw-Walker Free-Coasting five-drawer 
files, wobble block equipped and in a 

matching finish. 





A BATTERY OF ART METAL “MAIN- 
LINER” DESKS.—This news room of the 
Cedar Rapids Gazette, Cedar Rapids, Iowa, 
was formerly outfitted with an assortment 
of old vintage desks in many sizes, styles 
and finishes. When a decision to refurn- 
ish was reached the newspaper decided 
upon products of the Art Metal Construc- 
tion Company with the result that this 
battery of Mainliner desks was installed 
with the result shown. The Morris Sanford 
Company made the installation. 








A GLOBE-WERNICKE INSTALLATION. 

Library equipment approximately valued 
at $100,000 and manufactured by The 
Globe-Wernicke Co., Cincinnati, Ohio, was 
recently installed in the Toledo (Ohio) 
Public Library, a new $2,000,000 project. 
Shown here is the librarian’s and trustees’ 
room. Indirect lighting brings out the 
beauty of the walnut paneling, with its 
pilasters’ of elm burl installed by Globe- 
Wernicke. Ceiling woodwork required 
cabinet grade material and workmanship 

to creat this distinctive effect 


ANOTHER SECTION OF THE LIBRARY. 

Instead of walls the various rooms are 
separated by these shelving units thereby 
utilizing all possible floor space. Shelving 
in the background with glass doors is 
part of the section provided to house valu- 
able and reserve books. All permanently 
installed woodwork in the building was 
part of the Globe-Wernicke contract on 

cabinet work. 


OFFICE APPLIANCES 


MACEY STREAMLINERS ARRAYED FOR SERVICE IN 
ST. LOUIS.—Here shown is a portion of the general 
offices of the Herman Body Company, St. Louis, Mo., 
revealing Macey rail base streamline desks ready for 
workers to arrive and use them. The installation was 
made by The Macey Company's exclusive distributor 
in St. Louis, Jordan-Scheid Company, Inc. Observe 
the even distribution of light from the recessed ceiling 
fixtures, which contributes to good working conditions. 


NEW YORK FIRM ALSO MAKES APPRECIATIVE USE 

OF MACEY FURNITURE.—Pictured are the office quar- 

ters of the John A. Eckert Company of New York City. 

The installation was made by the Robert S. Fowler 

Company of New York, and consisted of a substantial 

number of the new 400 Line of round corner, roll 
edge, streamline Macey desks. 
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A LARGE ORDER OF Y AND E DESKS. 

This installation was recently completed in 
the offices of the Fidelity & Deposit Com- 
pany of Maryland in New York City by the 
local branch of the Yawman and Erbe 
Manufacturing Company. As is shown, the 
job consisted of a large number of Y and E 
Styled Associate desks in Neutra-Tone gray. 


MORE DESKS IN NEUTRA-TONE GRAY. 

Pictured is the first floor of the offices of 
the Fidelity & Deposit Company of Mary- 
land in New York. The view above is of 
the second floor. On the first floor the 
desks are also Styled Associate models, 
harmonizing nicely with the decorative 

scheme of the offices. 


— Ss 
: Nesesenueee 
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AN IMPRESSIVE MOSLER SAFE INSTALLATION.—At left is 
shown a Mosler Safe Company ledger desk safe installed in the 
offices of the Somerville Savings Bank, Somerville, Mass. The 
capacity of the unit is unusual in that it will hold 45,000 ledger 
cards and signature cards. At right is another bank installation of 
a similar nature. As will be observed, the interior arrangements 








of the ledger safe desks can be varied to suit special or individual 
requirements. The manufacturer points out that thousands of dol- 
lars are spent in making and keeping records and then ask the 
question, “If it is good business to keep and maintain records 

why is it not good business to properly protect them?” The 
above installations were the answers made by two banks. 
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EDITORIAL 


Dealer Loyalty 


@@ THE current extraordinary demands for 
office equipment are imposing upon many deal- 
ers and manufacturers difficult problems related 
to meeting delivery schedules. Owing to limita- 
tion of production facilities and varying degrees 
of curtailment in material supplies, some manu- 
facturers are faced with the necessity of exer- 
cising restraint in accepting orders. 

Under these circumstances the protection of 
distributors who have been loyal customers in 
the past becomes exceedingly important. 

Several manufacturers have wisely gone on 
record as intending to protect these accounts to 
the best of their ability. For instance, one well 
known concern assures its customers that it 
is not accepting any sizable new contracts 
which might in any way impair service to its 
regular dealers. 

There is a danger that under present condi- 
tions proffered new business may be seductive 
to a manufacturer, causing him to take care of 
the needs of a customer whose patronage he has 
not enjoyed before, at the expense of an old 
customer whom he thereby becomes unable 
to serve. Of course, we all want new business, 
but no manufacturer should fail his old friends 
who have “stood by” him in the past and made 
possible his existence. 

There never has been a time in the history 
of our industry when the manufacturers should 
be more loyal to their old customers than today. 
Every company has an obligation to its estab- 
lished distributors, and should consider their 
problems in a seller’s market as much as in a 
buyer’s market. In a satisfactory manufacturer- 
dealer relationship, the manufacturer must have 
a competent, reliable sales outlet, and the dis- 
tributor must have a dependable source of 
supply. Distributors that are now compelled to 
seek other sources of supply than their regular 
channels may be found to have established new 
loyalties when normal times return. 

We do not, however, minimize in any sense 
the responsibilities of the dealer to his manu- 
facturers. si 

CONDUCT is three-fourths of our life and its largest 
on —Matthew Arnold. 


_>-?- -- 


Machine Dealers’ Convention 


@ AS the sixteenth annual convention of the 
National Typewriter & Office Machine Dealers 
Association will be held in Chicago July 21 to 
23, OFFICE APPLIANCES joins in the invitation 
of the convention committee urging all members 
of the trade throughout the country to make 


plans now to attend. Discussion of common 
problems is especially important today. Keeping 
abreast of the times and acquiring new profit- 
making ideas and suggestions will repay the 
alert dealer his investment in the trip. 


_—_e->-—— 


IN aspiring to the top, plan for each step leading to 
it; the steps are the foundation on which the top rests. 
—E. L. Chase. 


_—_-o-- ~ 


Trade Members Constructive Minded 


#4 TWO contests recently held bear evidence 
of the office equipment industry’s introspection 
in terms of thought given to improvement and 
progress. These constructive activities, like the 
well attended regional meetings and associa- 
tion conventions, indicate that the industry is 
alive to the need to be alive. 

Elsewhere in this issue is an account of 
the industry-wide sales promotion slogan con- 
test conducted for the past four months. Seven- 
ty-four members of the trade, including some 
from other lands, submitted 344 slogans for this 
competition, which was sponsored to stimulate 
interest in effective selling phrases. 

The other contest, significant of the industry 
mindedness of various groups, was that con- 
ducted by the Philadelphia Stationers Associa- 
tion on the subject, ‘What We Can Do to Im- 
prove Conditions in the Retail Stationery Busi- 
ness.” 

A twin characteristic to the office equipment 
industry’s high prestige is its progressiveness. 


A MAN that is young in years may be old in hours 
if he have lost no time. 
—Francis Bacon. 


—_--_--— 


Father's Day Opportunity 


#¢ THE stationer’s June merchandising calen- 
dar has long called for strong promotion of gift 
items, particularly for weddings and graduation 
days. More recently Father’s Day has come in 
for a play-up, and now Dad’s Day bids fair to 
become one of the biggest of all the special “gift 
days” featured by the stationer. 

Based on store reports, Father’s Day ranks 
next to Christmas in sales possibilities of such 
lines as leather goods, fountain pens, desk 
articles, and other office or personal accessories. 

Father’s Day will be observed this year on 
June 15. 

As the stationer often calls his establishment 
“the business man’s department store,” it is 
logical that he should strive to serve as one of 
the main sources of Father’s Day gifts. From 
the stationery stocks the dealer may offer a 
great many gifts for Dad as business man or 








JUNE, 1941 


private individual. These will combine attrac- 
tiveness with utility, two features appealing to 
Dads and youth alike. Sons and daughters get 
a big thrill from giving Dad something he will 
use. And Dads are equally proud of these gifts. 


HERE AND THERE 


USE HIGGINS’ INK TO MARK 
$2,000,000 DIAMOND 


Various inks manuactured by Chas. 


M. Higgins & Co., Inc., Brooklyn 


N. Y., have been put to many use: 





BELIEVE IT OR NOT, IT’S A DIA- 
MOND.—Expert Diamond Cutter 
Adrian Grassely is shown painting 
lines on the $2,000,000 Vargas with 
Higgins’ India ink as a guide for the 
actual cutting operations. 


in the past but never before have 
they been pressed into service to 
mark lines for the cutting of a 
$2,000,000 diamond. 

The stone is said to be the world 
largest diamond and, when the cut 
ting job is completed, will consist of 
twenty-three cut and polished gems 
still worth two million dollars. 

The first part of the difficult task 
was performed when Adrian Gras 
sely, an expert diamond cutter whc 
has studied the stone, its contours 
and veins for nearly two years, drew 
careful lines on the strange-looking 
mass which is the diamond in the 
rough. This was done with Higgins’ 
India ink to assure a permanent 
guide for the saw. 

According to Mr. Grassely ar 
ey sa 


elapse before the stone will be d 


. | 
proximately 


played in jewelry store windows as 
shining, unset gems. 





BRAMWELL CELEBRATES "ONE 
MILLION" WEEK 

Every stationer in his lifetime gets 
a thrill from large quantity orders 
and recently it was the turn of 
Bramwell's, Inc., Ogden, Utah, 
be happy for just such a reason 
which the firm dubbed "One Million 
Week," and which resulted from the 
receipt of orders in the millions. 

The celebration was warranted 
because, according to Kent S. Bram 
well, president of Bramwell's, the 
company received, in the course of 
one week, orders for over 5,000,000 
coin wrappers, 2,000,000 paper clip: 
and |,000,000 staples, all purchased 
by individual accounts. 





UNITED STATES C. OF C. TRIES 
OUT AN N.S.A. IDEA 

The "Birth of an Office’ idea 
which won an enthusiastic applause 
at the National Stationers Associa 
tion convention last year when NSA 
General Manager Charlie Garvin 
introduced it, had a counterpart ir 
Washington, D. C. recently. 

The clever idea for which Mr 
Garvin is responsible was staged at 
a meeting of the United States 
Chamber of Commerce in the M 
flower hotel, and is best described 
by lifting Mr. Garvin's own word 
from a recent issue of his Washing 
ton News Letter: 


AY 


"Instead of setting up the usua 
head table that you have at a meet 
ing, we set up a going business of 
fice because, after all, that's where 
most of the important things in thi: 
country happen. We had this bus 
ness office set up on a stage in the 
big ballroom of the Mayflower hote 
We had desks, chairs, bookcase 
filing cabinets, waste baskets, ever 
thing imaginable, all in the new gray 
and inasmuch as President 
Sprott of Globe-Wernicke, and 
vice-president of NSA, was on th 
job together with his Washington 


| ! . 
group, we had expert assistance and 
advice in laying this office out. W 
got all set up about | 1 o clock 


morning and even had it arranged 
é 


| " | - 
that | could talk to the aud 
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To aid in their sales promotion build-up, 
stationery and office equipment dealers may 
wish to obtain Father’s Day posters from the 
National Father’s Day Committee at 9 East 41st 
street, New York City. 


through the telephone—in other 
words, magnify the voice while still 
using the phone, which of course 
was a novelty.” 





MAGOWAN SENDS US "AIR 

_ RAID" WARNING CARD 

From F. W. Magowan, of Ma- 
gowan & Company, Ltd., Wolver- 
hampton, England, comes an omi- 
nous reminder of the dangers and 
difficulties besetting those in the 
British Isles in the shape of an air 
raid warning card. 

Measuring about seven by nine 
inches the card is printed in green 
on one side and red on the other. 
On the "red" side boldface type 
printed upon a white background 
reads: ''Air Raid Warning in Opera- 
tion." On the green, or safety, side 
the inscription reads: “All Clear” 
while beneath and in much smaller 
type is printed the Magowan firm 
name and address. 

The Magowan organization has 
issued hundreds of these cards to 
plants and factories in London and 
the Midlands where they have 
proved to be extremely useful. 








WARNING!—If you see these men, 
run, do not walk, to the nearest desk 
and prepare to sign an order. They 
are (L to R) Walter Nichols, New Eng- 
land representative of the Weis Manu- 
facturing Company, and George P. 
Anderson, who covers the same ter- 
ritory for Boorum & Pease Company. 
They were caught by one of our un- 
dercover photographers gazing in- 
tently in a dealer's store window, all 
ready to rush in as soon as he got 
through with a customer or showed 
the slightest inclination to edge 
toward the back door. 
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SALES PROMOTION 


Quotes and Comments 








“THAT MAN IS MOST ORIGINAL WHO IS ABLE TO ADAPT FROM THE GREATEST NUMBER OF SOURCES”--CARLYLE 





SLOGAN CONTEST IS ENDED 
Judges Have 344 Entries to Consider 


Industry-Wide Competition for Sales Promotion Slogan Achieves 
Objective of Stimulating Interest in Effective Selling Phrases; 
Selection of Winners by Judges to Be Announced in July Number 


ITH 344 slogans received 

from all sections of the 
United States and three foreign 
countries, the sales promotion slo- 
gan contest of the office equipment 
industry closed on May 15. 

The seventy-three contestants 
for the “Ivan Allen $100 Cup,” first 
prize of the contest, represented 
all divisions of the industry, and 
included employees and executives 
of both manufacturing and dealer 
concerns. As reported last month, 
the extensive interest in the con- 
test also brought slogans from 
South Australia, England, and 
Canada, giving the competition 
somewhat of an_ international 
character. 


Announce Winners in July 


Due to the contest having been 
extended an additional month and 
the unavoidable absence of two of 
the judges from their offices, the 
contest judges were unable to 
reach a decision prior to the time 
this issue of OFFICE APPLIANCES 
went to press. Therefore, the win- 
ner of the handsome trophy and 
the five runners up will be an- 
nounced in the July number of 
this journal. 


Trade Urged to Use Slogans 


During the past four months, 
through this contest, attention of 
many in the industry has been 
focused upon the creation of slo- 
gan phrases for use in connection 
with all types of selling efforts. 
The success of the contest in ac- 
complishing this purpose is re- 
vealed in the great variety of use- 
ful slogans submitted. In suggest- 
ing the contest idea it was the 
thought of Ivan Allen, Sr., Ivan 
Allen-Marshall Company, Atlanta, 
Ga., donor of the cup, that by 
making available to the trade all 
of the slogans submitted the deal- 
ers could pick those that fitted 
their particular needs, employing 


different ones for various purposes 

Accordingly, OFFICE APPLIANCES 
has printed the slogans received 
during each month of the contest. 
The following will complete the 
list of slogans submitted. 


Additional Slogans 


“Good equipment makes good 
business.” 

“Good office equipment makes 
good business.” 

“Good office equipment is good 
business.” 

“Your stationer has it.” 

“First Aid for your office needs.” 


“Qualified source for office 
equipment.” 

“Qualified source for office 
supplies.” 


“S. O. S. for office supplies.” 

“Competent source for office 
equipment.” 

“Better office equipment makes 
business better.” 

“Modern office equipment sim- 
plifies business control.” 

“Build better business with bet- 
ter office equipment.” 

“Simplify your business control 
with modern office equipment.” 

“Consult your stationer for bet- 
ter office control.” 

“Apply modern office appliances 
for better profit.” 

“Better office equipment builds 
better business.” 

“A better office gets (does) (is) 
better business—Buy modern 
equipment!” 

“The better the office—the bet- 
ter the business—Buy modern 
equipment!” 

“Workers are willing in well- 
equipped offices!” 

“Permanency in profits is syn- 


onymous with up-to-date records.” 


“Smart and efficient is the busi- 


ness man who ke:ps his office so.” 


“A well-appointed office is a 
barometer of your business suc- 
cess.” 

“Is your secretary more attrac- 


tive than your office equipment? 
Why not make them match?” 

“Be wise—Mechanize.” 

“Mechanize—Modernize — Econ- 
omize.”’ 

“Fortify the first line of busi- 
ness with mechanized equipment.” 

“Time is money—mechanize to 
economize.” 

“Modern mechanical equipment 
pays dividends.” 

“Improve your office - 
modern equipment!” 

“The business that makes busi- 
ness possible.” 

“Your office supply house—the 
business that makes business pos- 
sible.” 

“Modern office equipment — an 
investment in success.” 

“Modern office equipment—your 
silent salesman.” 

“Modern office equipment—the 
salesman that draws no pay.” 

“Thru modern business equip- 
ment flows the work of the world.” 

“Office equipment—the key to 
the business of the world.” 

“Re-equip— before your cus- 
tomers slip.” 


“Biwy 


Insurance in Success 


“Not just office equipment—but 
insurance in success.” 
“Good office equipment—an in- 
surance policy in success.” 
“Modern equipment 
modern methods.” 

“Save time—lengthen life with 
modern equipment.” 

“Better business equipment for 
a better business office.” 

“Suitable stationery saves.” 

“Better equipment never costs 
more!” 

“The formulae for a successful 
business—suitable stationery.” 

“The formulae of success—suit- 
able stationery.” 

“We are adept where appear- 
ances must be kept.” 

“Your success goes hand-in- 
hand with your equipment.” 

“Save with suitable stationery.” 


means 


Pride Appeal 


“Get ahead of the game with 
an office as fine as your name.” 

“Fine equipment complements 
a successful business.” 

“Fine stationery complements 
a successful business.” 

“Fine equipment is a comple- 
ment to a successful business.” 

“There can be no economy 
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where there is no efficiency. Use 
modern office equipment.” 

“Modern equipment will please 
your customer’s eye.” 

“Keep a step ahead with mod- 
ern equipment.” 

“Keep pace with modern busi- 
ness.” 

“A picture is worth a thousand 
words.” 

“Fine stationery is a comple- 
ment to a successful business.” 

“Complement your success with 
fine equipment.” 

“Stationery is business.”’ 

“Efficient management demands 
modern office equipment.” 

“Economical efficiency requires 
modern office equipment.” 
“Economy—Efficiency—Emergency 

demands 
Modern Office Equipment” 

“Our business is to help your 
business!” 

“To have efficiency, you must 
have the proper equipment.” 

“The office you remember is 
the one that’s best equipped.” 

“Does your office give a good 
impression?” 

“Can you think of a more beau- 
tiful office than your own?” 

“Make your office give a lasting 
impression.” 

“The center of the hub is your 
office.” 


“STATIONERY 
The life blood of business” 


“THERE IS SOMETHING NEW 
UNDER THE SUN 
—Always at Your Office Outfitter” 


__-o—-- 


A NEWSPAPER’S SUGGESTIONS 
ON WRITING ADVERTISING 


REMEMBER, when you write your 


advertising, to keep it straighifor- 
ward and simple. 

Tell the people of this town the 
things about your store, your 
goods, that they want to know. 
Keep in mind that people buy 
invariably from the man whom 
they know and believe in and like. 


oe 


EE 


Write to make them believe in 
you, build a generous acceptance 
for the things you say in your 
copy. 

Write simply, truthfully. Tell 
why they'll like the things you 
sell. Make them know those 
things. Write as though you 
wanted to tell them. Describe the 
advantages they’d find and use in 
the things you Sell. Write like you 
talk to your customers. 

Write your advertising like that, 
write it and print it regularly, 
stubbornly, week after week and 
yours will be good advertising, for 
it can sell the things you want to 
sell—The Chicago Daily News 





ARE 
YOUR OFF)Ct 









FOR 
“EFFICIENCY 
“CONVENIENCE 


“APPEARANCE 


“‘Modernize your office for efficiency, 
convenience, appearance’’—the slogan 
adopted last year for National Office 
Furniture Week—will be given nation- 
wide publicity again this year when the 
industry promotes its second annual 
observance of the ‘Week,’ October 20 
to 25. As announced in last month’s 
issue, the slogan will be printed in 
green and brown on paper pennants de- 
signed as above for store display with 
the official poster and streamer. Deal- 
ers and manufacturers are urged to 
start plans now for making the “Week” 
a great industry sales campaign. If 
you overlooked the article about this 
year’s National Office Furniture Week 
on pages 13-15 in your May issue, be 
sure to read it. 








—_-_<--- 


THE STAR STORE SALESMAN 
Part III of Series 


A STAR store salesman sells by 
immediately becoming interested 
in helping the customer get what 
he wants. 

Sells by serving the customer as 
quickly as possible. 

Sells by adapting his sales talk 
to the different types of custom- 
ers, which he classifies as to: (1) 
types of individuals, and (2) types 
of prospects. 

Sells by continually improving 
his technique in arresting atten- 
tion, developing interest, creating 
desire for possession, and stimu- 
lating the customer to the action 
of buying. 

Sells by offering samples of the 
merchandise suited to sampling 

Sells by giving expert demon- 
stration of use and application of 
product, machine, or system. 

Sells by emphasis on appeals 
most apt to influence purchase: 
quality, appearance, convenience, 
comfort, health, speed, accuracy, 
efficiency, economy, profit, etc 

Makes as many as three sales to 
the customer: (1) the item or 
items asked for, (2) suggested re- 
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lated items or merchandise the 
store is pushing, and (3) a future 
sale to be made when the cus- 
tomer returns at another time be- 
cause of his satisfaction with the 
present purchase and treatment. 
(To be continued next month) 


-_---- 


STORE PROFIT DEPENDS ON 
TIMES OF TURNOVER 


A DEALER'S profit depends ab- 
solutely on the number of times 
he turns over his investment. The 
oftener he does this, the more he 
makes. For instance, part of a 
dealer’s investment is in open ac- 
counts. If all of his open accounts 
are paid in an average of thirty 
days, then the dealer has a turn- 
over of his money, with a profit, 
twelve times a year. 

If the average is every sixty 
days, then his open accounts are 
less profitable, as he has the re-use 
of his money, with a profit, only 
six times a year. 

If the average is ninety days, 
then the accounts are still less 
profitable, for the dealer gets his 
investment back with a profit only 
four times a year.—James P. Ward, 
Sr., in “Reli-O-Gram,” bulletin of 
The Reliable Typewriter & Adding 
Machine Corporation. 


——_--_ + 


FATHER’S DAY COPY IDEA IN 
THE LIGHTER VEIN 


SONS and daughters of America! 
The time has come to take a firm 
stand; to act with initiative and 
decision; to sound the clarion call 
to arms. 

A great day draws near. 

A day of days, set apart, hal- 
lowed and dedicate. A day that 
stands out dominating the other 
364 in brilliance even as the moon 
belittles the stars. 

This day, that we are telling you 
about, sons and daughters of 
America, is the day that you pos- 
sess the priceless privilege of prov- 
ing to the world your unswerving 
loyalty, undying affection, deep 
gratitude and unbounded venera- 
tion for your old man. 

We speak of Father’s Day, June 
LS. 

“And just what,” you may ask, 
“can I do about it?” 

If you are a parent, cut this out 
and stick it on the children’s mir- 
ror with Scotch tape, and let Na- 
ture take its course. 

If you are an offspring, let your 
conscience be your guide... — 
‘Carlisle Stationery Suggestions,” 
A. Carlisle & Co., San Francisco. 
Calif. 


_—_eo-- 


INJURING a man’s pride is just 
about the worst mistake that can 
be made in selling. If we smash a 
man’s watch, he can forgive us, 
but if we injure his pride he can 
never forget it—Kerwin H. Fulton, 
in “Sales Scrap Book.” 
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Three Hundred Gather for Wholesale Convention in Rochester 


Twenty-Sixth Annual Meeting Taxes Hotel Seneca—Capi- 
tal Program Greets Delegates—Spillman is Guest Speaker. 


From May 21 to 23 the facilities of the Hotel Seneca 
were sorely taxed to accommodate the 300 and more 
conventionites who attended the twenty-sixth annual 
meeting and convention of the Wholesale Stationers 
Association of the U. S. A. For a brief spell it seemed 
as though some of the late arrivals were going to be 
turned away. However all was smoothed out to the 
best possible advantage and the minor disappoint- 
ments were soon forgotten midst the spirit of good 
fellowship which pervaded the convention. 


Conventionites glancing through their programs on 
the first morning quickly discovered the association 
committees had prepared an interesting and instruc- 
tive program. There at the registration desk were the 
usual greetings, back-slappings and salutations of fel- 
lows who do not see each other often enough. 


President David Koeller, Jr., Blackwell Wielandy 
Company, St. Louis, Missouri, called the first business 
session to order on Wednesday morning presenting a 
warm welcome to a large group assembled in the ball- 
room. In closing he introduced a representative of the 
Mayor of Rochester who officially welcomed the con- 
vention to the City of Rochester. 


President Koeller then reported briefly and concisely 
on the past year presenting his thanks and apprecia- 
tion to all of the faithful who were liberal with their 
time and efforts. “The annual report of the Manager’”’ 
was then commented upon by Secretary-Treasurer H. 
C. Whittemore (a copy of his report was printed in 
advance and in the hands of his listeners.) The audi- 
tor’s report was accepted. 


ELECTION OF OFFICERS 


The nominating committee then announced a slate 
of officers composed of all those at present in office 
with the exception of the third vice-presidency, for 
which L. H. Tavernier, Fulton Specialty Company, was 
suggested. The slate was accepted unanimously and 
the officers are: 

President, David Koeller, Jr., Blackwell-Wielandy 
Company, St. Louis; first vice-president, E. J. Huott, 
Frank A. Weeks Manufacturing Company, New York 
City; second vice-president, J. H. Chipman, Brown 
Brothers, Ltd., Toronto, Canada; third vice-president, 
Mr. Tavernier; fourth vice-president, S. Rubin, 
Schranz & Bieber Company, New York City; secre- 
tary-treasurer, H. C. Whittemore, 250 Fifth Avenue, 
New York City. 

Third Vice-President G. F. Griffiths reported in his 
usual inimical manner for the Manufacturers’ Division. 
A committee was appointed for the 1942 convention. 


Paul S. Lewis, merchandising investigator and con- 
sultant, spoke convincingly of his findings as a result 
of his investigations carried on for the association. 
One point he emphasized particularly was his observa- 
tion that the executives spend some of their time off 
the beaten path of the large cities where good hotel 
accommodations were to be had and spend some time 
in the smaller towns and communities. He said he 
had refused to concede the possibility that “this busi- 
ness was different’ when he first commenced the 


investigation. He was ready to agree now but he said 
that the people who buy the merchandise we make 
and sell are no different than other people—they are 
the same people who buy radios, automobiles, etc. 
Therefore he concluded the selling problems were the 
same and that the cardinal policies underlying all suc- 


cessful sales efforts were the same as in all businesses. 

At the Round Table conference which followed Mr. 
Lewis’ remarks H. C. Whittemore amplified some of the 
remarks of the former speaker, J. C. Bainbridge, Bain- 
bridge, Kimpton & Haupt, Inc., New York City, pre- 
sented a series of questions seeking ideas and answers 
from the audience. The questions were those which 
the association was going to strive to answer. Response 
from the floor was encouraging. 


Mr. Spillman Speaks 


After luncheon Harry Collins Spillman, guest speaker 
of the National Association of Manufacturers, gave an 
inspiring address the title of which was “American 
Industry—the Arsenal of Democracy” after introduc- 
tion by Max Goldstein, Rochester Stationery Company, 
Rochester, New York. 

Mr. Spillman began with the dynamic assertion that 
there were two predominent types of culture from time 
immemorial—The materialistic and the idealistic—the 
former expressing business, finance, etc.—the latter 
the creative arts. He paid homage to the idealistic 
culture which produced the beautiful things of life in 
the famous expressions of the arts but he reminded 
that all of these fine arts were sustained and main- 
tained by the materialistic culture. It is just as true 
today as in the past, he contended, money may be 
the root of all evil but don’t destroy the root lest the 
flower will perish. 

Touching briefly on the educational system here in 
the United States Mr. Spillman said what we require 
is a system that will give America an education for 
the creative life—an education consistent with the 
philosophy and traditions of America. He reminded 
that the decision of the United States today in relation 
to its preparedness effort—its ability to perform the 
function of the “Arsenal of Democracy” might well 
shape the course of history for the next 1000 years. 
Sketchily recording the history of our country Mr. 
Spillman claimed it began as an adventure—an ad- 
venture in liberty. Gradually uniting our efforts, push- 
ing out our frontiers we finally became the great 
agricultural country of the world. Then followed the 
age of mechanization which provided leisure—leisure 
to pursue the arts and gradually we began to acquire 
a little culture, distinctly our own. Such was our posi- 
tion when, through our president, we proclaimed to 
the world our aim to become the “Arsenal of Demo- 
cracy”. The important factor to be here noted is that 
we must create wealth before it will express itself in 
leisure. Another vital factor is Liberty. The oppor- 
tunity for the individual. 


Defense War Only 


Analyzing our present situation today the speaker 
said there was only one angle upon which opinion 
among the various blocs was united and that the only 
type of war that could ever be participated in would 
be a defense war—a war to preserve Democracy—to 
preserve the American way. But he warned, remember 
that democracy is a political instrument that expresses 
the will of the majority. It’s the majority that does 
the voting but the minority that does the thinking. 
So in our zeal to preserve the American way we may 
lose our own individual liberty. Progress, he said, 
harkens back to the minority—the expression of the 
individual private enterprise. While private enterprise 


(Turn to page 88, please) 
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AT THE WHOLESALE CONVENTION.— 
1. Ben Simon, S. N. A. Stationery Co., N. Y. C.; John Mortimer, Frank 


& oO 


wn 


. The Rochester 


. Canada was there. 


A. Weeks Mig. Co.; Jack Simon, S. N. A. Stationery Co. 


. H. C. Whittemore, secretary-treasurer; David Koeller, Jr., president, 


Blackwell-Wielandy Co., St. Louis; E. J. Huott, first vice-president, 
Frank A. Weeks Mfg. Co. 


. The registration desk on the opening convention day. 
. R. C. McAuliffe. McAuliffe Paper Co., Burlington, Vt.; H. A. Patten, 


Miller Paper Co., Syracuse: Charles Schwarz, Schwarz Paper Co., 
Lincoln, Neb.; C. U. Gysel, Rochester News Co., Rochester, N. Y. 
committee: (Front) H. Schouton, Schouton Co., 
Rochester, N. Y.; Max Goldstein and Hy. Edwards, both of Roches- 
ter Staty. Co., Rochester, N. Y. (Rear) Elmer E. Way, Taylor In- 
strument Co.; C. U. Gysel, Rochester News Co., Rochester, N. Y. 
Frank A. Symons. W. J. Gage & Co., Ltd., 
Toronto; Fred R. Smart, Stationers Guild of Canada. Toronto: W. 
= ane McFarlane Son & Hudson, Montreal; J. F. Taylor, W. J. 
age & Co. 


. E. J. Huott, Frank A. Weeks Mig. Co., New York City. 
. (Front) S. D. Wonders and George Parry, Carter’s Ink Co.; Lou 


. Four generations of Wielandys’. 


. New England travelers at convention. 


>: me 
. The Boys from Philly! 
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(Rear) Bill Seibold, Heinrich 
Seibold Co., Rochester; Mike Morgan, Eberhard Faber Pencil Co. 


Brown, Eberhard Faber Pencil Co. 
Mrs. K. Eilers, grandniece; 
F. H. Wielandy: G. Wampler, niece; Carl Eilers, son of Mrs. Eilers. 
(Front) Harry Tehan, Chas. 
M. Higgins & Co.; Ray Fritz, Fulton Specialty Co.; George P. An- 
derson and Art Shearman, both of Boorum & Pease Co.; William 
Donnelly. Modern Stationer. (Rear) Walter Nichols, Weis Mig. 
Co.; Harry Chandler, Adams, Cushing & Foster, Boston; John 
Dwyer and A! Cole, Acco Products, Inc.; Malcolm Dresser, Standard 
Diary Co. 

Wood, A. G. Frost and H. W. Lynn, Esterbrook Steel Pen 
Mig. Co. 
R. N. Wood, Esterbrook Steel Pen Mig. Co.; 
Moore Push Pin Co. 


Parker Pen Co.; Herb Hooks, 
John Kolb, C. 


Ben Wachtel, 
Moore Push Pin Co.; 


(Standing) T. W. Samson, 
Howard Hunt Pen Co. 


. George F. Griffiths, Noesting Pin Ticket Co., third vice-president 


of the association; D. Griffiths; L. U. Jerman and Al Johnson, Hotchkiss 
Sales Co. 








NEW MACHINES AND DEVICES | 





UNDERWOOD’S “CORRESPONDENT” PORTABLE 

The Underwood Elliott Fisher Company, One Park 
avenue, New York City, has announced a new Under- 
wood portable typewriter listed as the Correspondent 





THE “CORRESPONDENT” PORTABLE 
The Correspondent is equipped with the ex- 


complete portable writing unit. The machine is avail- 
able in a new gray non-glare finish, and is complete 
with back spacer, capital and small letters, and two 
The built-in stand, which is a part of 
this machine, opens to three typing heights, and when 


color ribbon. 


price of this unit is $54.50. 


NEW CIRCULAR MODEL ANNOUNCED 


The Kisco Company, Inc., Thirtieth street at Chou- 
has recently announced 





THE “SENATOR” CIRCULAIR 


its line of Circulair air recirculators 
listed under the trade name of the Senator and 
a number of uses in addition to that of room cooling 
The Senator is designed for year ‘round comfort and 
Inside its husky yet attractively streamlined 





body is the powerful fan with three-speed control. 
The unit also has a broad, circular tray at the top 
with an alcohol-proof plastic surface and it is fitted 
with a disappearing ash receiver. The finish is two- 
tone tan with chrome trim. 


*—- 


GENERAL FIREPROOFING ANNOUNCES 
NEW STEEL CHAIRS 


The General Fireproofing Company, Youngstown, 
Ohio, has announced a series of three new chairs 
identical in construction with its Nos. 2121, 2122 and 
2123 except that they are manufactured of. steel in- 
stead of aluminum. 

Development and manufacture of the new chairs, 
which, listed as the Nos. 7121, 7123 and 7125, came 
about through necessity for curtailment of aluminum 
as a major part of the national defense program. 





THE G. F. No. 2121 CHAIR 


Ready to do its part of the defense program, General 
Fireproofing immediately put its engineering depart- 
ment to work planning and designing chairs which, 
although of steel, must bear all of the constructional 
and comfort features of the aluminum line. The result 
was three new numbers one of which is shown. 


*—- 
OLD TOWN’S NEW “HEKTOWRITER” RIBBON 


The Old Town Ribbon & Carbon Company, 750 Pa- 
cific street, Brooklyn, N. Y., has announced a com- 
pletely new Hektowriter carbon paper ribbon which 
has been given the trade name of Hi-Test Perfect- 
writer and is covered by patent applications pending. 

According to the company the ribbon is designed to 
eliminate difficulty which may be caused by friction 
as the back of the ribbon passes over the various ma- 
chine guides of the Hektowriter. Old Town has de- 
vised a process of treating the ribbon to make the 
surface absolutely smooth and free from ink particles 
so that the ribbon slides freely over the guides. 
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The company is also offering a three-color Hekto- 
writer carbon paper ribbon. It is 9/16 of an inch wide, 
divided as follows: purple, 3/16 of an inch; red, 3/16 
of an inch, and purple, 3/16 of an inch. It comes in 
300 and 450 foot lengths. The new ribbon is manu- 
factured in one piece, not laminated or otherwise 
joined together. It is coated with regular fine quality 
spirit carbon in three color strips. 

Further particulars, prices, etc., are available on 
request. 

—-¢ 


NEW PAPER CUTTER BY NORTHWEST TYPE 


The Northwest Type Foundry, 507 South Fourth 
street, Minneapolis, Minn., has announced a new bench 
model paper cutter under the trade name of Triumph. 
The unit is streamlined in design but is as substanti- 
ally built as all previous models made by the company. 

The Triumph easily cuts stock full 191% inches wide, 
as narrow as 34 inch in size and the table holds stock 





THE TRIUMPH PAPER CUTTER 


up to 24 inches in length. It is finished in gray crackle 
with knifebar in bright red and is available with or 
without an especially designed crackle finished match- 
ing bench. Through special research the machine 
possesses an unusual shearing action by which it is 
capable of cutting more stock at a time. 


—> 
FAIR’S NEW COSTUMER FOR : ; 
OFFICES . 
The Fair Furniture Company, 215 
Chestnut street, Newark, N. J., has 


announced a new and attractively de- 
signed costumer which is of genuine 
walnut and a fitting piece for any 
office regardless of the type of fur- 
nishings used. 

The costumer is hand-rubbed to a 
fine finish and is seventy inches high 
over all, with a post 21% by 2! inches. 
It has block turned legs, 2 by 5% by 22 
inches and the hooks are oxidized for 
long wear and appearance 

The base of the costumer is excep- 
tionally wide to prevent tipping or 
swaying under the heaviest load of 
apparel and the base legs are turned 
in attractive lines to add to the hand- 
some appearance of the unit 
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IMPROVED WALZ SECURITY CHEST ANNOUNCED 


A new principle of construction which eliminates 
unwieldy bulk and excessive weight has been an- 
nounced by the Walz Manufacturing Company, 531 





THE IMPROVED SECURITY CHEST 


North Elmwood avenue, Oak Park, Ill., for its line of 
Walz Security Chests. 

Through use of the new construction the chest is 
now made to weigh less than ten pounds and to retail 
for $8.50. It is attractively finished in black crackle 
enamel and is of cold rolled steel, electrically welded 
for additional strength. The heat-resistant inner 
chamber has a dull, antique finish. 

A new booklet outlining the features of the line is 
available on request. 

o—- ese = -— 
KEETAC’S NEW COPYHOLDER 

The Keetac Company, 637 University building, Syra- 

cuse, N. Y., has announced to the trade a new copy- 





THE KEETAC COPYHOLDER 


holder for which a number of unusual features are 
claimed. It is an automatic line-spacing machine and 
does not have to be attached to a desk or typewriter. 

By virtue of its construction, it is said, the machine 
can hold flat copy, stenographic notebook, invoices, 
cards of any size, or bound volumes. Other features 
claimed are as follows: (1) One hundred cards or a 
similar number of invoices can be inserted at one 
time, (2) the bookholder is capable of supporting a 
300-page volume, (3) a special swinging bar holds a 
stenographic notebook securely, and (4) no attach- 
ments are necessary to hold copy up to sixteen inches 
in width. 

Descriptive literature or a sample machine for 
examination are available to the dealer. 

—_-!) 


MICHIGAN CHAIR AND BOOKCASES 


The Michigan Desk Company, Grand Rapids, Mich., 
is introducing to the trade a new posture swivel chair 
which is listed as the No. 137. It is of genuine walnut 
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with a choice of mohair frieze covering or red, green 
or brown machine buff leather. 

At the same time the company has announced two 
new sectional bookcases which are listed as the Nos 





THE NO. 137 MICHIGAN CHAIR 


600 and 700 and which retail for $32.60 and $32.00 
respectively. 
Handsomely designed and built to last a lifetime, 
the No. 137 chair has the following dimensions: width 
between arms, 20 inches; depth of seat, 18 inches; 
height of back, 19 inches. The chair is available with 
pleated back and can also be had without arms if 
desired. The unit is one of the company’s stock models 
and will be regularly furnished in the Michigan line 
The No. 600 has an overall height of 5145 inches and 
is 33144 inches in width. The top, center and lower 


book sections have inside heights of 1014, 1214 and 1414 


inches with a 24-inch top and 8-inch base. It is 
available in walnut or mahogany finish. 
700 is of quartered oak and has the same 


The No 


finishes but its dimensions are slightly different. Its 
vera ight is 4915 inches and width is 3314. Book 





L TO R.—Michigan’s Nos. 700 and 600 bookcases. 


sections are the same as the No. 600. Any combina- 





tion of these book sections can be used with the top 
and base of either bookcase and all doors are easily 
removable without the use of tools 


<< 
CARBON RIBBON MACHINE BY L. C. SMITH 
L. C. Smith & Corona Typewriters Inc., Syracuse 
N. Y., has placed on the market a “Super-Speed” car- 
bon ribbon machine. Its purpose is to write master 
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sheets for use on gelatin and spirit type duplicating 
machines and also to write masters for use in the 
photolith and multilith processes. 

The machine is a two-ribbon typewriter; one of its 
ribbons is a regular fabric ribbon, the other is a car- 
bon paper ribbon 9/16 inch wide and 200 feet long. The 
two ribbons operate independently of each other, each 
one having its own feeding mechanism. These ribbons 
can be used simultaneously in conjunction with each 
other or either one can be used separately without the 
necessity of removing the other from the machine. 

While this machine is especially advantageous in 
making masters for both the spirit and gelatin dupli- 
cators, it also is adaptable to making masters for both 
the photolith and multilith principles of duplicating. 
By throwing the fabric ribbon to stencil position and 
writing directly on the carbon ribbon, it produces ex- 
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THE SUPER-SPEED CARBON RIBBON MACHINE 


cellent masters that can be photographed either in 
normal, reduced or enlarged sizes, for use on the 
photolith machine. 

It can also be used in the same manner for typing 
directly onto the special composition and multilith 
plates used in the multilith duplicating process. 


———_<-o—_—__— 
NEW AIR-FLIGHT CIRCULATOR MODEL BY WELCH 


The W. W. Welch Company, Carew Tower, Cincin- 
nati, Ohio, has announced an additional model to its 
line of Air-Flight circulators. It is listed as the No. 30 
and is designed for use in either the office or home. 

The No. 30 unit is finished in two-tone statuary 
bronze and is unique in construction in that it is 


equipped with a table top and beneath that a handy 





THE NO. 30 AIR-FLIGHT CIRCULATOR 


shelf which can be put to many uses. It has three 


speeds and operates quietly. 
As shown in the illustration the unit has a sturdy 
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ring guard to prevent the fan coming in contact with 
clothing or objects. Like all the other models in the 
line the No. 30 carries a five-year motor guarantee, 
and, also like other Air-Flight units, it operates in 
such a manner as to pick up the cool air at floor level 
and distribute it in all directions. 


*—-¢ 





NEW BARRETT FIGURING MACHINES.—Shown above is the 
Barrett Model B15A figuring machine which was fully described 
in the May issue. 

—- — 
NEW DESK TOP LINOLEUM ANNOUNCED 

Congoleum-Nairn Inc., Kearny, N. J., is offering a 
line of desk top linoleum manufactured in a range 
of colors, each scientifically selected to meet predeter- 
mined lighting conditions. In addition to an attrac- 
tive gray for use with fluorescent lighting, Nairn desk 
top linoleum is available in a soft brown, olive green, 
light green, deep green bordering on black, and solid 
black. Each of these colors is manufactured with an 
unusually smooth surface to serve as an ideal “writ- 
ing bed.” 

The homogeneity of the composition is so pro- 
nounced that pen or pencil will not depart from its 
regular course because of openings in the writing sur- 
face, as is often the case with other desk and counter 
top materials. The linoleum also is manufactured 
without a surface treatment of any kind. Its dull sur- 
face reduces to an absolute minimum light reflection, 
both natural and artificial. 

To maintain Nairn desk top linoleum, the manufac- 
turer recommends washing with a mild soap and water 
solution. This will do the job of keeping it clean and 
in good condition. Wax and lacquer are not required. 


*—-¢ — 


IBM’S ELECTROMATIC WRITING MACHINE 


The International Business Machines Corporation, 
electric writing machine division, headquarters at 
590 Madison avenue, New York City, has announced a 
new Electromatic all-electric writing machine as an 
additional number to its long line of office machines. 


The Electromatic is featured by two outstanding 


“THE FACTORY OF TOMORROW.”— 
That is the name given to this newly- 
opened plant of the Industrial Tape Cor- 
poration, New Brunswick, N. J., because 
of its many modern features and its beau- 
tifully-streamlined exterior. 
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improvements which are (1) a ten-inch carriage and 
(2) light indicators which indicated the end of writing 
and the end of paper. 

The long line of standard equipment with the latter 
addition includes 10, 12, 16, 24 and 30-inch carriage 
lengths. 

The indicator lights are in two colors—red and 
green. The red signal lights simultaneously with the 
ringing of the bell when the carriage nears the end 
of each writing line. When the green signal lights 
it indicates to the operator that the end of the paper 
is approaching. The light shows when the writing 
line is approximately one inch from the bottom of the 
paper. The indicators may be placed on either side 





THE NEW ELECTROMATIC 


of the machine as desired and may be attached to 
any Electromatic writing machine including standard 
equipment, forms-writing equipment, Hektowriters, 
carbon-ribbon writing machines and proportional 
spacing machines. 


——_~—=< 9 —__—_— 


INDUSTRIAL TAPE OPENS NEW FACTORY 


With impressive ceremonies and a tour of inspection 
as two highlights of the event, the big, new factory— 
dubbed locally the “Factory of Tomorrow,” of the 
Industrial Tape Corporation, New Brunswick, N. J., 
was Officially opened last month. 

The event began with a luncheon for the press at 
the home of William E. Mayers, vice-president of the 
firm, and then a tour of inspection in which visitors 
were led by officers of the corporation and the various 
phases of manufacture explained by guides. 

The plant boasts 58,456 square feet of space and 
measures 204 by 178 feet, with a mezzanine measuring 
forty-nine by seventy-one feet. It is illuminated with 
fluorescent lights and the office and laboratory air- 
conditioned. 
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CHICAGO DICTAPHONERS CELE- 
BRATE.—Members of the Chicago district 
personne! of the Dictaphone Corporation 
attend a dinner-dance at the Chicago 
Towers club to celebrate winning a three- 
month sales contest which brought out 
the local organization ahead of the en- 
tire country. 





NEW HOME FOR REAM’S.—Additional space for display pur- 
poses, better lighting facilities and more stock room are three 
good reasons why Ream’s, office outfitting and stationery firm 
of Lancaster, Pa., recently moved into new quarters at 16 
East King street. The company, which is under the general 
management of Frank W. Amey. is one of the best-known 
commercial stationery houses in its territory and maintains 
another store at 1] East Philadelphia street, York, Pa. (Top) 
Part of the office furniture and machine display on the second 
floor. (Center) The office of the company on the second floor 
and (Lower) The stationery department on the first floor. 
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DICTAPHONE’S CHICAGO CROWD ENJOYS 
DINNER-DANCE 

On the evening of May 3 Arthur E. Blackstone, Chi- 
cago district manager of the Dictaphone Corporation, 
gave a dinner-dance at the Chicago Towers club for 
the entire district personnel. The affair was in cele- 
bration of the organization leading the whole country 
in sales for a three-month period beginning last 
January. 

As a result of winning the three-month contest all 
those in the Chicago district organization participated 
in a prize which was a substantial sum of money. The 
dinner-dance wound up the celebration, which was 
featured by a special floor show followed by dancing 
throughout a long and happy evening. 

Among the special guests who attended the event 
were Merrill B. Sands and Frank M. Gale, president 
and assistant general sales manager, respectively, 
from New York, and E. E. Gesner, national director of 
sales, Bridgeport, Conn. 

<>< 
MASON TAKES ROYAL’S ELMIRA BRANCH 

Robert M. Mason, of Hornell and Almond, N. Y., has 
been appointed authorized sales representative in 
charge of the new Royal Typewriter Company office at 
170 Lake street, Elmira, N. Y., which opened May 10. 

Mr. Mason has grown up with the typewriter busi- 
ness at Hornell and Almond, where his father and 
brother have been in the office equipment business for 
the past nineteen years, and are the official Royal 
representatives for Allegany and Steuben counties. 

For several years he worked as a mechanic in the 
rebuilding shop at Almond, under the supervision of 
a factory trained mechanic. Later he went to school 





ROBERT M. MASON 


in Cleveland where he took a business administration 
course. 

Mr. Mason returned home to take over the territory 
of Potter and Tioga counties, in Pennsylvania, as a 
Royal typewriter representative, where he handled his 
own sales and service work. 

The transfer of Mr. Mason to Elmira is in recogni- 
tion of his successful sales record with Royal, and will 
enable him to direct sales in Chemung, Bradford, Tioga 
and Potter counties from Elmira. 
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NEW HOME MARKS 30TH MILESTONE FOR 
PAUL ANDERSON COMPANY 


When the Paul Anderson Company of San Antonio, 
Tex., moved to their new location at the corner of 
Broadway and Travis, recently, it marked another 
mile of progress in an organization that, for more than 
thirty years, has played an important part in the 
progress and development of San Antonio and South- 
west Texas; important, for it has supplied engineer- 
ing instruments and equipment to surveying parties 
developing new territories, and it has supplied sta- 
tionery, office supplies, furniture and business equip- 
ment to those firms springing up in the territory, as 
well as those already established. 


To tell the story of the Paul Anderson Company is 
to tell the story of a young man who, thirty years ago 
—July 1, 1910, to be exact—had vision, and who 
turned this vision into concrete achievement by found- 
ing what was then known as the Texas Blueprint and 
Supply Company, in the Sauer building. The firm 
had offices there for one and a half years, when it 
moved to better quarters at 117 Broadway (then 
known as Avenue C). Seven years later, following a 
short time in a temporary location, the company 
moved to 121 Broadway, which location it held until 
moving into its present quarters. In 1920 the name 
was changed to the Paul Anderson Company. 


The present building provides three floors, a balcony 
for the offices, and basement. This offers plenty of 
working space for the various departments, and makes 
possible a much better display of merchandise. Large 
display windows on the front and one side not only 





NEW HOME OF THE PAUL ANDERSON COMPANY. 
—This thirty-year-old firm of San Antonio, Tex., is now 
well-established in its new quarters at Broadway and 
Travis. The occupancy of the present location marks 
another milestone in the splendid career of Paul An- 
derson who founded the firm thirty years ago. (Top left) 
A small section of the office furniture department in 
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give a clear view into the store, but also provide an 
abundance of space for displays. 

On the first floor are the small goods, while the 
balcony, which extends across the back and one side, 
is given over to the offices. The second floor has the 
printing plant, while business and office furniture are 
on the third. The blueprint and photostat depart- 
ments are in the basement, which also provides ap- 
proximately 2,500 square feet for reserve stock bins. 

Like all successful business men, Mr. Anderson has 
a hobby, and that hobby is farming. Thirty miles 
from San Antonio he has a farm of thirty-six acres, 
with an artesian well that provides 600 gallons of 
water a minute. In 1925 he planted 2,500 pecan trees 
and 7,500 plum trees on this place, but in recent 
years has given more attention to truck farming— 
lettuce, tomatoes, strawberries, etc. He has been a 
Rotarian since 1915. 


Six months after Mr. Anderson started in business, 
G. S. Thorne was employed, and is now his right-hand 
man. When the boss is on his farm, Mr. Thorne car- 
ries on the business in a capable manner, aided by 
the forty-five employees. 

But even when he is tending his farm products and 
growing things with one eye cocked at the weather Mr. 
Anderson maintains constant contact with the store. 


Moving into this location not only marks another 
milestone in the progress of a man who has devoted 
most of his life to this work, but effectively brings to 
the attention of the general public the importance of 
the stationery and business equipment trades in the 
progress of American business—-BCR 


(Top 
right) Exterior of the building with its big electric sign 


which chairs, desks and settees predominate. 


which is visible in all directions. (Lower left) The 

printing department which alone is responsible for a 

large payroll. (Lower right) The stationery department 

showing a section of the mezzanine which is utilized 
as an office. 
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CHICAGO DICTAPHONE BRANCH HOST AT OPEN 
HOUSE 

The new quarters of the Dictaphone Corporation 
at 224 South Michigan avenue, were thoroughly “house- 
warmed” on the afternoons and evenings of May 2 
and 3. Throngs of guests from within this industry, 
from among customers and personal friends, responded 
to the invitation to participate in the open house cere- 
monies. With District Manager A. E. Blackstone func- 
tioning as the genial host-in-chief, assisted by all mem- 
bers of the Dictaphone Chicago staff, visitors were 
conducted on tours of inspection, signed the guest 
register, viewed the new movie, “What’s An Office 
Anyway?”, saw the new Cameo line of Dictaphones, 
and watched demonstrations of recent developments 
in Telecord equipment. 

In addition to executives of many large business 
organizations in Chicago, as well as representatives 
of hundreds of other commercial enterprises, the fol- 
lowing in the office appliance industry attended the 
housewarming celebration: F. M. Boughton, Davidson 
Manufacturing Company; K. M. Henderson, vice-presi- 
dent, Ditto, Inc.; C. H. Cook, division manager, G. P. 
Lowell, assistant division manager, H. T. Tallquist, 
typewriter division manager, and M. J. Kramer, Elec- 
tromatic division manager, all of International Busi- 
ness Machines Corporation; William Eismann, Nelson- 
Eismann Company; John Gilbert, OrriceE APPLIANCES; 
Fred Echoff and R. C. Bushnell, Remington Rand Inc. 


AY ems, 


SCENES AT THE DICTAPHONE HOUSEWARMING AT CHI- 
CAGO.—(1) Greeting a visitor in the reception room of the 
new offices during the housewarming which took place May 
2 and 3. (2) Part of the service department shop with Frank 
Terry, assistant superintendent of service, at the front bench. 
(3) Chicago District Manager A. E. Blackstone using a Dicta- 
phone in his private office. (4) K. M. Henderson, vice-presi- 
dent, Ditto, Inc., talking to Merrill B. Sands, president, Dicta- 
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SOME OF THE OFFICE APPLIANCE MEN WHO ATTENDED 
THE HOUSE-WARMING AT DICTAPHONE’S NEW CHICAGO 
OFFICES.—Seated: Frank Gale, assistant general sales man- 


ager, Dictaphone Corporation: A. E. Blackstone, Chicago 
district manager. Standing: Harry Cross, Chicago office man- 
ager: E. R. Edwards, Ditto, Inc.; G. P. Lovell, International 
Business Machines Corporation; J. E. Chestnut, Ditto, Inc.; 
Sanford Cundall, Stromberg Electric Manufacturing Company; 
J. T. Stewart. W. S. Gilkey Printing Company; C. H. Cook, 
International Business Machines Corporation; E. E. Gesner, 


national service director, Dictaphone Corporation; H. E. 


Tallquist, International Business Machines Corporation. This 
picture was taken in Mr. Blackstone's office. 








phone Corporation. in front of picture of dictating machine 
event of International Commercial School contest. The 
picture is on the front wall of the Dictaphone secretarial school. 
(5) Guests enjoying refreshments at the housewarming. (6) 
View of part of the new quarters looking from Mr. Blackstone's 
office towards the salesmen’s area. (7) The general office with 
the secretarial school in the background. Every one of these 
units was inspected by the visitors. 
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The Guest Book 


Bill Welch and Mark H. Hubbell of W. W. Welch 
Company, Cincinnati, pulled the latchstring of this 
journal’s offices May 2. Mr. Welch expressed his ela- 
tion at the response of the dealers to his company’s 
product, a line which was new to the market this 
year. Bill has been a member of the 1941 N.S.A. troupe. 
Upon his return to Cincinnati from Chicago he 
planned to take care of certain details and then go 
on to Charlotte, N. C., for the Fourth District meeting. 
Mr. Hubbell is one of the company’s field representa- 
tives. 


R. A. DeCou, who is associated with S. H. MacDonald, 
western representative of several office furniture man- 
ufacturers including Leopold Company, Jasper Chair 
Company and Hoosier Desk Company, signed the Guest 
Book May 3. He was in Chicago to attend a furniture 
market which was to open the following Monday, 
May 5. From Chicago he planned to enter his terri- 
tory through the Southwest and than work north to 
California. Many of the journal’s readers will recog- 
nize Mr. DeCou as the former sales manager of Com- 
mercial Furniture Company and before that in a simi- 
lar position with Tell City Desk Company. In travel- 
ing west for furniture companies he is returning to a 
field in which he is well experienced. He traveled out 
of Seattle several years ago as a manufacturers’ rep- 
resentative before aligning himself with the two desk 
manufacturers. 


Bertrand (Bud) Amberg of Amberg File & Index 
Company, Kankakee, Ill., called at the office of this 
journal on the seventh day of May. He reported a 
gratifying volume of sales which keeps the company’s 
new plant in Kankakee well occupied. Sales promo- 
tion plans for the second half of the year, including 
new dealer cooperation, were among the topics of 
discussion. 


Paul L. Foster, assistant sales manager of Mittag & 
Volger, Inc., Park Ridge, N. J., pulled our latch string 
May 20 on his trip homeward from a visit to the West 
Coast in connection with company business. He re- 
ported the business outlook fine for both his own com- 
pany and the industry at large. He was enthusiastic 
over the development at their plant, including the 
erection of a new headquarters building, which not 
only provides better and more modern facilities in 
handling details but also the stimulus of beautiful 
architecture and new landscape gardening around the 
plant to add to the setting in the beautiful New Jersey 
hills. He was accompanied by W. G. Hurdle, Chicago 
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manager for the company, who has had a broad expe- 
rience in the field and who radiates a spirit of opti- 
mism as to the future of the Chicago district, which 
he has recently taken over. A visit with Paul Foster is 
always refreshing and stimulating. He is a student of 
sales promotion and advertising and the interchange 
of ideals is worth while. 


W. S. Miller, advertising manager of The General 
Fireproofing Company, Youngstown, Ohio, gave us the 
satisfaction of recording a visit to this office on May 
21. A careful student of business conditions, sales 
and sales promotion and with years of practical expe- 
rience in both field work and executive capacity, he 
brings to his work as advertising manager a knowl- 
edge that fits into his present activity most admirably 
and places a broad perspective of industry problems 
at the service of his department. The passing of time 
has not reduced the tempo of his approach to prob- 
lems and their solution and the opportunity to visit a 
bit is always profitable and interesting. 


—__» <2 


SCHULER TO HEAD REMINGTON 
TYPEWRITER SALES 


J. H. Rand, president of Remington Rand Inc., Buf- 
falo, N. Y., last month announced the appointment of 
H. A. Schuler as general manager of typewriter sales 
for the company. As a vice-president, Mr. Schuler 
retains his previous duties as general manager of the 
export division. 

At the same time Mr. Rand announced that B. O. 
Reuther, as vice-president and general manager of 
typewriter production, takes over the responsibility for 
development, engineering and manufacturing of the 
entire typewriter line of Remington Rand. 


MITTAG & VOLGER MAKES PERSONNEL CHANGES 


Some personnel changes in the Mittag & Volger 
organization have resulted in the appointment of C. F. 
Leydig to the Pacific Coast branch, where George Se- 
monsen will continue as assistant manager of the San 
Francisco office. H. A. Andre will also continue as 
manager of the Los Angeles branch. 


Another appointment brought about by the change 
is that of W. G. Hurdle, who takes over the manage- 
ment of the Chicago office, one of the most important 
in the M. & V. branch lineup. 

Both Mr. Leydig and Mr. Hurdle are thoroughly 
experienced in the ribbon and carbon industry and 
possess enviable records as specialists in their line. 


PROMOTING THE “SELECTEE” MARKET. 
—Horder’s, Inc., Chicago, recently made 
this exceptionally fine window display 
of W. A. Sheaffer's Pen Company prod- 
ucts and gleaned a large number of sales 
thereby. The window was arranged, offi- 
cials of Horder’s said, to impress upon 
those buying for service men that the 
construction of Sheaffer pens force them 
to “meet regulations” and be completely 
out of sight when attached to a uniform 
pocket. An “over-the-top” clip permits 
the pen to ride low in the pocket and a 
special streamlining bans the pocket 
bulge so strictly forbidden in service 
uniforms. 








|. B. S. A. Holds Annual Convention in Peoria 


Jacquin Elected President—Quiz Program Makes Hit 
With Delegates—Meeting Results in Record Turnout. 


OMER JACQUIN, Jacquin Company, Peoria, long 
a staunch worker in the affairs of the Illinois 
Booksellers & Stationers Association, was elected presi- 
dent at the twenty-sixth annual conclave of the or- 
ganization, held in the Pere Marquette hotel, Peoria, 
May 8 and 9, 1941. Tireless in his activities concerned 
with IBS.A., Mr. Jaquin well deserves the honor ac- 
corded him of guiding the association through its 
twenty-seventh year. 
Other officers and directors elected were as follows: 
Maynard Westring, Mid-City Stationers, Rockford, 
executive vice-president; Tom Gillice, Rockwell-Barnes 
Company, Chicago, vice-president representing manu- 
facturers; B. G. Picknell, Haines & Essick Company, 
Decatur, vice-president; Will Harms, Business Equip- 
ment Company, Peoria, secretary-treasurer; H. D. Mc- 
Farland, McFarland Office Equipment Company, Rock- 
ford, chairman of executive committee; W. N. Curry, 
Simmons Office Supply & Equipment Company, 
Springfield, executive committee member for one year; 
Harry Chumley, Woodworth’s Book Store, Chicago 
executive committee member for two years; Jess Sut- 
ton, Woodbury Book Company, Danville, executive 
committee member for two years. 


Although the convention did not open officially until 
Thursday, early registrants were welcomed on Wednes- 
day evening at the House of Friendship, sponsored by 
travelers and conducted by Tom Gillice, Rockwell- 
Barnes Company, and Ray Eichenlaub, Service Steel 
Products Company. The ladies enjoyed a theatre 
party on the same evening, many of them accom- 
panied by the men. 

Under the able leadership of President McFarland, 
and the Peoria convention committee headed by 
Homer Jacquin, the convention proper got under way 
Thursday morning. The first session was opened by 
lusty singing of “God Bless America” under the lead- 
ership of Maynard Westring. Following the invocation, 
words of welcome by E. R. Johnson, vice-president of 
the Peoria Association of Commerce, and a response 
by President McFarland, J. S. Sprott, president of The 
Globe-Wernicke Co., gave a challenging address en- 
titled, “What the Dealer Can Expect of the Manufac- 
turer Under the National Defense Program.” 


The manufacturer, Mr. Sprott stated, cannot help 
much without cooperation of the dealer. Because of 
priorities, imposed to conserve certain materials, pro- 
ducers are being called upon to substitute and re- 
design equipment. Dealers and their customers must 
bear with this situation, realizing that manufacturers 
are doing their best under trying conditions, with sup- 
ply seemingly not keeping up with demand. It must 
be remembered that neither dealer nor manufacturer 
has the right to sacrifice old, loyal customers for new 
ones. And both must buy and sell for actual need, not 
anticipated need. The situation is serious. If action is 
taken voluntarily, everyone will be better off. Involun- 
tary action is never as effective. In conclusion, Mr 
Sprott challenged the group to live up to the obliga- 
tions imposed by the great Defense Program of the 
country. 

Ward McClelland, representative of a number of 
book publishers, spoke on “Book Selling as I See It.” 

Under the title “The Old Man,” Harry Horder, Hor- 
der’s, Inc., Chicago, painted a vivid word picture of 


the present obligations and problems of heads of sta- 
tionery businesses. 


He likened a commercial stationery 


enterprise to a tribe of cave dwellers back in prehis- 
toric times, when the chief was known as “The Old 
Man.” Each “Old Man” in the stationery business has 
a lot of people dependent upon him. Not only his 
employees, but their families as well. Circumstances 
require that the “Old Men” analyze themselves and 
their businesses. They are about to go into the un- 
known where old ideas and experiences are not ade- 
quate. Face the future receptively. Discard inhibi- 
tions and prejudices. Conduct the business as if it 
(Turn to page 88, please) 


ON OPPOSITE PAGE.—Oftficers. delegates and their ladies caught by the 
camera at the annual convention of the Illinois Booksellers & Stationers 
Association in Peoria, May 8 and 9. 

1. Bill Cox. The Carter's Ink Co.; Ray Eichenlaub, Service Steel Prod- 
ucts Corp.; Ed Rohrs, Eaton Paper Corp 

2. Mrs. Roy Essick and W. M. Weck. Bihan & Essick Co., Decatur: 
Mrs. F. R. Simmons, Simmons Office Supply & Equipment Co.. 
Springfield. : 

3. W. H. Styer. Dennison Mig. Co.; H. S. Jacquin. Jacquin Co., Peoria; 
H. D. McFarland, McFarland Office Equipment Co., Rockford; John 
A. Gilbert, Office Appliances: W. C. Miner, Miner Book Store, Ma- 
comb; Sam Beck, S. W. Beck Co., Elgin; C. H. Marquis, Woodworth’s 
Book Store. Chicago. 

4. The new officers. Seated: Will Harms. 
Peoria. secretary and treasurer; H. S. Jacquin. Jacquin 
president; B. G. Picknell, Haines & Essick Co., Decatur, vice-presi- 
dent. Standing: M. F. Westring, Mid-City Stationers, Rockford, exec- 
utive vice-president; Tom Gillice, Rockwell-Barnes Co., vice-presi- 
dent representing manufacturers. 

5. A. M. Wilson, Mittag & Volger. Inc.; G. A. Miller, White's Book 
Store, Canton; A. H. Knehr. — es Co. 

6. H. P. Frederick. All-Steel-Equi J. S. Sprott. president, The 
Globe-Wernicke Co.; Jack poe tg Wilson- Jones Co. 

7. Stooping: Walter Wolvogel. National Blank Book Co.; M. F. Westring. 
Mid-City Stationers, Rockford. Standing: John Tobin, Simmons Office 
Supply & Equipment Co., Springfield: Larry Schubert. The Globe- 
Wernicke Co.; J. W. Willen, The Book Shop. Joliet: Frank Simmons. 
Simmons Office Supply & Equipment Co., Springfield: Max Dollens. 
Eberhard Faber Pencil Co.; J. R. Rozlevcar and James Belay, The 
Book Shop. Joliet. 

8. Mr. and Mrs. Dan Hansen, Carlson Bros., Moline. who celebrated 
their twenty-sixth wedding anniversary during the convention. 

9. Al Skibbe. Associated Stationers Supply Co.; Dan Hansen. Carlson 
Bros.. Moline: Harry Horder, Horder’s, Inc., Chicago; Jack Johnstone, 
Wallace Pencil Co.; Bill Leinweber. Associated Stationers Supply Co. 

10. Matt Dillon, Associated Stationers Supply Co.; Eugene V. Crone. 
Business Equipment Co., Peoria; Carl Lang, Binney & Smith Co. 

ll. Hy Linden. Ace Fastener Corp.; Morrie Thompson, The Shaw-Walker 
Co.; Heinie Sengbusch., Sengbusch Self-Closing Inkstand Co. 

12. Al Aigner. G. J. Aigner Co.; H. D. McFarland. McFarland Office 
Equipment Co.. Rockford. president, I. B. S. A.; Phil Mohan. G. J. 
Aigner Co., and Frank Mashek & Co.; L. L. Whitney. Stein Bros. 
Mig. Co. 

13. Jess Sutton, Woodbury Book Co., Danville: Mrs. Fred Greenwood: 
Wiil Johnson. W. B. Read & Co., Bloomington; Bob Bauer, National 
Blank Book Co.; Fred Greenwood, Chicago. 

14. Mrs. M. V. Follin: M. V. Follin, Jasper Office Furniture Co., and 
B. L. Marble Chair Co.; Mrs. J. A. Wallace; J. A. Wallace. Jasper 


Business Equi a? Co.. 
. Peoria. 


Office Furniture Co.; Mrs. E. M. Krempp: E. M. Krempp. Indiana 
Desk Co 
1S. B. J. (Ben) Powell. A. W. Faber. Inc. 


16. E. D. Kafka. Grosset & Dunlap: Tony Markelz. The Book Shop. Joliet: 
B. G. Picknell. Haines & Essick Co., Decatur: E. S. Westervelt, Gros- 
set & Dunlap. 

17. Harry Chumley. Book Store, Chicago; John Carroll, 
roll, Galesburg. 

18. Robert L. Smith, Samuel Ward Mig. Co.; 
Mrs. R. L. Smith: Mrs. Dan Hansen, Moline; Dr. 
Macomb. 

19. Mrs. W. S. Lennartson. Office Appliances: A. W. Payne. former 
member of the staff of Office Appliances and now president of the 
Three Hour Laundry Service. Inc., Peoria. 

20. Bill Sahm. Eagle Pencil Co.. who recovered sufficiently from a 
broken leg to attend the convention: H. Longenecker, A. Espenscheid. 
Inc., Peoria. 

21. Bob Bauer. 
Springfield. 

22. Will Harms. 
Autopoint Co. 

23. Seated: Mrs. Ray Defenbaugh. Peoria: Mrs. H. D. McFarland, Rock- 
ford: Mrs. George Dunnett. Rockford. Standing: George Dunnett, 
McFarland Office Equipment Co.. Rockford: Malcolmn Quay. The 
General Fireproofing Co.: H. D. McFarland. McFarland Office Equip- 
ment Co., Rockford, retiring president of the I. B. S. A.; C. W. Allen. 
The General Fireproofing Co. 

24. William Nieson. Wilson-Jones Co.; 


Temple & Car- 


Mrs. S. W. Beck. Elgin; 
Elizabeth Miner, 


National Blank Book Co.; Glen McFarland. Coe Bros.. 


Business Equipment Co.. Peoria; Dick Fredrickson. 


Business Equip- 
M. T. Weingaert- 


Miles Fuller. 


ment Co., Peoria; W. J]. DeGroft. Sanford Ink Co.; 
— Egyptian Staty. Co.. Belleville; Don Swan, Coe Bros., Spring- 
field. 





EEE eo — - a need ee RRR ARR te 





a Pte ran ey net a el min N ORERE NE SD 




























































































50 





Fourth Regional Meeting Held at Charlotte 


Hanes Elected Regional Governor— Women's Fourth 
Regional Auxiliary Formed — Cole Named President ot 
Southern Travelers Club. 


What was conceded by delegates to be one of the 
most colorful and enthusiastic conventions ever held 
by the fourth regional district of the National Sta- 
tioners Association took place in Charlotte, N. C., on 
May 15 and 16. The event culminated in the election 
of Claude P. Hanes, representing The Office Equip- 
ment Company, of Tampa, Florida, as the new regional 
governor and the selection of Jacksonville, Fla., as the 
1942 convention city. 

Mr. Hanes will succeed J. L. White, of Columbus, 
Ga., who presided over the business sessions of the 
convention. 

If those arriving for the meeting had expected a 
“run-of-the-mill” convention, they were delightfully 





C. P. HANES 


surprised. For Mr. and Mrs. R. M. Pound, as chairmen 
of the Charlotte arrangement committee, had mapped 
out a program of entertainment and interest that 
kept the delegates beaming from the opening gong to 
the last minute of the closing banquet and dance. 
Other members of the arrangement committee, all of 
Charlotte, were Mr. and Mrs. George H. Moore, Mr. 
and Mrs. W. W. Kale, Mr. and Mrs. Bill Shaw. Mr. and 
Mrs. A. W. Lawing, Mr. and Mrs. W. F. Kale and Mr. 
and Mrs. Tom Quickel. 

The convention developed something new—the or- 
ganization by the women who attended of a women’s 
auxiliary to the fourth regional district of the National 
Stationers Association. After the organization, which 
took place at the beautiful Charlotte Country Club on 
Friday afternoon, the women issued an announcement 
that they expected to “show up” their husbands by 
their association work during the coming year. Mrs. 
R. M. Pound was elected president of the auxiliary. 
Other officers included Mrs. Grover Robbins, of Rocky 
Mount, N. C., first vice-president; Mrs. James Neary, 
New York, second vice-president, and Mrs. Jesse Har- 
relson, secretary. They stated that they did not elect 
a treasurer as they expected to make a beaten path 
to their husbands’ pocketbooks for the necessary 
funds 


The convention got under way Thursday morning 
with registration in the lobby of the Hotel Charlotte. 
Those who registered were given a miniature conven- 
tion newspaper printed by the Pound & Moore Com- 
pany, of Charlotte, in which the program and high- 
lights of the two-day affair were outlined. Informa- 


tion concerning the places to go and things to do in 


Charlotte were also contained in the little newspaper. 
Governor White Opens Meeting 


The convention was called to order by Governor 
White at 9:45 a.m. in the convention parlors of the 
hotel. A welcome was extended the visitors by Mr. 
Pound, response to which was made by Grover Rob- 
bins, of Rocky Mount, N. C. Then followed an intro- 
duction of national officers and guests. Among the 
national officers in attendance were Charles P. Garvin, 
secretary and general manager of the association, of 
Washington, D. C.; J. S. Sprott, chairman of the 
manufacturers’ division, from Cincinnati; E. A. Keel- 
ing, of Jamestown, N. Y., representing the sales man- 
agers’ division, and Mr. White, the fourth district 
governor. A committee was then appointed for the 
nomination of the next district governor and for the 
selection of the next convention city. Paul Bumbarger, 
of Hickory, N. C., was made chairman of this com- 
mittee. 

At the Thursday morning session Mr. Sprott, of The 
Globe-Wernicke Co., made a highly informative talk 
on priorities, pointing out to the dealers the types of 
material, such as aluminum, upon which the govern- 
ment now has priorities and the effect that the short- 
age of such materials in the manufacturing field 
might have upon certain lines carried by stationers. 


H. W. Butler, of Columbus, Ga., spoke of “Visible 
Personal Records,” interspersing his talk with a num- 
ber of helpful selling points for dealers on this type 
of equipment. 

At 1 p.m. the morning session was adjourned and 
an elaborate luncheon held in the main ballroom of 
the hotel. 

During the afternoon session Mr. Keeling, of the 
Art Metal Construction Company, spoke on “The Least 





NOTABLE VISITORS AT THE FOURTH REGIONAL MEETING. 

—(Seated, L to R) R. M. Pound, chairman of committee on 

arrangements; J. L. White, governor of the fourth regional 

district; Ivan Allen, Sr., Ivan Allen-Marshall Company, At- 

lanta, Ga. (Standing) Ed. A. Keeling, Art Metal Construction 

Company, and H. P. Rockwell, Yawman and Erbe Manu- 
facturing Company, Rochester, N. Y. 


Expensive File,” offering proof that the good, more 
expensive file in reality turns out to be the cheapest 
file one can buy. 

An address on “Creative Selling,’ made by W. T. 
Martin, of The Shaw-Walker Company, Muskegon, 
Mich., was one of the best at the convention. Mr. 
Martin, an especially accomplished speaker, empha- 
sized the importance of a salesman preparing a plan 
to fit every prospect. A salesman’s job, he said, calls 
for just as much knowledge of his subject and careful 
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preparation as that of a professional man. The sales- 
man who systematizes his work is sure to succeed. 

An afternoon party in the “Friendship Room” took 
place after adjournment. The Southern Travelers 
Club was host at the party. 

The big entertainment treat for the visitors took 
place Thursday evening, when dealers and others in 
attendance assembled at the picturesque Red Fez Club, 
sixteen miles out from Charlotte on the Catawba river. 
The affair was informal. The club, facing a wide and 
beautiful body of water, was gayly decorated and 
tables placed outdoors on the river bank for a big 
barbecue and fish fry. Outdoor games were played 
and indoor diversions provided. Following the dinner, 
both a round and square dance were held at the club, 
festivities lasting well into the morning hours. 

The second day of the convention included the fol- 
lowing morning addresses: “Does It Pay,” by Harold 
Hampton, of the Indianapolis Office Supply Company, 
Indianapolis; “Store Methods,” by Ivan Allen, Jr., of 
the Ivan Allen-Marshall Company, Atlanta, and 
“Training Salesmen,” by Herbert Walsh, of the Ace 
Fastener Corporation, Chicago. 

The afternoon business session got under way with 
a stirring address by Mr. Garvin on “The Preservation 
of the Democracy and of the Stationery Business.” 
Mr. Garvin’s observations on world conditions and 
their relation to the stationery business were stimulat- 
ing and inspiring to all present. 

The final speech on the convention program was 
made by F. H. Caswell, sales manager of the F. S. 
Webster Company, of Boston. He used as his theme, 
“A Traveling Man Sees Selling from the Head Office.”’ 


Cole to Head Travelers 


During the convention W. W. Cole, of Atlanta, was 
elected president of the Southern Travelers Club. 

The entertainment highlights of the second after- 
noon were the big golf tournament held at the Myers 
Park Country Club for dealers and traveling men and 
the ladies’ luncheon at the Charlotte Country Club. 
The latter club is one of the most beautiful in America 
and the luncheon in this lovely setting was an occa- 
sion long to be remembered by those attending. It 
probably inspired the organization of the women’s 
auxiliary at the affair. 

In the men’s golf tournament Al Marshall won low 
gross score for the travelers with an eighty-nine, and 
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Bivens Caddell, of the Pound & Moore Company, won 
low score for the dealers’ group with a seventy-nine. 
Mr. Marshall received a silver tray and Mr. Caddell a 
golf bag. Several runners-up prizes were also awarded. 

After another party in the Friendship Room the 
grand entertainment feature of the convention took 
place. A banquet was held in the ballroom of the 
hotel, presided over by Mr. Pound. After the banquet 
stage performances were presented that brought wild 





FOUR WISE MEN.—This quartet pulled a fast one on the 
other delegates to the fourth regional meeting when they 
sneaked out for a little advance practice and were caught 
by the camera right in the act. They are: A. D. “Duck” 
Skidmore, salesman of Pound & Moore Company, Charlotte, 
N. C.; W. D. Belton, typewriter dealer of Gastonia, N. C. 
D. B. Caddell, floor manager, Pound & Moore Company; Jack 
Kennedy, Trussell Manufacturing Company. 


applause from the guests. A “Gay Nineties” quartet 
literally brought down the house. A magic act by 
A. C. Cecil, stationer and druggist of High Point, N. C., 
demonstrated, as he said, that a man had to be a 
magician to operate both a drug and stationery busi- 
ness in this era of keen competition. Singing by Mar- 
garet Cheesy, radio celebrity, and a humorous talk by 
J. H. Boyce, of the Charlotte Observer advertising 
staff, were also on the program. 

A rising vote of thanks was given to Mr. and Mrs. 
Pound at the banquet for their success in making the 
convention a memorable one for all who attended. 





HAVING A GOOD TIME AT THE FOURTH REGIONAL CON- 
VENTION.—(Right) The banquet was held on the closing day 
of the regional meeting and was a fitting climax to an espe- 
cially fine convention. The scene is the new ballroom of 
the Hotel Charlotte. Standing at the speakers’ table is R. M. 
Pound, banquet toastmaster and chairman of the committee 
on arrangements. (Top left) Delegates and their ladies 


arrive at the Red Fez Club, on the Catawba river, sixteen 

miles from Charlotte, where a big barbeque and fish fry were 

part of the Thursday night entertainment provided for the 

visitors. (Lower left) Whether they preferred barbequed meat 

or fried fish the guests managed to do a capital job of dis- 

posing of the food at the Red Fez outing. The entertainment 
committee did a grand job. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 418 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 

Vork, will be happy to be of any possible service. While the facilities at New \ork are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance 
6 St 


London, 28th March. 


A day in the life of members of the office appliance 
industry—“Hello! Jones. Can I have a calculating 
machine from you?” “Depends what you want it for, 
old man. You want it for use in your own office, to 
run your own business, because you are short staffed 
and must have machinery to help you out. I say, do 
you realise that there is a war on and that we are 
rationed on our machines? Very sorry, but I really 
can’t supply you, not even though you offered me 
twenty times the value of the machine. I can’t supply 
urgent production control orders one hundred per cent 
and certainly not for you to run your business on 
reasonably efficient lines. My dear fellow! the term 
‘Efficiency’ is a by-product of peace time and is ob- 
solete in war time. You didn’t know that. Glad to 
have been of service in regard to your war time educa- 
tion. It’s taken me twenty months to learn that one 
just muddles along and I am giving you the benefit 
of my vast experience free gratis. So long, old man. 
What about having a refresher with me to-morrow? 
No! we don’t bother about alerts and shelters any- 
more, we must get on with the job. Grand news that 
yesterday, we must celebrate that naval victory. What 
stunning victory, wish I had been there. Shows ’em 
what they are up against if they try any of their 
invasion stunts. Oh! you’re in the Home Guard and 
you know first hand just what is coming to them. 
Lucky beggar! You know Jones, I never thought 
much of that bunch, thought it rather like ‘Playing 
at being soldiers’ and I’ve no time for amateur 
dramatics, but it seems I was all wrong about you folk. 
You certainly are ‘great guys’. I do a spot of ‘fire 
watching’. Everybody in the industry does some sort 
of voluntary war work in between times. Yes, we are 
pretty well regimented, but boy, it’s in a good cause, 
with a great end in view. We shall say it is at that 
Victory Ball the O.A.T.A. has in mind.” 

“Good morning Smith! Any machines for me? You 
dealer folk are having the best of the bargain at the 
present time. Jones has just telephoned me asking 


could I let him have a calculator for use in his own 
business. Wouldn't I like to be in the position to let 
him have one, but as foreign exchange and shipping 
space rule us out on imports, it can’t be done. 


We 


Trades Association of Great Britain and Ireland, 
Bride Street, London, E. C. 4 


have just got to carry on servicing and maintaining 
the existing machinery. Last war put the office ap- 
pliance industry on its feet, but this war is having 
the opposite effect, cramping us out and it looks like 
putting us completely out of business. Jones suggested 
the same thing to me, that I retire for the duration. 
Can you imagine anything more ridiculous! Me, John 
Edwards, in the role of a retired country gentlemen, 
leading an aimless existence. Yes! I know I am over 
age for military service and have sufficient capital to 
last my lifetime. No, the idea just won’t work, to 
retire in the background and become a nonentity 
would be most unpatriotic. Methinks the man who 
retires and says ‘life is just grand’ is a lying hound. 
How can we fellows who are used to putting the other 
fellow in the know of how to run his business on effi- 
cient up-to-date lines, retire into the jungle of ‘nothing 
to do’ to the tune of the flying birds overhead. To me 
it doesn’t spell sanity. Anyway I am not trying it out. 
I prefer to wear out rather than rust out.” 

“Association office? Just a moment, Mr. Edwards 
wants you.” “Can you tell me the procedure in refer- 
ence to filling up Form —— and can you let me have 
one or advise me where they can be obtained?” 

“Sorry, Sir! We don’t think Form —— is in print 
yet. It has only been issued in draft form. We will 
investigate and advise you the result.” 

“Is that department? Can you let me have 
a supply of Form -? Not yet in publication! It will 
be issued in conjunction with the new schedule com- 
ing into operation in a few days’ time. Thank you.” 

“Is that Ministry of —————? Can you advise me 
where Form is to be obtained? Not yet in pub- 
lication, although one is to be issued for the purpose 
we mention.” 

“Mr. Jones, that form you were needing is not yet 
available. You say Mr. Edward had one in his pocket 
yesterday. Yes, you bet we will hound it down for 
you.” 

“Is that X.Y.Z 
Can you let me have a supply of Form 


Other Lands Section 
Continued on Page 141 


branch office, Ministry of —— ? 


?” “Never 
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Business 


Baccalaureat 


TO THIS JUNE’S SENIORS 








They’re sending you out from Ivy-Clad Halls into Iron-Clad Business 
.. They're giving you a degree and words of wisdom... When they 
give you that diploma you’re taking on a new Alma Mater... Horse 
Sense and Dollars and Cents are two courses that will be required... 


This is no place to tell you to keep your 
shoes shined, your eye on the ball, and your 
appointments on schedule. 

The sooner you learn certain other things, 
however, the sooner you may get the raise 
and marry the girl. 

There are three Senses in Business 

— Sense of Taste 
— Sense of Humor 
— Sense of Values 


You were born with two; the third is acquired. 

You will start acquiring a Sense of Values 
when you learn price tags are just something 
all products have; they mean nothing until 
you know how much quality they stand for. 

You can feel the urge to “‘cut corners” and 
buy something for a few cents less; or you 


When You Meet Mimeograph Duplication 


No matter if your business or professional 


specification sheets, reports 





can feel the urge in your heart that tells you 
to pay a little more for quality and get a lot 
more in result. 

You know “Honesty is the Best Policy”’; 
don’t spend too many years learning Qual- 
ity is the Best Policy, 

You will never buy something for nothing; 
you can always pay something and get next 


too. 


to nothing. 

Quality is not the High Cost of Product; 
quality is the Low Cost of Result—and isn’t 
it good to have the quality thing around? 

The only true bargain is the product which 
does the for the “ 

Remember, this year of graduation is the 
fastest stepping year since the sheepskin 


“‘mostest”’ leastest”’ 


was invented. 
Class dismissed. 


x COMPANY _ 





debut is in office, factory, hospital or school — 
you will perhaps soon meet one of America’s 
major means of communication. 

-the Mimeograph duplicator. 

Whether you operate it yourself or just see 
its results, you will be impressed with the 
quiet, efficient way it goes about its business 
of turning out dozens to hundreds of copies. 

These copies can be letters, forms, bulletins, 


one other specific communications. 


per minute. 
standard of children’s modern schoolbooks. 


quality partnership 
Mimeograph stencil sheets and Mimeograph 
inks. Distributors in all leading cities.... 
A. B. Dick Company, Chicago. 


a thousand and 4 WW * 
é Sz é ’ \ y 
\ | —s 
They are produced at the rate of 50 to 160 4. 
Their legibility is up to the oo + & jbo Hel 
— \ 3 J J =|; 
They are made possible by an integrated 2} 9 / <> 
Mimeograph duplicator, ? ~ otf 
avin He 
| for | © 


Mimeograph duplicator : 


MIMEOGRAPH is the tr 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY 





ACTIVI- 





TIES FOR THE MONTH IN EVERY DIVISION OF THE 


INDUSTRY 








MISCELLANY 





= 


McKEE BEGINS “HITCH” IN ARMY 


The United States Army recently claimed a recruit 
from the export group of Remington Rand Inc., Buf- 
falo, N. Y. Walter McKee, assistant foreign sales man- 


WALTER McKEE 





ager of the typewriter division, has been inducted for 
a year’s service under the Selective Service Act. He is 
now stationed with Headquarters Company of the 
First Army at Fort Jay, Governor’s Island, New York 
City. 

R. G. Valentine, who has been connected with the 
Remington Rand export group for a number of years, 
assumes Mr. McKee’s former duties and will also con- 
tinue his own activities as foreign sales manager of 
the Remtico supplies division. 

*—- 


HONORS TO J. H. MOFFITT 

It Was an earned honor when the University of Cali- 
fornia, at its late commencement, conferred on James 
K. Moffitt the degree of Doctor of Law. Mr. Moffitt is 
son of one of the founders of Blake, Moffitt & Towne, 
a firm started 86 years ago, and is now its president. 
He is also connected with the banking world as chair- 
man of the board of the Crocker First National bank 
of San Francisco. 

Mr. Moffitt is a graduate of the university, class of 
86. He has since served as president of the Alumni 
Association, has been a generous contributor to the 
university, especially to its library. He has also served 
for over thirty years on the Board of Regents, break- 
ing records for length of service. 

In conferring the degree President Robert Gordon 
Sproul gave good reason in the following words 

“A Californian in the fullest sense of the term, son 


of pioneers and of this university, which he has served 
superbly for three decades as one of its most devoted 
regents; one who in his simplicity, integrity and 
loyalty embodies the finest traditions of American 
democracy; a citizen ever seeking the public weal yet 
shrinking from public recognition; a scholar whose 
culture and discrimination are living proof of the im- 
perishable values of the traditional classical educa- 
tion; a philanthropist who abhors waste yet is gener- 
ous to a fault, his Alma Mater is proud of a son whose 
breadth of interest, unselfishness and devotion set a 
standard for all our citizens.”—SS 

aS See 


CORRY-JAMESTOWN EXECUTIVE CHANGES 
ANNOUNCED 

Three important executive changes were announced 
at the recent meeting of the board of directors of the 
Corry-Jamestown Manufacturing Corporation, Corry, 
Pa., manufacturers of Steel Age office equipment. 

At the meeting held in Corry, May 6, O. R. Hill- 
strom, of Long Beach, Calif., was elected to the new 
position of chairman of the board of directors. To 
succeed him, David A. Hillstrom, of Corry, former 
secretary and general manager, becomes president. Mr. 
Hillstrom will also serve as general manager, a posi- 





DAVID A. HILLSTROM D. ARMOUR HILLSTROM 
tion he has held since he founded the company in 
1920. His son, D. Armour Hillstrom, becomes secretary, 
and H. H. Keppel, also of Corry, was re-elected treas- 
urer of the corporation. 
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BEHIND ALL 


sound transactions stand, and will 

always stand, the basic principles 

of Panama & Beaver products. 

Whoever employs them has found 
perfect servants. 


MANIFOLD SUPPLIES COMPANY 


Manufacturer e Coast-to-coast Distribution 


Identified Ink nd Fabri Produ tis i Plt / 
Meet All Possible Office Conditions 





55 


**Ask Your 
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or 
Beaver 
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CAMERA SHOTS TAKEN AT THE STEVENS MALONEY OUT- 


ING AT ST. ANDREW'S GOLF CLUB 


1. Harry Short, Columbian Art Works, Inc., and Oakville Co.; 
Garry Dell, Southworth Co.; Ben Powell, A. W. Faber, Inc.; 


Leonard Rose, National Blank Book Co.; Ralph Maneval, 
A. W. Faber, Inc. 

2. Earl Collins and Tom Gillice, Rockwell-Barnes Co.; John 
Uden, Boorum & Pease Co.; C. J. “Clint” Cooper, Sengbusch 
Self-Closing Inkstand Co. 

3. Russell Carpenter, Sanford Ink Co.; John Rushmore, Reyburn 


STEVENS MALONEY & COMPANY HOLD OUTING 

A golf outing for the employees of Stevens Maloney 
& Company, Chicago, was held Sunday, May 18, at 
“Golf at St. Andrews.” Included in the party were a 
number of members of the Great Lakes Travelers 
Club, bringing the total participating to approximately 
fifty. St. Andrews, located near West Chicago, IJl., has 
two courses, one of which was reserved for the Stevens 
Maloney party. Plenty of trees and water hazards 
added interest to the game. 

The company provided prizes enough so that prac- 
tically everyone there received some form of reward 
for his efforts. The principal prizes, first and second 
low gross, were won by Frank Krieb of Stevens Ma- 
loney & Company and Garry Dell of Southworth Com- 
pany, respectively. The next twelve winners included 
Ralph Maneval, A. W. Faber, Inc.; John Uden, Boorum 
& Pease Company; John Wilson; Santo Alenzo; Jim 
Chica; B. J. Beeler, J. L. Hanson Company; W. J. 
Reily, All-Steel-Equip Company; Harry Balch, Quality 
Park Envelope Company; Howard Michie; Ed Jannis, 
National Blank Book Company; C. J. Cooper, Seng- 


busch Self-Closing Inkstand Company; Bruce Mc- 
Caleb, Associated Stationers Supply Company. Those 
not otherwise indicated are Stevens Maloney em- 


ployees. The prizes were awarded at a dinner which 
was a fitting climax to a most enjoyable day 


°°? 


N. ¥. GOLFERS WELL IN STRIDE 

With muscles minus Winter creaks and coordination 
tuned to a hairsbreadth after a couple of games, the 
members of the New York Stationers Golf Association 
have hit their strides in the annual battle for the 
season’s cups. 

As this issue goes to press the club is scheduled to 
play another tournament at the Wheatley Hills golf 
club, East Williston, L. I., therefore the standing for 


> 


Mig. Co.; Harry Balch, Quality Park Envelope Co.; G. O. 
Stevens, Stevens Maloney Co., and host of the outing. 

4. The gang outside the clubhouse before the game started. 
L to R: John Rushmore, Russell Carpenter, Harry Balch, Tom 
Gillice, Jimmy Lynch and Mine Host Stevens. 

5. Frank Krieb, Ray Deck, Ed. Kraft and Ken Anderson, all of 
Stevens Maloney & Co. 

6. B. J. Beeler, J. L. Hanson Co.; Hy Linden, Ace Fastener 
Corp.; Jimmy Lynch, Stevens Maloney & Co.; Harry Calvin, 
Wilson-Jones Co. Dick Gingland, Esterbrook Pen Co. 





points of both Class A and B will be reported in the 
July issue. The standings at the present time are as 
follows: 

Class A: W. D. Evans, 6; T. R. Rudel, 6; R. R. Bal- 
lenger, 5; H. Hein, 5; G. J. Grumbach, 3; R. B. Sain- 
berg, 3; R. J. Urmston, 2. 

Class B: B. T. Sandner, 7.50; H. W. 
E. Payne, 5; B. Abrahams, 3; G. Nicklaus, 3; 
Praff, 3: P. L. Elias, 2.50; G. H. Barber, 1. 


—>-———— 


FISHER GUEST OF GOLDEN STATERS 

J. W. Fisher, Hill’s Stationery Company, San Luis 
Obispo, Calif.. was a guest at the May 5 luncheon of 
the Golden State Travelers Club at the Alexandria 
hotel in Los Angeles. 

The club is scheduled to hold its monthly golf tour- 
nament and dinner on May 23 and a record attendance 
is expected. 


Bowman, 5; 
A. Jd. 


—- 


N. A. C. S. HOLDS CONVENTION 

With an attendance of more than 350 registered 
delegates, the nineteenth annual convention and sixth 
buying conference of the National Association of Col- 
lege Stores was held at the Hotel Commodore, New 
York City, April 27-30, inclusive. 

The highlight of the opening day of the convention 
was a panel discussion on “What’s Wrong With Col- 
lege Stores” and was enthusiastically applauded by 
the visitors. There were four speakers who addressed 
the meeting for (1) manufacturers, (2) universities, 
(3) publishers, and (4) college stores. They were re- 
spectively: C. E. Silloway, Chicago Pennant Company; 
Professor Lyons, New York University; Stanley Burn- 
shaw, Dryden Press: Douglas Stewart, University of 
Wisconsin Co-Op. 

The second day meeting consisted of a series of dis- 
cussions on supplies, books and miscellaneous mer- 
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Norman Saksvig, World’s Champion Typist, says: 


“I’ve tried ’em all and 
I still like Corona best.” 














“Typing helps young people in so 
many ways. You can think faster, 
clearer. It develops neatness and 
precision, encourages talent. Why 
not begin on a Corona 
today. I find them faster, 
more efficient and easier 
to operate.” 


See Corona dealer for 
free home trial. 


SMITH-CORONA 


ICE TYPEWRITERS PORTABLE TYPEWRITERS 








FREE BOOKLET—"Typing is forward this helpful booklet.(No 
Easy’’ by World’s Champion obligation to you). 
Typist Norman Saksvig. Send , ' 

f : L C Smith & Corona Typewriters Inc 
us your name and address on a Desk 6. 19% Alesond Gaenen 
penny post card and we will Syracuse, N. Y. 
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ANNUAL BANQUET OF THE N. A. C. S. CONVENTION IN NEW YORK, APRIL 30. 


chandise, with the evening left open for inspection of 
the exhibition hall. Speakers and addresses on the 
third day round table discussions were as follows: 

“Store Manuals,” H. W. Jordan, University of In- 
diana Bookstore, chairman; “Problems of the Women’s 
College Store,” C. Milton Pagel, Goucher College Book- 
store, Baltimore, chairman; “The Catholic College 
Store,” Brother Aquinas Thomas, Manhattan College 
Bookstore, chairman. In the evening the annual ban- 
quet was held and was followed by a splendid floor 
show and dancing. 

Among the companies in the office equipment in- 
dustries which maintained booths in the exhibition 
hall were: 

Acco Products, Inc.; H. O. Atwood & Associates; 
American Lead Pencil Company; American Pad & 
Paper Company; Bates Manufacturing Company; The 
Carter’s Ink Company; Joseph Dixon Crucible Com- 
pany; Eagle Pencil Company; Eberhard Faber Pencil 
Company; Esterbrook Pen Company; Eversharp, Inc.; 
Gregg Publishing Company; Chas. M. Higgins & Co., 


Inc.; C. Howard Hunt Pen Company; National Blank 
Book Company; Parker Pen Company; Sanford Ink 


Company; Smead 
Manufacturing 
and Wilson- 


Company; W. A. Sheaffer Pen 
Manufacturing Company; Trussell 
Company; L. E. Waterman Company, 


Jones Company 
—- ———--~ 


MILLER DIRECTS 1.M.A. MEETING 

William S. Miller, director of sales education and 
advertising manager He General Fireproofing 
Company, Youngstown, ‘Ss toastmaster of the 
annual dinner meeting o1 the Youngstown division of 
the Industrial Marketers Association in the Southern 
Hills Country Club on April 24. Richard P. Dodds, 
advertising manager of the Truscon Steel Company, 
and president of the National Industrial Advertisers’ 
Association, was principal speaker—AK 

—--—_- 


WILSON-JONES MEN HOLD GOLF TOURNAMENT 
In preparation for visiting dealers during the sum- 
mer months, twenty-four Wilson-Jones golfers wound 
up their early season practice by a golf tournament, 
held May 17 at the Medinah Country Club, near Chi- 
cago. 
J. L. Siegenthaler acted as host and arranged for 





GOLFERS AT THE WILSON-JONES TOURNAMENT AT 
MEDINAH.—({1) Charlie St. Louis, Worth Jackson, Harold 
Meidinger, George Brown. (2) Fred Pitt. (3) J. L. Seigenthaler. 
(4) Frank Straight, Ole Olson, Ed. Tardy, Jack Potts. (5) Jack 
Lenehan, Buenger, Harry Kulp, George Cormack. (6) E. F. 
Buenger, Fred Pitt, Harry Kulp, Glen Haley, Jack Lenehan. 


George Cormack, J. L. Siegenthaler posing for the photographer 

before play started or coats had been discarded. Whether or 

not the Wilson-Jonesites are expecting tough competition or 

are subtly planning a golf blitzkrieg for those putter-wielders 

unfortunate enough to come in contact with them, they one 
and all showed a pretty fine game. 
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WHY do the makers of VALSPAR 


Endorse Golumt RIBBONS & CARBONS? 
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aa iy and customers. In all probability, you now sell them 
t EAD the letter above. Valentine & Company, Inc.. other types of merchandise. Ribbon and carbon busi- 
together with leading Columbia users in many lines of — ness is profitable and once sold on a proved performance 
business, are themselves consumers of other products, and — basis, consistently repeats. Columbia is ready to help you 
buy with an eye to value and performance. More and solve the requirements of your customers with test-and- 
more, particular users of ribbons and carbons, are testing proof sales aid, and with a splendid program of sales 
and proving their ribbons and carbons before purchasing. cooperation. Don't let this profitable business slip by. 


Such firms are among your biggest and best prospects Write us for particulars. 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. L, N. Y. 
New York Sales and Export, 58-64 West 40th St. Kansas City, Mo., Dwight Bldg. 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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A COMPLETE LINE 
A PROFITABLE LINE! 


THE DEMAND for MODERN steel seating 
equipment has never been greater than it 
is today. Nor has there ever been a bet- 
ter, a more complete line of MODERN 
Harter Steel Chairs available to fill this 
demand. The luxurious, colorful Presidents, 
Harter's finest...the smart Comfit Line, 








@ Harter has paved the way for you. Sixteen 
years of building better chairs, aggressive ad- 
vertising, creating customer acceptance and 
satisfaction, securing the reputation as “Leader 
in the Steel Chair Field.” 

As an alert dealer, what is left for you to do? 
Actually, very litthe—if you will show these 
chairs, demonstrate them, invite comparisons. 
We urge you to learn more about them, and 
about Harter’s dealer co-operation. It will pay 
you well, because Harter means business for you! 


THE HARTER CORPORATION 


STURGIS, MICHIGAN 
Chicago Office: 14 E. Jackson Bivd. New York Office: 354 Fourth Ave. 


* 








“everything the name implies”... seven 
other complete lines of conventional steel 
chairs, PLUS the trim, ultra-modern new 
Selfit Line of steel posture chairs! All of 
them are pace-makers, real profit build- 
ers! See them. Write for catalogs today! 
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play on the Medinah Championship No. 3 course. 

George H. Wolcott presented a beautiful trophy 
which was won by Glen Haley of the engineering divi- 
sion. Golf balls presented by George H. Dawson were 
awarded as second, third and fourth prizes. Jack 
Lenehan made the presentations, in his usual grand 
style. Dick Quirin acted as chairman and staff pho- 
tographer; Harold Gould as co-chairman. 

Following the play at the nineteenth hole, an appe- 
tizing full course dinner topped off a perfect day of 


pleasure. 
—> 
N. F. S. A. CONVENTION OPENS JUNE 12 

With plans completed for the presentation of an 
impressive list of prominent speakers, a program of 
entertainment and a series of special events for the 
ladies, the sixth annual convention of the National 
Federation of Sales Executives opens at the Hotel 
Netherlands Plaza, Cincinnati, Ohio, on June 12. It is 
scheduled to last for three days. 

A program which fairly sparkles with headliners is 
the result of many weeks of hard work on the part of 
a committee headed by Harry C. Anderson of The 
Globe-Wernicke Co. This committee has pooled its 
efforts with one idea in mind—to better last year’s 
meeting at Milwaukee, which went down in the rec- 
ords as one of the finest and most successful gather- 
ings in the history of the federation. 

The list of speakers for the three days and their 
subjects are listed as follows: 

Thursday, June 12 

Address of welcome by Mayor James Garfield Stew- 
art; Response, Harold J. Cummings, president of 
NFSA; “Sales Management in a World at War,” by 
R. H. Grant, vice-president, General Motors Corpora- 
tion; “Changing Trends in Marketing,” by Frank M. 
Surface, Standard Oil Company; “What Canadian 
Business Has Experienced During the War,” by Floyd 
S. Chalmers, The Financial Post, Toronto; “Trial of 
N. E. Staller,” a demonstration of dramatized selling 
by L. L. Shoemaker, National Cash Register Company. 

Friday 

“Aviation’s Place in Post-War Adjustment,” by I. S. 
Randall, T.W.A.;: “Selling in a Seller’s Market,” by 
J. J. Nance, Zenith Radio Corporation; “Selling’s Con- 
tribution to America’s Progress,” by “Red” Motley, 
Crowell-Collier Publishing Company; “N.F.S.E. Pro- 
gram for the Future,” by President Cummings; “Busi- 
ness Under Arms,” by Col. Willard Chevalier, publisher 
of Business Week; “How Chevrolet Builds Its Sales 
Organization,” by Earl F. Hayes, General Motors Cor- 
poration; “Recruiting the Sales Force Today,” a dis- 
cussion to be led by R. F. Lovett, Roy E. Fruehauf, 
Ed. C. Schroedel and Jack Reville. 

At the annual banquet, to be held that evening, the 
speaker of the event will be Major George F. Eliot, and 
his subject will be “What Will Happen if War Comes 
to America.” 

Saturday 

“Characteristics of Star Salesmen Under the X- 
Ray,” by M. J. Lacey, Lacey Institute; “What Salesmen 
Must Do to Sell in Today’s Market,” by Burton Bige- 
low, Burton Bigelow Organization. 

On Thursday evening will be held the stag buffet 
dinner at the Cincinnati Club with a program of 
entertainment guaranteed to entertain. A special pro- 
gram has been arranged for the ladies. 

—? 2 


BOSTON STATIONERS ALL SET FOR JUNE OUTING 

Next to St. Patrick’s Day, the annual outing of the 
Boston Stationers Association is the most important 
event insofar as the Massachusetts quota of the in- 
dustry is concerned. And this year the event promises 
to be bigger and better than ever 

The outing will be held on June 28 at Seiler’s Ten 
Acres on Route 20 and stationers and travelers from 
every part of New England are expected to forget 
work for the day and journey to Boston. Likewise 
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| YOUR BUYING 


Lo YOUR SALES 


a 
ae One of the eleven 6 


and 7 column Monarch 
Adding Machines, hand 
and electric, that are 
distributed exclusively 
by AWMCO. 





The American Writing Machine Company can 
supply you with just about everything a success- 
ful typewriter dealer needs! Take advantage of 
our quick, helpful service. You will find that by 
centralizing your buying in AWMCO, you will 


have much more time to devote to sales! 


Factory Recon- 
ditioned Rem- 
ington Noiseless 
No. 6 offers you 
an opportunity 
for quick turn- 
over and good 


profit. 





Rebuilt Remingtons Monarch Adders 
Monarch Portables 


Invincible Ribbons 


Invincible Carbon 


Rough Typewriters 
Typewriter Parts 
Invincible Platens 
Rubberite Stencils 


Ty pewriter Tools 


Shop Supplies 


And Other Items 








AMERICAN WRITING MACHINE CO. 


115-717 WORTH STREET 


Est. 1880 


NEW YORK,°N. Y 
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LIKE AN OASIS 
in THE MIDDLE 
of THE DESERT 


You need not rack your brains looking for a 
method of maintaining summer sales. Liberty 
Permanent Storage Binders will help you do the 
job. They sell any time, and anywhere that loose 
leaf records are kept. There is a steady demand 
for them because they are used for the type of 
forms that accumulates rapidly. 


The summer months give you an opportunity to 
make a concentrated drive to line up Liberty 
Binder customers customers whose initial 
binder orders will surprise you and whose re- 
peat business will be a volume builder through- 
out the year. 


These Features Sell 
Liberty Permanent Binders 


1. They are the very essence of economy. Covers are 
made of steel-strong brown Masonite presswood 
hinged with brown levant grain fabrikoid. 


2. The patented telescoping binder posts lock perma- 
nently under thumb pressure. 


3. Your customer's own office help can 
bind records in book form neatly 
and permanently at any time with- 
out the use of tools 


4. Posts do not project, therefore 
binders stack evenly or fit flush on 
shelves. 


5. They are reasonably priced in any 
quantity and in either stock or 
special sizes. 


LIBERAL TRADE DISCOUNTS 


Thousands of Dealers selling this 


modern Permanent Storage Binder eee —_ A 


are enjoying a highly profitable 
and easy to get volume business. 
Write to-day and we will tell you 
how you can also a, 
share in the profit of @U§ . 
a rapidly expanding ey A) 
=" 


market. 


BANKERS BOX COMPANY 


CHICAGO, ILL. 





$36 S. CLARK STREET 
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manufacturers are being advised that their presence 
is ardently solicited. 

A committee headed by Chairman A. F. Rebhan, 
Blake & Rebhan Company, 115 Federal street, Boston, 
urges those expecting to attend the outing to com- 
municate with Mr. Rebhan at their earliest opportu- 
nity. 

—->¢ 
GLOBE-WERNICKE HELPS GARVIN STAGE 
“OFFICE” SHOW 

A session on defense work of business organizations 
was a feature of the program at the recent annual 
meeting of the U. S. Chamber of Commerce at the 
Mayflower hotel, Washington. It was presided over 
by Charles P. Garvin, genera! manager of the National 
Stationers Association, and chairman of the trade 





THESPIAN CHARLIE GARVIN WOWS ‘EM AS STAGE STAR. 

—(Top) Close-up of the stage shownig the Streamliner equip- 

ment supplied by The Globe-Wernicke Co. and the red leather 

couch loaned by Charles G. Stott & Company. (Lower) Gen- 

eral view of the large audience which enthusiastically ap- 
plauded the show. 


association committee in cooperation with the Depart- 
ment of Commerce. 

The meeting followed an army and navy luncheon, 
attended by General George C. Marshall, chief of staff 
of the army, and Admiral Harold B. Stark of the navy. 
Nearly one thousand persons were present in the 
grand ballroom of the hotel, a much larger crowd 
than was expected. 

On the stage was an up-to-date office furnished in 
the new seal gray finish and supplied through the 
courtesy of Globe-Wernicke Co., with Chairman Gar- 
vin at the executive desk seated in a comfortable pos- 
ture chair, and the rest of the panel looked very much 
at home on a red leather couch, made available 
through the courtesy of Charles G. Stott & Company. 
Additional equipment included matching side chairs, 
much as they would appear at any conference, and 
the office was completely furnished with a rug on the 
floor, pictures on the wall, fluorescent desk lamps, 
secretary's desk, costumer, file and bookcase matched 
to finish the other equipment, smoking stands, an 
American flag on the desk, and a vase of flowers on 
the table 

Mr. Garvin opened the meeting by reading a resolu- 
tion passed by the San Antonio Chamber of Commerce 
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Did he fall... 
or was he pushed? 


ERE WE SEE the last act of the most important 
H play on earth to many a typewriter dealer: The 
Sale of a Portable. 

Now, it’s a funny thing about Royal dealers—the 
last act is often the only one in which they need to 
play a part. For, instead of having to go out and round 
up all prospects, nurse “em along, and build “em up- 
many of their sales come from folks who just step in 
out of nowhere and ask to see a Royal! 

How come? Well, the best way to answer that is to 


draw back the curtain on the first three acts. Here goes: 
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ACT I. Our play opens in the living room of a modest home. 
As usual, Mom is having trouble getting Willie started on 
his homework. As usual, Willie is having trouble with his 
homework. And as usual, Pop is wondering how come a son 


of his gets such low grades. 








ACT Il. Later that evening. Willie has gone to his room. 
Mom, while looking at Life (or Collier’s, or The Post) has 
come across the latest Royal ad. She reads that youngsters 
who do their homework on typewriters get higher grades 
and are better students than those who do it the old- 
fashioned way: longhand. Facts and figures are given to 


back up these claims. Mom shows the ad to Pop. 











ACT Ill. Here they are, ready to buy. Not all in the same 
evening, of course. But the constant reminder of those full- 
page Royal ads month after month planted the seed that 
will lead to this sale. For there’s no easier way to a man’s 
pocketbook than through his desire to give his kids a better 


chance in life than he had. 


As, 
Ga 





ACT IV. Royal advertising has helped to put more Port- 
ables into homes than any advertising in recent years. You 
notice we say Portables, not just Royals. Because this adver- 
tising sells the advantages of all Portables! (But you can 
bet your bottom dollar Royal dealers are getting more than 


their share of this increased business. 





ROYAL PORTABLE 
THE Standard Typewriter in Portable Size 


Copyright 1941 Royal Typewriter Company, Inc. 




















a of the individual 


r...and structurally-matched 
to the hard service imposed 


upon it in today's busy office. 


*The age of metal... its progress 
and its adaptability ... is typi- 
fied in the smart appearance 
and long life of the GoodForm 
Adjustable Steel Office Chair. 
Likewise, the need for alert 
workers.. .. the urgency for 
“a greater speed, greater accuracy, 
less ‘ ‘time out”. . . these factors, 
“foo, are en segaae er ew 

















66 OFFICE APPLIANCES 


co 
Bassick PROTECTION EQUIPMENT 


( 








RUBBER 
CUSHION GLIDES 





DIAMOND-ARROW CASTERS 





RUBBER 
DESK SHOES 





NOMAR FURNITURE RESTS 


K yOU 


yOUR CUSTOMERS WILL THAN 


WHEN YOU SEL 
OF FLOOR PROT 
_THERE 1S NOTHIN 


L THE BASSICK LINE 
ECTION PRODUCTS: 
G QUITE SO FINE. 








ATLASITE CUPS 














There is profitable business for every office 
equipment dealer in selling the Bassick line 
of casters and complete floor protection 
equipment. 


Display these products in your store and 
offer them to your customers on every eall. 
Write for information on display block and 
complete catalog. 





THE BASSICK COMPANY ¢ Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 





a 


Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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in tribute to L. B. Clegg, past-president of that organ- 
ization, and for twenty-three years a member of the 
Military Affairs Committee of the Chamber. During 
that period he played an important part in making 
San Antonio headquarters for the largest military 
center in the United States. 

Mr. Garvin stated, “The reason for this meeting is 
that we want to illustrate what is being done by the 
organized business associations and organizations of 
the country.” 


He told his audience that the office | 


scene was the logical setup for a meeting of this type, | 
as the defense of the nation depends to a considerable | 


extent on the office equipment industries, and pointed 
out that the O.P.M., O.E.M. and all other government 
divisions could not operate long without the proper 
office setup. 

Other speakers on the program included Herman 


Lind, president of the American Institute of Bolt, Nut | 
and Rivet Manufacturers, and head of the American | 


Trade Association Executives; Pyke Johnson, execu- 
tive vice-president of the Automobile Manufacturers 
Association and a consultant of O.P.M.; Frank J. 
Whiffler of the National Restaurant Association. Ex- 
amples of the work of local chambers of commerce in 
making surveys of their industrial resources were 
given by three Chamber of Commerce executives, Rus- 
sell Rhodes of Tulsa, Okla., Robert Crosby of Bridge- 
port, Conn., and Harold Weber of Oakland, Calif. 
The meeting presided over by General Manager 
Garvin was declared to be one of the highlights of the 


entire program, and created much favorable comment. | 





LOS ANGELES VIEWS UEF PRODUCTS.—When the annual 
industrial exposition was held recently by the Purchasing 
Agents’ Association of Los Angeles, the local branch of the 
Underwood Elliott Fisher Company presented this display for 
the visitors. The event was held in the Elks’ club on April 17 
and proved to be one of the best one-day business shows in 
recent years. 
°*—-© 
THIRD DISTRICT READY FOR MEETING 
JUNE 13-14 

Members of the third regional district of the Na- 
tional Stationers Association have made every arrange- 
ment to be among those present when the district’s 
annual meeting is held in the Claridge hotel, Atlantic 
City, N. J., on June 13 and 14. 

And hard-working committeemen, headed by Re- 
gional Governor A. W. Gill, A. W. Gill & Company, 
Trenton, N. J., have completed last-minute details 
and likewise await the opening rap of the gavel which 
will officially usher in the convention. 

Following an address of welcome by Al Morgan, of 
the Atlantic City Convention Bureau, and introduc- 
tions via microphone and Charlie Garvin, the del- 
egates will hear an address by N.S.A. President Owen 
G. Bayless, whose subject has not yet been announced. 
Two other speakers for the opening session and their 
subjects are: Roy Wells, Postindex division, Art Metal 
Construction Company, “A Traveling Man Looks at 
the Business from the Head Office,” and Stuart Fitz- 
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“WORLD'S FINEST 
STAPLER” 


COMBINES 


FOUR 
OPERATIONS 


IN ONE MACHINE STAPLES 


Se a 





A demonstration quickly sells this versatile 
new machine. For only The Aceliner 
staples, pins, tacks and hand fastens... 
offers four staplers in one! Hand balanced 
and built with watch-like precision from 
finest triple plated steel, it is guaranteed 
for a lifetime of dependable, trouble-free 
service. Durable molded plastic tops are 
available in 4 colors...Walnut Brown, Ma- 
hogany Red, Emerald Green or plain Black. 


STREAMLINED FOR BIGGER SALES 


Finer quality and greater efficiency are 
reflected in the outstanding beauty of its 
colorful, streamlined design. The Aceliner 
will help you increase your stapler sales 
and profits more than you ever thought 
possible! Stock and feature an assortment 
of all colors. 


AN “ACE” for EVERY PURSE or PURPOSE 


The complete ACE line offers better ma- 
chines and staples for every purse and 
purpose. Also the popular ACE Staple 
REMOVER... your opportunity for an extra 
profit with every Stapler yousell.Write today! 


SEND FOR NEW CATALOG AND PRICES 


ACE FASTENER CORPORATION 
3415 N. Ashland Ave., Chicago, IIl. 

Send complete information on the Aceliner 
and other Ace Staplers, Staples, and Staple 
Remover. 


Name siiaieie 


Address ae See soe 


GUARANTEED FOR A LIFETIME! 




















This file will create NEW markets for you! 
Made of heavy Gray or Red PRESSBOARD 


with a 1 inch expansion and metal tab. 
ACCO fasteners keep papers in place. 


Index sheets are 150 lb. Ropemanila—printed 
headings can be made to fit any filing system. 


Size 10” x 1434” 


SEND FOR SAMPLES AND COPY OF 
NEW CATALOG OF COMPLETE LINE. 


QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office 
Quolity Park Warehouse 
St. Peul, Minnesota 11-116 Merchandise Mart 
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patrick, U.S. Chamber of Commerce, “Organized Busi- 
ness in War Time.” 

On the following day there will be a meeting of 
owners and managers of retail stores. Subjects which 
will be discussed at this gathering include (1) cut- 
ting prices, (2) direct mail advertising, (3) fair trade 
practices, (4) exclusive items, (5) selling every Tom, 
Dick and Harry, (6) selling the government, (7) sales 
records, (8) cost of operation with charts, (9) hiring 
men, (10) commission versus salaries and (11) manu- 
facturers selling direct and through dealers. 

The Penn-Mar-Va Travelers Club will do its share 
toward making everybody happy by providing a fund 
of entertainment. This will include the Penn-Mar-Va 
“Ranch Night,” which is so far shrouded in mystery, 
and a golf tournament at the Country Club of Atlantic 
City, Northfield, N. J. 

—- 

CHICAGO TY PEWRITER DEALERS MEET MONDAY 
NIGHT AND ATTEND MILWAUKEE 
MEETING TUESDAY 

The regular monthly meeting of the Chicago Type- 
writer Dealers Association was called to order by 
President Sam Fogel on Monday evening, May 12, in 
the Sherman hotel. 

After a short discussion of the national convention 
plans, an invitation from the Milwaukee Typewriter 
& Office Machine Dealers Association to attend its 
meeting on the following evening was read and 
accepted. Two out-of-town visitors were presented— 
J. J. Conrad, Royal Typewriter Company, Dallas, Tex., 
and Joe Galland, Liberty Typewriter Company, New 
York N. Y. 

Herb Foley, Chicago manager of L. C. Smith & 
Corona Typewriters, Inc., was called on for a few 
remarks. He spoke briefly and made some fine sug- 
gestions in reference to the coming convention. 

The meeting adjourned rather early to permit those 
who planned to go to Milwaukee the next day an 
opportunity for storing up some sleep. 

The next day the following took the trip to Mil- 
waukee: Elmer Young, Roy Hoover and James W. 
Jacobs of the Young Office Equipment Company; Hans 
Wagner, Wagner Typewriter Exchange, and his 
brother; Otto Ernst, Typewriter Inspection Company; 
Al Hug, University of Chicago Book Store; L. K 
Doebler, Office Equipment Exchange, and Hank 
Schroeder, Remington Rand Inc. 

The group left late in the afternoon, but arrived in 
time to visit the Public Museum, where the Dietz col- 
lection of typewriters is on permanent display. Then 
they went to the Medford hotel, where the Milwaukee 
Typewriter & Office Machine Dealers Association reg- 
ular meeting was held. Alderman Carl P. Dietz made 
some interesting comments on his typewriter collec- 
tion, how he had started it and how he had succeeded 
in making it so extensive. 

Roy Hoover, as secretary of the Chicago convention 
committee, was called on and presented high lights 
of the national assembly program as thus far devel- 
oped. 

The meeting was held under the chairmanship of 
J. O. Waedekin, American Writing Machine Company, 
and president of the Milwaukee organization. The 
other officers are vice-president, F. W. Gray, Riewer 
& Gray, and esis T. J. Terwelp, Acme 
Typewriter Exchange 

—><-— 
ILLINOIS RIBBON AND CARBON MEN PLAN 
ANNUAL GOLF OUTING 

Plans for the organization’s fourth annual golf out- 
ing formed the principal subject of discussion at the 
regular monthly meeting of the Illinois Carbon Paper 
& Inked Ribbon Association, held on May 5 in the 
Atlantic hotel, Chicago 

Despite a trend toward steadily increasing business 
which all m ember Ss reported, there was a good turnout 
to greet President Fred Neely, Fred W. Neely Com- 
pany, when he opened the meeting. Luncheon oc- 
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What’s the biggest news that’s happened in the 
carbon paper industry in the past quarter 


century ?—it’s OLD TOWN’S amazing new Curl Proof 


DAWN CARBON PAPER 


A T LAST—OLD TOWN Technicians solve the problem which 
has baffled carbon paper makers since the industry began 


removing the curl from carbon. 


If you think this is a lavish claim make your own test. 
Place a sheet of DAWN on your hot radiator, then transfer 
quickly to the cold top of your desk. DAWN will not curl. 
Resists heat and humidity. Defies dampness and cold. Re- 


mains flat as a ruler after days of hard usage. And most 









Lovely Ona Munson as she appears 


amazing, DAWN costs no more than ordinary carbon! in “Lady from Louisiana” a Repub- 
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et Qe TOWN’S mighty merchandising plan 
. marches on to greater sales. Dominant 


point-of-purchase material draws dramatic attention to OLD TOWN. An ever-expanding 

national advertising campaign heightens the public’s interest in the products you sell. 

Vigorous co-operation between factory representatives and your own salesmen opens 
2 I ; , I 


up profitable new consumer business. 


1941 belongs to OLD TOWN! We're heading for the heights. If you would like to come 
along write today for details of America’s most sought-after ribbon and carbon 





franchise. 


“ , * 
The Secret of Beautiful Letters’? contains 

a veritable mint of information for smart 
Secretaries Send for your tree copy 


OLD TOWN wn, bond &- Carbons 


Vi “MAKE A GOOD IMPRESSION” 


a 











750 Pacific Street, Brooklyn, N. Y. 59 East Van Buren Street, Chicago 788 Mission Street, San Francisco 
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1T PAYS TO SELL THIS “TRI-GUARD” FILE 
THAT SPEEDS UP FILING AND FINDING 










Compare the Globe-Wernicke Tri-Guard three-rod filing principle with any kind 
of one-rod file and see for yourself how it saves time and work in the filing depart- 


ment. This revolutionary improvement in filing protects valuable papers, makes 


it easy to file or find and reduces office expense. 








The Tri-Guard feature is For 


Tri-Guard Three-Rod File @ 
faster filing and finding. #& 


available in both steel and Contents of drawer cannot slump 


wood filing cabinets and indexing is always visible... 


easy to file . . . easy to find. 








With increased business activities, now is the time to feature Tri-Guard 
files and the Safeguard filing plan. This exclusive combination will serve 


your customers best and assures you of all the supply business. 


Write for more information and details of our attractive proposition to dealers. 





V-CUT POCKET 






TRI-GUARD 
SUPPORT 






SWAY CHECK 

















The rods over top of drawer 
sides keep guides substan- 
tially upright without com- 
pression. The ‘“‘sway-check’’ 
is obtained without the use 


of mechanical accessories. s 3 


























In the Tri-Guard file, each 
guide slides on three rods... 
one at the bottom, and one 
on each side of the drawer. 
This patented filing principle 


saves time and work. i S 
re 
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A “V"’ shaped filing pocket is 
formed by a touch of the 
fingers. This affords ample 
working space, saves time, 
work, wear and tear on con- 
tents of drawer. 


has sail 
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cupied the first hour and after that those present 
settled down for a business session. 

Following brief discussions of other matters Presi- 
dent Neely then reminded the group that with trees 
budding, vacations being planned and robins strutting 
about on everybody’s front lawn the time had arrived 
for planning the annual outing. This resulted in the 
following decision: 

The outing will be held during the last week of 
June, the place will be the Bob O’Link Golf Club at 
Highland Park, Ill., and the host for the day will be 
Harold Quest, president of the Quest Manufacturing 
Company, and past president of the association. 

A serious note was sounded when Association Sec- 
retary Len Kenney, Leonard D. Kenney & Company, 
Chicago, informed those present of the serious illness 
of Mrs. Harry Braham, whose husband is Chicago 
manager for the Old Town Ribbon & Carbon Com- 
pany. Mrs. Braham, it was learned, is a patient in 
the South Shore hospital where her condition was 
reported grave. As soon as Mr. Kenney made his 
announcement arrangements were immediately made 
to send flowers to Mrs. Braham, and at the same time 
forward to Mr. Braham the association’s heartfelt 
wishes for his wife’s speedy recovery. 

Mr. Braham is one of the oldest and most popular 
members of the organization and prior to his wife’s 
illness has attended all monthly meetings for a period 
of several years. 

—-¢ 

“GUILD” STATIONERS HOLD BUSINESS SHOW 

The Stationers Guild of America displayed its en- 
tire line of products at a business show held May 14 
in the Abbey hotel, 149 West Fifty-first street, New 
York City. 

Thirty manufacturers exhibited and the attractive 
packaging produced in the standard Guild designs 
made an elaborate show. A committee, composed of 
W. L. Jaques, Henry Frank, John J. O’Brien and G. H. 





GENERAL VIEW OF THE GUILD DISPLAY OF PRODUCTS 


Bayer, was rewarded for its tireless efforts by the 
attendance of many out-of-town Guild members and 
approximately 150 executives and employees from the 
New York Metropolitan area. 

Guild General Manager Al Williams superintended 
the arrangements and provided a buffet supper for 
all those attending. 

Both the exhibitors and visitors expressed satisfac- 
tion with the show and many voiced the belief that 
the event should be held annually. 

Among the firms which exhibited their products 
were the following: 

American Crayon Company, 1706 Hayes avenue, San- 
dusky, Ohio; Art Steel Company, Inc., 300 East 145th 
street, New York, N. Y.; H. Boker & Company, Inc., 
101 Duane street, New York, N. Y.; Boorum & Pease 
Company, 84 Hudson avenue, Brooklyn; Cardinell Cor- 
poration, Montclair, N. J.; Cellulose Paper & Convert- 
ing Company, 2835 North Third street, Philadelphia; 
Center Shaft Penholder Company, Camden, N. J.; 
Columbia Ribbon & Carbon Company, Glen Cove, Long 
Island; Defiance Sales Corporation, 72 Spring street, 
New York, N. Y.; District of Columbia Paper Mills, 
Washington, D. C.; Joseph Dixon Crucible Company, 





The Supner-Geature 
ADDING MACHINE ROLL 


1 


, 290 feet in every 


roll. 


_ 
Every roll is hard 
wound, no breaks, 
no patches. 


cE 
Every roll has warning 
signal in red, three feet 
before the end of the roll. 


4 
Every roll is smooth, individ- 
ually sanded, vacuumed and 
brushed. Clean, easy to handle, 
easy to use. 


5 


Cores are hardwood .. . wax- 
dipped. clean and free of splinters. 


) 


Every roll in any of the 5 grades is 
uniform in quality, texture and weight — 
standard for the particular grade. 


Snotseald 


NO WASTE IN STARTING THE ROLL 


This patented feature makes starting a new roll 
easy ... and eliminates practically all waste. 
Full measure in SPOTSEALD ROLLS and you 


can use all of every roll. 


PAPER SPECIALISTS FOR THE STATIONER 


ROCKWELL-BARNES CO. 


1525 West 38th Street 


Chicago 
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HIGH PROFITS for deal- 
ers with the new HIGH 
QUALITY FAIR GENU- 
INE WALNUT HAND 
RUBBED COSTUMERS. 
\T a price unheard of 


in genuine walnut history 


SIZE 


70” high over- 


all; post 215” 


x 214”: block 
turned legs 2” 


x 51%” x 22”; 


hooks oxidized 


Send for cata- 
logue and price 
list 








FAIR FURNITURE COMPANY 


MANUFACTURERS OF 
Desk Pads COSTUMERS Chair Cushions 
NEWARK, NEW JERSEY, U.S.A. 
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Jersey City, N. J.; Eastern Tablet Corporation, Holyoke, 
Mass.; Eureka Blank Book Company, Holyoke, Mass.; 
A. W. Faber, Inc., Newark, N. J.; Fulton Specialty 
Company, Elizabeth, N. J.; Goodrith Company, Akron, 
Ohio; Charles M. Higgins & Company, Inc., 271 Ninth 
street, Brooklyn; C. Howard Hunt Pen Company, 
Camden, N. J.; ID L Manufacturing & Sales Corpora- 
tion, 50 Franklin street, New York, N. Y.; Martens 
Type Cleaner Co.; 3 West 29th street, New York, 
N. Y.; Morton Manufacturing Company, Louisville, 
Ky.; National FiberstoK Envelope Company, 425 Moyer 
street, Philadelphia; National Vulcanized Fibre Com- 
pany, Wilmington, Del.; Oakville Company, Oakville, 
Conn.; Peerless Key-Imperial Manufacturing Com- 
pany, 407 Mulberry street, Newark, N. J.; Powers Paper 
Company, 149 Wason avenue, Springfield, Mass.; Polar 
Manufacturing Company, 323 North Thirteenth street, 
Philadelphia; Roberts Numbering Machine Company, 
694 Jamaica avenue, Brooklyn; Rodic Rubber Corpora- 
tion, Garwood, N. J.; Schlessinger Bros., Philadelphia; 
Veit Company, 1947 East Kirby street, Detroit, Mich.; 
Weis Manufacturing Company, Monroe, Mich.; Whit- 
ing Patterson Company, 320 North Thirteenth street, 
Philadelphia. 


_— ee 


N.A.C.A. HOLDS PEORIA BUSINESS SHOW 
The Peoria, Ill., chapter of the National Association 
of Cost Accountants last month held a business show 
in the Inglaterra auditorium. The event, which drew 
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PEORIA MEETS GW EQUIPMENT.—At the show one of the 
principal displays was that of Jacquin & Company, Peoria, and 
it features products of The Globe-Wernicke Co., as shown 
above. 


large crowds of visitors on May 13 and 14, was given 
the designation of “The Office of Tomorrow.” 

Among the many manufacturing companies which 
maintained display booths were the following: 

Addressograph-Multigraph Agency; American Sales 
Book Company, Inc.; Edward C. Barnes & Bro.; 
Boorum & Pease Company; Burroughs Adding Ma- 
chine Company; Business Equipment Company; Cal- 
lender Business Machines; Comptometer Company; 
Ray Defenbaugh Company; Dictaphone Corporation; 
Ditto, Inc.; A. Espenscheid; Illinois Office Machines; 
International Business Machines Corporation. 

Jacquin & Company; Marchant Calculating Machine 
Company; Monroe Calculating Machine Company; 
National Cash Register Company; Office Systems & 
Equipment Company; Peoria Typewriter Company; 
Remington Rand Inc.; Shelby Salesbook Company; 
L. C. Smith & Corona Typewriters, Inc.; Standard 
Register Company; John C. Streibich Company; Tall- 
man, Robbins & Company; Varityper Sales & Service 


ee 


NEW YORK O. M. D. A. MEETS 
An unusually large crowd attended the 119th meet- 
ing of the Office Machine Dealers Association of New 
York on May 8 


This was the first gathering held in 














NORE SPEED TO YOUR SALES WITH | 
ESKS THAT ARE GEARED TO ACTION! 











Art Metal 


Jamestown, New York 
U.S.A 


@ Regardless of a prospect's desk requirements, Art Metal dealers have a model 


to meet them. 


Art Metal's ‘‘work-geared” desks (in both Airline and Mainliner Models) are 
especially designed to facilitate top efficiency in each particular job. The 
requirements of a Cashier, for instance, are decidedly different from those of an 
Engineer, and Art Metal has scientifically planned each desk to fit the needs of 
each job. Alert Purchasing Agents and other executives appreciate this aid to 
personal desk efficiency, and today are paying more attention than ever to the ART METAL DICTATING MACHINE DRAWER INSERT . . 


provides full convenience for use of machine and 





selection of proper equipment. Completeness of line and many exclusive fea- plenty of room for cylinder storage. The machine 

. : é A ‘ . connects with the wiring outlet inside the desk and 
tures give Art Metal first call. Perhaps your territory is still open. Write for further has automatic cut-off. The drawer insertis designed 
, . —- . % to accommodate all standard dictating machines. 
information to Agency Division, Art Metal Construction Co., Jamestown, N. Y. It keeps your prospect's desks ‘cleared for action. 
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The merchandise is the finest. The packaging is the 
most beautiful. And the two are bathed in FLUORES- 


CENT LIGHT backed by a gold mirror reflection. 


There never has been anything else of this kind so rich, 


so effective for your window. 


Be sure you get at least one—while the supply lasts— 
to enhance your pen department, and to go far in 
helping you move more high-unit Sheaffer sets. 


There's one waiting for you FREE, or at a slight cost, 
depending on the plan you select. Get the details today. 
Write! 


W. A. SHEAFFER PEN COMPANY, Fort Madison, la. 








SHEAFFER'S 
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the organization’s new meeting place, the Madison 
restaurant, 3 East Thirty-fifth street. 

President John A. LaHiff, J. E. Albright & Company, 
outlined a plan for the financing of installment sales 
by members which met with hearty approval of those 
present and resulted in the forming of a committee 
to further investigate and report back at the next 
meeting. 

Plans for the June meeting, which is to be the last 
before the Chicago convention date arrives, include 
the presentation of the itinerary of the combination 


train and boat trip to Chicago. 
2 


LAW ADDRESSES CONNECTICUT VALLEY 
STATIONERS 

A nice turnout of the membership marked the May 
20 meeting of the Connecticut Valley Stationers Asso- 
ciation held in the City Club, Hartford. The speaker of 
the evening was O. A. Law, New England representa- 
tive of the Boorum & Pease Company. 

Mr. Law spoke on a subject with which he is thor- 
oughly acquainted—visible equipment. It was a highly 
interesting talk and brought home to those present 
the fact that regardless of the line sold the basic 
principles of visible are the same and call for a com- 
plete knowledge of the product and its applications. 
The club as a whole voiced its appreciation of Mr. 
Law’s appearance at the meeting and the generosity 
of President J. W. Tamany of B. & P., in making it 
possible for the speaker to address the gathering. 

On June 18 the club is scheduled to hold its annual 
outing at Middlefield, which is described as “up in the 
hills in the famous Apple Orchard country.” It is to 
be a day of fun and frolic which will be described in 


the July issue. 
—-¢ 


CARGILL HOLDS SALES MEETING 


With a turnout of thirty-one officials, salesmen and 
other employees present for the event, the annual 
sales meeting of The Cargill Company, Houston, Tex., 
was held May 10 at the Rice hotel in that city. 

P. T. Pearce, vice-president in charge of sales, was 
chairman of the meeting and, following an address 
of welcome by President Frank C. Clemens, he intro- 
duced the other speakers, who included the following: 

Dick Towne, secretary of the National Blank Book 
Company, Holyoke, Mass.; Tom Hanson, Tulsa, district 
representative of National, and Howard Pfau, Chicago, 
vice-president and sales manager of the Central Desk 
Company. 


Following the brief addresses, those present viewed | 


sound motion pictures presented by the Coca-Cola 
Company and Cox & Blackburn. Upon adjournment 
of the meeting the group attended the salesmen’s 
annual banquet at the Rice hotel. 

. *—-« - 


SO. CALIF. STATIONERS ELECT OFFICERS 


At the annual meeting of the Southern California 
Stationers Association, held on April 15, the following 
officers were elected for the coming year: 

President, Al Davidson; vice-president (re-elected) , 
Omar Boyd; secretary-treasurer, Blake Lockard. 

Mr. Davison is president of the Los Angeles Stamp 
& Stationery Company, and Mr. Boyd is head of the 
Stationers Corporation, both firms being in Los An- 
geles. 

—-> 
RUSSELL CONDUCTS C. OF C. BANQUET 

Floyd M. Russell, chairman of the Youngstown, Ohio, 
Chamber of Commerce traffic bureau, and traffic man- 
ager of The General Fireproofing Company, was toast- 
master at the bureau’s fourth annual dinner held 
April 23 at the Youngstown Club.—AK 

o—=e 
U. S. REPORT SHOWS BUSINESS ON 
STEADY INCREASE 

That business in steel office furniture, steel shelving 

and steel lockers is definitely on the up trend and 


900 E. 95th St. 


During this period 
of exceptional stress, 
the concentrated at- 
tention of our entire 
organization is di- 
rected to the prob- 
lem of how best to 
serve our trade. 


No effort will be 
spared to the end 
that we might evi- 
dence, in concrete 
fashion, thru these 
hectic days, our keen 
appreciation of the 
loyal support we 
have always re- 
ceived from our 
dealers thruout the 
country. 


MANUFACTURING 


COMPANY 

























Chicago, Ill. 














Better Business . . . Better Profits 
with Graffco Products 
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for instance, are in real de- 
and value to maps and 
distribution, indicate 
Widely used by 
Unbreakable 
of colors, 


These superior Maptacks, 
mand for bringing graphic life 
charts. They visualize and 
locations, emphasize trends and changes. 
political and governmental organizations, ete. 
heads; A thousand combinations 


symbols, ete 


MAPTACKS... 


naffcr 


SIGNALS... 


Graffco’s modern Signals in- 
crease the efficiency and ref- 
erence speed of vert ical a nd 
50% to 
line for 


sales 


needle points. 





visible records by 
200%. A complete 
every type of system. 


e NU-VISE e 


The new Signal for vertical card rec- 
ords, Easier to attach; grips firmly. 
No projections to catch on other cards 
No increase in thickness. In 12 bril- 
liant colors, and printed sets. 














A i ee 


c 04 No.08 


No.09 No 02 ) 
( The 


ible records. 


e NU-VIZ e 
streamlined” Signal for vis- 
Patented construc- 


tion for ease of attaching. No up- 





turned lip to catch on other cards 
Of plated steel, in 4 
widths, 12 


or sheets. 
styles, 3 brilliant 


colors. 


e CELLUGRAF e 


The unique celluloid Signal with the grip 
for visible systems. Trans- 














of steel... 
parent style in 6 colors and 2 sizes gives 
full visibility to data. 
colors and 2 sizes, 

for added pen or pencil notations. 


Opaque style in 4 


with matte surface 


the famous Vise and Viz Sig- 
Tabs, and other 
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nals, Vise Clips, Index 


items. 
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Write us for samples and prices. 


GEORGE B. GRAFF COMPANY 


54 Washburn Ave. Cambridge, Mass. 
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shows huge increases for the first three months of 
this year over a similar period of 1940 is revealed by 
a recent news release from the United States Depart- 
ment of Commerce. 

Increases reported in two of the three items men- 
tioned above for the first quarter of 1939 and 1940 
were not startling in their extent, while there actually 
existed a definite decrease in the case of steel lockers. 
But the figures for 1940-41 tell a different story. They 
are as follows: 

Steel office furniture: 
totaled $6,663,125 and (1941) 

Steel shelving: New orders received 
$1,460,475 and (1941) $3,067,552. 

Steel lockers: New orders received 
and (1941) $2,030,114. 


New orders received (1940) 


$12,688,911. 
(1940) totaled 


(1940) $794,161 


—- 





A TEXAS DEALER’S HOME.—This charming residence, sur- 
rounded by a newly-made lawn and fronted with trees, is the 
new home of Mr. and Mrs. J. Andrew Smith, J. Andrew Smith 
Company, San Antonio, Tex. The house features a large living 
room with Colonial mantel and wood-burning fireplace, a 
spacious dining room with kitchen adjacent, three bedrooms, 
two colored tile baths and numerous built-in features. An 
attached two-car garage completes the arrangement. Mr. Smith 
is the present head of the San Antonio Lions Club.—BCR 

DEALER HELPS ON ALL-PURPOSE BINDERS 

The Amberg File & Index Company, Kankakee, II1., 
has announced a complete sales promotion set up for 
store use in connection with their Amfile All-Purpose 
binder which was recently introduced to the trade. 

The binder—a complete loose leaf multi-ring with 
acetate covered mounting cards—is especially adapted 
for sales and advertising work. The new kit includes 
a complete set of photographs with which to outfit a 
sample binder for counter display cards, each of which 
has a complete price list printed on the back for quick 
and easy reference. The binder retails at $3.25 com- 
plete with twelve mounts and this tabulation shows 
the price pro-rata for binders equipped with two- 
twenty-four mounts. It is under Fair Trade price 
protection but the price of the binder may be pro- 
rated where the customer requires a larger or smaller 
number of mounts in each binder. 

The kit also includes a specimen sheet showing cuts 
of the binder in the various sizes which are available 
for catalogue use as well as mats of magazine adver- 
tisements (which will start to appear in June issues) 
that may be used for newspaper announcements, 
catalogues, handbills, etc. These kits, as well as any 
selection of cuts and mats, are furnished without 
charge by the manufacturer. 

<>< - 

LEE COMPANY IN NEW LOUISVILLE LOCATION 

The W. P. Lee Company, Louisville, Ky., has re- 
cently moved into new quarters at 130 South Fourth 
street, where three floors offer 1800 square feet of 
space and the building provides ample warehouse 
facilities. The firm, which has been in operation for 
a year, was organized by W. P. Lee, former branch 
sales manager for Remington Rand Inc., in Louisville. 
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KNOCK OUT A PROFIT 
with AIR-FLIGHT CIRCULATORS 
The Smash-Hit of the Season! 
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Air-Flight Circulators have won the acclaim of dealers and 
their sales organizations nationally. The ease with which 
authorized dealers are building on sales is evidence of 
the enthusiastic public acceptance and recognition THAT.... 
Air-Flight Circulators do an amazing cooling job without 
blasts or drafts . . . embody eye appeal, design, construction, 
superior performance . . . and are priced right. 





Enthusiastic, authorized dealers further acclaim the Air-Flight policy of com- 
plete protection and cooperation. The Air-Flight promotion program sim- 
plifies the selling job. It is personalized, powerful, and backed by the help 
of trained Air-Flight representatives. The ENTIRE program is designed to be 
your friend—not your competitor. 


DEALERS! John Q. Public is waiting for you. The heat is on 
—knock out profits for yourself right now! 






Air-Flight Circulators Are Quality Throughout and Out-Perform 


5-YEAR MOTOR GUARANTEE 
AIR-FLIGHT CIRCULATORS PATENTED—And Patents Pending 


Ww. W. WELCH COMPANY 






General Offices: Carew Tower 
CINCINNATI, OHIO 

















This new 
tool is Revolutionizing 
office record keeping 
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DIEBOLD business 
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Increase your profits with the 


€ 


Rotary File 
* 


Every firm that uses records is a prospect! 


Every business is interested today in greater office 
efficiency—in saving space—in cutting the cost of 
records to the minimum. That’s exactly what you 
offer when you sell the CARDINEER Rotary File. 


The Cardineer speeds finding, reference, and posting 
operations because it INSTANTLY brings up to 6000 
records to the operator’s finger tips. Portable. 
Available for either manual or electrical operation. 


Easy to sell because it is readily adaptable to 
your prospects’ present and future records. 


Aggressive dealers who want to take maximum 
advantage of today’s increased business will be 
interested in the complete line of DIEBOLD 
Business Tools to house and protect records 
and money. Write us today for complete details 
on the attractive DIEBOLD dealer proposition. 


DIEBOLD SAFE & LOCK CO., CANTON, OHIO 


OTHER DIEBOLD BUSINESS TOOLS THAT ARE MAKING MONEY FOR DEALERS 





DIEBOLD CASHGARD 
CHESTS 


Saves up to 74% on 
safe burglary insur- 
ance. Protects cash— 
discourages hold-ups. 


Ideal for amusement 





parks, merchants, etc. 








e DIEBOLD SECTIONAL 
DRAWER VISIBLE FILES 
© COMPLETE LINE OF FIRE- 
RESISTIVE SAFES © REVELDEX 
FILES e REFERENCE PANELS 
e REVOLVING, SLIDING 
LEDGER TRAY SAFES @ 
ELECTRIC REKORDESK SAFES 


@DIEBOLD 


DESK MODEL CARDINEER 


For smaller record 
systems. Available in 
one or two-wheel 
models for 1500 to 
3000 records. Port- 
able. Compact. 





Economical. 


RECORD SYSTEMS EQUIP- 
MENT, SAFES, MONEY 
CHESTS, BANK VAULTS. 
EXPERT REPAIR SERVICE 
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PASSED AWAY 


F. J. YAWMAN 


Death brought an end to one of the most outstand- 
ing careers in the office equipment industry with the 
passing on May 2 of Francis J. Yawman, president of 
the Yawman and Erbe Manufacturing Company. His 
death occurred in a Rochester, N. Y., hospital and 
came after an exceptionally brief illness. 

Mr. Yawman had devoted his entire lifetime to the 
business which his father, the late Philip H. Yawman, 
helped found over sixty years ago. And it is said that 











THE LATE FRANCIS J. YAWMAN 


many of the advances made in the office equipment 
field were directly attributable to his ingenuity. 

Mr. Yawman was born in Rochester, N. Y., and re- 
ceived his education in Rochester public schools and 
at Rensselaer Polytechnic Institute where he was a 
member of the class of 1899. He was also a member 
of Delta Kappa Epsilon fraternity. 

His first connection with “Y and E” was made dur- 
ing his summer vacation periods, and finally upon 
finishing school he entered the drafting department 
and earned promotions in quick succession through 
the bookkeeping department, cost, payroll, shipping 
and sales correspondence divisions. 

In 1903 he became a member of the Philadelphia 
sales branch where he obtained his first experience as 
a salesman for “Y and E” products. Later he spent 
considerable time in the New York branch until he 
was recalled to the home office to take up the duties 
as assistant to the sales manager. 

In 1910 Mr. Yawman became secretary of the com- 
pany, an office he held until 1919, when he was ap- 
pointed assistant sales manager. That year he was 
elected to the board of directors. 

In 1921 he became general sales manager and in 
1928 was appointed vice-president in charge of sales. 
It was in this latter capacity that Mr. Yawman made 
some of his greatest contributions to the field of selling. 

Because of his technical education and his actual 
sales experience Mr. Yawman proved himself a sales 
executive of unusual ability. His experience and suc- 
cess in this capacity made him a logical choice for 
the presidency left vacant by the death of the late 
Gustav Erbe in 1932. 

A great leader has passed from a great company, 
but he leaves his heritage as did his father before him. 
Mr. Yawman is survived in business by his son, Philip 
H. Yawman II, now advertising manager. 

Mr. Yawman was active in many civic and social 
organizations of his community, and belonged to sev- 
eral philanthropic and charitable societies. His pass- 
ing is a great loss to his company, his employees, his 
community and his friends. 

Francis J. Yawman’s years of service in this field 
have been years of leadership. He was inspired with 
clear vision and purpose. His pathway has never de- 
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Why will a fireman, on holiday in a strange 
city, spend hours around the local fire-house? 
And why does a ballplayer with the afternoon 
off take in a baseball game? And what is the 
real low-down significance of workers gravitat- 
ing to their own familiar work and atmosphere 
even when not on duty? 

I am going to tell you . . . every human 
being who does not actually hate the work he 
or she is doing, honestly wants to be more 
proficient at that work. Sometimes the desire 
is so submerged that the person scarcely ad- 
mits or even recognizes it . . . but it’s there. 





You take this fascinating subject of type- 
writer supplies . nobody could possibly 
know all there is to know on the subject, but 
we find in our daily 
contacts that most 
clerks, unless they are 
absolute misfits, are 
keenly aware of the 





1 SALESMEN 


GUIDE intricacy of Carbon 
REFERENCE Papers and Typewriter 


Ribbons . . . honestly 
desirous of learning 
more about them. It 
was for this very rea- 
son that M.&V. spent 
so much time and ef- 
| fort compiling the ex- 
| haustive Reference 
| Guide which my Home 
Office is now distribut- 
ing far and wide. This Guide can unquestion- 
ably help you merchants to better business 
through education of the salesforce. I heartily 
recommend that every store have a copy 
where the clerks can refer to it. 
Well, what are we waiting for? 


Your copy of our SALESMEN’S GUIDE 
and REFERENCE sent on request 


ted thane’ 
ATCHED PACKS 


MITTAG & VOLGER. Inc. 


PARK RIDGE .NEW JERSEY 


WITH SUGGESTED RESALE 
PRICES AND DISCOUNTS | 
FOR CONSUMERS OMLY 

. 








PAPERS 


MITTAG G VOLGER 
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Prone ope! Office end Factory 
PARA RIDGE NEW JERSEY 
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Vacation? Sure! 
MASTER-CRAFT is 
Paying for This Trip 





I've been making a lot of extra profits on 
loose-leaf, because the Master-Craft line has 
doubled my market — helped me make two 
sales — two profits where | used to make one. 





I sell all the usual competitive goods, and in 
addition | sell a complete second line of 
exclusive Master-Craft Specialties. And believe 
me, under present conditions, the profits on 
these exclusive specialties really add up! 


Finance Your Trip or Cruise 
with the Profits on 


MASTER-CRAFT 
the 2-in-1 Line—Staple 
goods, plus a complete 

extra line of specialties 


SHAW-WALKER 


MASTER-CRAFT LOOSE LEAF DIVISION 
KALAMAZOO, MICHIGAN 
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viated from the straight course that leads steadily 
upward and onward. Personal contact with him and 
his family has meant the opportunity to know a 
gracious, kindly and honorable gentleman in all varied 
phases of a character to whom paying tribute is a 
privilege indeed. His life and work have added to the 
honor and welfare of the industry he has served so 
faithfully and greatest of all he has ever created love 
and esteem in the hearts and minds of those with 
whom he came in contact. Pax vobiscum.—CHE 
+ - f 
E. C. HARTER 

Evan C. Harter, president of The Harter Corpora- 
tion, Sturgis, Mich., died suddenly at his home in 
Sturgis on the morning of May 2, 1941. His death, the 
aftermath of a three-weeks’ illness caused by a heart 
ailment, came at the height of a successful career as 





was Ae a 
THE LATE EVAN HARTER 


manufacturer of steel seating equipment for which he 
had created an international market. He was fifty- 
three years old. 

Mr. Harter was well known as the founder and pres- 
ident of the company which bears his name. In the 
brief span of fifteen years he had accomplished what 
it takes most manufacturers a lifetime to achieve; his 


| courage and resourcefulness during the reverses he 


encountered in the years of 1930 to 1934 won the 
whole-hearted respect and admiration of his fellow 
citizens. From the small factory organized in 1926 
under the name of Harter Rolled Metals, he built one 
of the largest manufacturing plants of its kind. And, 
while his work was in no way finished at the time of 
his death, he lived to see the successful culmination 
of many of his dreams. 

Born June 8, 1887, at Niles, Mich., Mr. Harter 
attended the public schools of that city and graduated 
from the University of Michigan as a mechanical en- 
gineer. His first position was with the Kawneer Com- 
pany, of Niles, for which he superintended the con- 
struction of a new plant in Guelph, Canada. On com- 
pletion of that work he joined the Metal Forming 
Company, Elkhart, Ind., and in 1926 organized his own 
firm to design and manufacture posture chairs for 
the DoMore Company of Elkhart. At that time he 
also became associated with Harry E. Montague to 
organize the Kant Kut Tube Company. The two com- 
panies have been operated together ever since. In 
1927 the factory site was removed to Sturgis, Mich.., 
and shortly thereafter manufacture was devoted ex- 
clusively to Harter products. 

The company policies laid down by Mr. Harter will 
be maintained, as before, by R. W. Mick, general man- 
ager, who continues his direction of all operations of 
The Harter Corporation. 

Mr. Harter is survived by his widow, Mrs. Ada Stan- 
ton Harter; two sons, Walter C. of Sturgis, and Stan- 
ton, who recently enlisted with the Coast Artillery at 
Fort Hancock, N. J. Two children, William and Patricia, 
preceded him in death. He leaves also one brother, 
Walter, of Niles 
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wherever TEXCEL appears 
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From counters in California, to display racks in Rhode Island, 
there's a colossal new buying broom that's sweeping every+ 
thing clean! It's TEXCEL, the improved cellophane tape that 
has the shortest life on the counter you've ever seen! : 








= iar Thousands of people have seen TEXCEL, tried TEXCEL, 

: = - F compared TEXCEL, and decided no other product would do. 

( = j iil They insist on this superior cellophane tape that won't trans- 
OVERNIGHT THIS AMAZING HANDYMAN fer, won’t tear diagonally, won't lift at the edges. Now 
WAS BECOME PUBLIC FAVORITE. NO. 1 TEXCEL'S great advertising campaign in Life magazine will 
3) SEEEEESES reach 20,000,000 new buyers, make millions of new TEXCEL 


& Sha Se sie customers. If you want your share of this buying bonanza— 
Q EES order your stock of TEXCEL right now! 
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SS TEXCEL CELLOPHANE TAPE 
TEXCEL CELLOPHANE TAPE THE INDUSTRIAL TAPE CORPORATION, NEW BRUNSWICK, N. J. 
a | 
| INDUSTRIAL TAPE CORP., New Brunswick, N. J. | 
F FT TH | § 7 Gentlemen: Please ship the following items I have checked: | 
| 


Displays No. 25-*/s"" x 300” List Price $3.00 per Display (12 rolls) 


| 
0 R D E R B LA N K + | Displays No. 10-°/" x 100” List Price 2.40 per Display (24 rolls) | 


| ..Displays No. 15-'/2" x 180” List Price 1.80 per Display (12 rolls) | 
| N T ¥ E M A | l P Displays No. 25A—-'/2”’ x 360” List Price 3.00 per Display (12 rolls) | 
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METAL TAB GUIDES 


Here is a guide that is incom- 
parable for efficieney and 
economy. 


Promote them for complete 
eustomer satisfaction. 


Reap these rich extra profits. 


22 2 ee ew ae 


First and last ecosts are sur- 
prisingly low. 

Furnished flat or angular tab 
with colored celluloid inserts. 


All. standard sizes in‘ two 
weights of genuine grey press- 
board. 

Send for samples and quota- 
tions. 
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Cc. C. BAKER 


Christopher C. Baker, a partner in the Departmental 
Supply Company, a stationery and office equipment 
house at Philadelphia, died last month following a 
heart attack. He was in his fifty-fourth year. 

Mr. Baker had been connected with his firm for 
forty-one years, starting as an errand boy at the age 
of thirteen when the company was known as Detre & 
Blackburn. He was treasurer of the Ernest L. Tustin 
Building & Loan Association and actively engaged in 
fraternal work, being a member of Progress lodge, No. 
609, F. and A. M.; Lu Lu temple, Knights Templar 
and the Jerusalem Royal Arch Chapter of the Masonic 
order. 

Surviving are the widow, Mrs. Marie E. Baker and 
two sons, Albert E., of Highland Park, and Christopher 
H. Baker, of Newton Square. 

+ i 
ARTHUR WAGNER 

Arthur Wagner, superintendent of the New Indiana 
Chair Company, died last month at his Jasper, Ind., 
home following a cerebral hemorrhage. He was in his 
forty-sixth year and had been in failing health for 
several months. 

Mr. Wagner, a native of Sheboygan, Wis., went to 
Jasper seven years ago from Evansville, Ind., where 
he had been superintendent of the Regal Furniture 
Company. He is survived by his widow, Mrs. Lillian 
Wagner; his mother, Mrs. Emma Wagner; a son, three 
brothers and a Sister. 

Following funeral services in St. Joseph’s Catholic 
church in Jasper, the body was shipped to Milwaukee 
for burial. 


oo oo oo 
H. LEVY 


Harry Levy, one of the owners of the Silver Station- 
ery Company, New York City, met a tragic death last 
month when he was thrown into the water and 
drowned at Northport, L. I., by the capsizing of a 
small rowboat. 

Mr. Levy, who was in his late forties, was one of the 
best known stationers in New York and was active in 
association and club circles. He is survived by his 
widow, one son, his mother, two sisters and three 
brothers. 

Funeral services were held May 12 and were con- 
ducted by the Masonic order of which Mr. Levy was 
a member. 

+ 


H. E. COOK 

The recent death of Henry Edward Cook of Blake, 
Moffitt & Towne, widely known to the paper, printing 
and stationery trade, came as a surprise and shock 
to many friends. 

“Harry” Cook had been with his company for forty- 
five years, was recognized as an authority in his line, 
and was skilled in training young salesmen. Born in 
1877 in Lawrence, Mass., Mr. Cook went with his 
parents “around the horn” to California, when seven 
years of age. It was in 1896 that he entered the or- 
ganization of Blake, Moffitt & Towne as billing clerk. 
For a number of years he was in charge of country 
sales, and recently entered the city sales department. 

Mr. Cook is survived by his widow, Mrs. Lydia C. 
Cook, and by a daughter, Mrs. Joseph Blackett.—SS 


WILLIAM McCULLOUCH 

William McCullouch, president and one of the 
founders of Finch & McCullouch, manufacturers of 
the Memory Masterpieces line of calendars, died at his 
Aurora, Ill., home on May 16. He was in his seventy- 
fourth year, and had been ill for only a month. 

Born in Aurora in 1866, Mr. McCullouch began his 
business career while still a young man and it was 
due to his keen business sense and ability to organize 
that his firm came up from a small beginning to a 
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YOU SAVE 


TIME and MONEY 
with 
CEN-TR-KOTED 
CARBON PAPER 


Because... 





# Cen-Tr-Koted snaps out easier . . . speeds work! 
It is one-half inch longer than ordinary kinds, measures 
842 inches wide by 13% inches long instead of the ordi- 
nary 82 by 13! 


2. Cen-Tr-Koted lasts longer because it does not curl. 


It is uncoated along the edges .. . a feature that assures 
spick and span carbon copies free from smudgy 
“treeing’’! 


3. Cen-Tr-Koted makes permanent copies because its 
made only with our special-formula ink. Thanks to this 
superior ink, Cen-Tr-Koted stands up longer, too, and 
makes more copies! 


4, Cen-Tr-Koted always provides the same uniformly 
superior quality . . . because it is always rigidly in- 
spected at the factory! 











FREE BOOKLET 
Get “Carbon Paper Facts” 
Too! Send for our free book- 
let, “Carbon Paper Facts,” 
which gives you the impor- 
tant facts you should know 
about Carbon Paper! 


An Exclusive Agency 
on GRAND PRIZE Rib- 
bons and Carbons in 
your city points the 
way to new profits. 
Write for our dealer 
Proposition booklet 


GRAND PRIZE 


CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 
|. FRANCIS O’CONNOR. PRES. 


Head Office and Factory: 
145] Harrison St., San Francisco 
Los Angeles Denver 
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You Can Do Your 
BIGGEST FASTENER BUSINESS 


NOW! ... 
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THAT SWARM OF E 
LOOSE RECORDS! 


! PAPERS WORTH THOUSANDS CAN BE PROTECTED FOR PENNIES! 
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FASTENERS 


BOUND PAPERS ARE SALE PAPERS 
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+ es booming business and industry, TIME is 





worth more NOW than ever before. Every ex- 
ecutive—every desk worker, is confronted with 
Swarms of papers. Records. orders. correspondenc e. 


that must be controlled .... or else! 


Here's Acco’s brand new, beautiful six color win- 
dow display background. Timed right 
right—for you to let your customers know that 
Acco Fasteners will positively control vital, valuable 


planned 


papers. 


Take the offensive, and go after what rightfully 
helongs to you—hbig sales in Acco Fasteners. Get 
your requisition in for this sales building display 


 hECO 


PRODUCTS, Inc. 
39th Ave. & 24th St. 
Long Island City,N. Y. 
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commanding position in the office equipment and 
supply field, where its products were known in every 
section of the country. 

Mr. McCullouch is survived by his widow, Mrs. Kath- 
erine McCullouch, two sons and two daughters. 

ok ob 
E. J. GOLDBLATT 

Edward J. Goldblatt, for many years prominently 
identified with the typewriter and office machine in- 
dustry but more recently connected with the art and 
antique business, died May 6 at Chicago. He was in 
his fifty-sixth year. 

Mr. Goldblatt began his career in the industry when 
he joined the Remington Typewriter Company in Mil- 





THE LATE E. J. GOLDBLATT 

(From a photo taken when 

he won a record as Royal's 

Machine-A-Day star sales- 
man.) 


waukee as an apprentice. He was then thirteen years 
old and even at that age had developed a keen inter- 
est in the office machine field. While still a young 
man he joined the Royal Typewriter Company as a 
salesman, where he established a remarkable record 
by selling a typewriter a day for a period of twelve 
months. As a result of this unusual feat his photo- 
graph was used as the frontispiece of the May, 1914, 


| issue of the Royal Standard, Royal’s house organ. 


Mr. Goldblatt is survived by a brother, Robert, owner 
of the Star Typewriter Company, Chicago. 
ok ob 
J. W. GRAHAM 
As this issue goes to press word is received of the 
sudden death of J. W. Graham, founder and president 
of John W. Graham & Company, Spokane, Wash. Mr. 
Graham was stricken May 20 with a heart attack while 
at home and his passing came as a severe shock to 
many friends who have known him for years. He was 
in his eighty-first year and is survived by his widow, 
Alta; a daughter, Molly Pattullo, two grandchildren, a 
nephew and a niece. 
+ - - 


H. S. THOMPSON 

Harry S. Thompson, since 1927 owner and operator 
of an office supply and stationery store in Bridgeport, 
Conn., died March 26 following an operation. For 
twenty years before going into business for himself 
Mr. Thompson was a salesman for the Yawman and 
Erbe Manufacturing Company, and was well known 
to the industry in the New England district. He is 
survived by his widow, Mrs. Lulu E. Thompson, 157 
Fairview avenue, Bridgeport; a son, Curtis H. Thomp- 
son, and two grandsons, Leigh Curtis and Peter. 


tb & 


G. F. LUTZ 
George F. Lutz, for the past eighteen years purchas- 
ing agent for Ryan & Williams, Inc., Buffalo, N. Y., 
died April 28 at the age of sixty-six years. Mr. Lutz 
had devoted practically his entire business lifetime to 
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Esterbrook Dip-Less Writing Sets No. 427 (Double Set) and 
No. 407 (Single Set) are available in black, maroon, walnut, gray, 
and green Durez. Double Set retails for $5.00; Single Set for $2.50. 


New + Improved « Modern 
ESTERBROOK’S DIP-LESS WRITING SETS! 


Here’s a Dip-Less Writing Set that'll open your 
eyes—and the eyes of your customers! Packed 
with improvements, it’s the set that means the 


Dip-Less Set is here to stay ! 


Fill it nce... write for months. The well holds 
an average half-year’s supply .. . fully visible 
. .. always at the correct level . . . with no 
danger of overflow .. . and with evaporation 


held to a minimum! 


What’s more, there are 18 sty les of Esterbrook 


Points (Osmiridium Tip or solid Duracrome) to 





suit practically every writing task and every 
type of hand. The points are easily replaced . . . 


and sell at a low cost! 


Made in a wide range of ink-proof Durez colors, 
these new streamlined Esterbrook Dip-Less 
Writing Sets sell on sight. And they stay sold 
on performance! Nationally advertised to the 
public and office trade. Display them — show 
them —sell them! 

THE ESTERBROOK PEN COMPANY 
Camden, N. J. 


86 Cooper Street 


bstertrvuk 


FREE! 


A generous supply of Business Reply Cards advertising Esterbrook’s 10-day i 
ree-Trial offer on these new sets. Mail them to your customer-list. They're sure 


to result in plenty of sales—and plenty of profits for you! Ask us for these cards. 
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the stationery industry and was well-known to a great 
many in the field. 

Starting his career when thirteen years old, Mr. Lutz 
joined the A. W. McCloy Company, Pittsburgh, Pa. 
Later he went to the William Burford Company in 
Minneapolis, where he remained for nine years before 
going to Ryan & Williams to take the position of pur- 
chasing agent, a post he held up to the time of his 
death. 

Mr. Lutz is survived by his widow, Mrs. Amelia Lutz. 
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A. F. FREY 

Arthur F. Frey, vice-president of the Schwabacher- 
Frey Company, San Francisco, Calif., died May 8 while 
at his desk in the firm’s executive offices, 735 Market 
street. He was in his seventy-eighth year and was 
talking with an employee when seized with a heart 
attack which brought about his passing. 

Mr. Frey and James H. Schwabacher organized the 
well-known company in 1905. Prior to that the former 
spent fourteen years with Payot-Upham, another sta- 
tionery house. He resided at 39 Oakvale street, 
Berkeley. 

Mr. Frey is survived by his widow, Mrs. Oskie Frey; 
a brother, Wallace Frey, of Byron, and a niece, Mrs. 
H. L. Dungan, of Berkeley. 


y. y y. 
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A. E. LOW 

Arthur E. Low, for fourteen years director of com- 
mercial research for the tabulating machinery divi- 
sion of Remington Rand Inc., died Wednesday, May 7, 
at Coral Gables, Fla. He was in his forty-fourth year 
and had been ill for several months 

Mr. Low was a native of Brainerd, Minn., and during 
his connection with Remington Rand had also served 
as branch manager in Minneapolis, Chicago and Cin- 
cinnati—JHR 


W. E. LAMBERTON 

William E. Lamberton, president of Lamberton & 
Scott, Kansas City, Mo., distributors of stapling ma- 
chines, died last month at his home, 6641 Linden road. 
He was in his sixty-second year. Surviving are his 
widow, Mrs. Blanche Lamberton; a daughter, Miss 
Ariel Lamberton; a sister, Mrs. E. E. Scott, and a 
brother, Earl Lamberton. 


v v v 
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B. P. SHEPHERD 

Bruce Poston Shepherd, since 1912 president of the 
Marshall & Bruce Printing Company, book and office 
supply house of Nashville, Tenn., died May 9. He was 
in his seventieth year. Mr. Shepherd was a former 
official in several trade bodies and was active in fra- 
ternal and civic circles of Nashville-—CG 

, y v 
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W. J. F. MALLAGH 
William J. F. Mallagh, who operated a stationery 
store in Brantford, Ont., for many years, passed away 
recently in Toronto, Ont. The Mallagh store was taken 
over thirty-two years ago by S. W. Stedman of Brant- 
ford.—SJL 


J. F. DEL VALLE 
Word was received here last month of the death on 
May 5 of Juan Fernandez del Valle, manager of R. 
Cantero & Company, office equipment dealers of San 
Juan, Puerto Rico. 
ee 


WARD TO HANDLE L. L. BROWN PAPER 
The D. L. Ward Company, Philadelphia, last month 
was appointed a distributor in that area of Escort 
Bond, a paper product of the L. L. Brown Paper Com- 
pany, Adams, Mass. 
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Because the 


UHL STEEL 


No. 9000 Chair 


is not heralded by us as being a distinct 








piece of office furniture, some office equip- 
ment dealers are making no effort to sell 
them. 

On account of its Posture Style seat, 
the No. 9000 chair is used extensively by 
stenographers, bookkeepers, secretaries, 
etc. 
is one of the most comfortable 
chairs ever built. 


It surely 


We can send you a list enu 







merating the 


irprisingly large 


number of uses for which the 


No. 9000 chairs have been sold. 
We are satisfied that you can 
easily make sales by following 





up the ieads 





for 
catalog 
To 
our special cold-rolled steel 


Made ot 
J Bes ae A | ofr 7 | . 
which is tough and stiff and strong. Entire 
frame welded 


Wood parts are water-resistant. Equipped 
with steel, dome-shaped tips. Excellent fin- 


into a single steel unit. 
ish on wood and metal parts. Made in sev- 
eral different styles. 


The Toledo Metal Furniture Co. 
1720 Hastings St. Toledo, Ohio 
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MOSLER 


INSULATED RECORD CONTAINERS 


WITH LETTER FILES OR LEGAL CAP FILES 
AND SUBSTITUTE INSERT DRAWERS 


MADE IN THREE AND FOUR DRAWER UNITS 


THE CONVENIENCE OF A FILE 
THE PROTECTION OF A SAFE 





The Mosler Insulated Record 
Container with Security Com- 
partment (illustrated at left), 
with heavy steel door, combi- 
nation lock and relocking de- 
vice, offers protection and 
privacy for personal papers, 
which are always conveniently 
accessible—one of the latest 
additions to the Insulated Rec- 
ord Container line 





ONE-HOUR FIRE PROTECTION AT POINT OF USE 


THE ONLY FILE carrying both the Under- 
writers’ Laboratories and Safe Manufacturers 
National Association ONE-HOUR FIRE LABELS 
with 30-foot DROP or IMPACT TEST. 
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sure MANUFACTURERS NATIONAL ASSOCIATIgn 
FIRE INSULATED SAFE 
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DEALERS 


Mosler Insulated Record Contain- 
ers, plus the Mosler flexible Sys- 
tem of Interchangeable Insert 
Drawers and Lockers, offer a 
dealer line of high sales volume 
and low sales resistance. 

Write The Mosler Safe Co. 
Dept. D), Hamilton, Ohio, for cata- 
log and prices on this and other 
fire and burglary-resistive equip- 
ment. 


(Right) Four-Drawer Letter 
File. Door closed and locked 
Combination lock can be add- 

ed for dual contro! Patent Applied For 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 
320 FIFTH AVE FACTORIES: 
NEW YORK CITY HAMILTON, OHIO 
BOS ' H AA PITTSBURGH 
\ kson f 395 Union Trust eirel | 
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Mosler has meant Safes and Safety for more than 75 years 
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I. B. S. A. CONVENTION 

(Continued from page 48) 
were just being started. Then it will be possible for 
“The Old Man” to live up to his primary obligation, 
to protect his tribe, his employees. 

While the ladies were participating in a bingo party 
Thursday afternoon, the delegates convened again in 
the Grand ballroom. The addresses, largely concerned 
with greeting cards and books, were as follows: “Pro- 
motion of Greeting Cards,” by W. E. Tucker, sales 
manager, Hall Bros., Inc., Kansas City, Mo.; “Selling 
Books Under Present Conditions,” by Atwell Jackson, 
editor, writer and lecturer; “The Author Speaks,” by 
Norton H. Jonathan. 

A particularly illuminating address was given by Joe 
Meek, secretary of the Illinois Federation of Retail 
Associations, whose topic was, “Pressure Groups 
within the State of Illinois Vs. the Retailers.” Battles 
won in the halls of legislature at Springfield, Mr. Meek 
stated, assure the permanence of the retailer as the 
principal factor in distribution in Illinois. Through 
the efforts of Mr. Meek and his co-workers, legislators 
have supported retailers. It is right and logical that 
retailers should support the legislators when the op- 
portunity is presented. In a discussion period that 
followed his speech, Mr. Meek answered a number of 
specific questions asked by those present. 

On Thursday evening a cabaret dinner dance was 
thoroughly enjoyed. A skilled artist in the field of 
legerdemain mystified everyone with feats of magic 
and brought smiles and laughs into being by his clever 
patter. A group of pulchritudinous chorines helped in 
the entertainment by presenting some dances. Later 
in the evening ballroom dancing was enjoyed by those 
in attendance. 

Quiz Program Reveals Problems 

The “Information Please” session on Friday morn- 
ing was conceded to be the most important of the con- 
vention. Conducted by Daniel S. Hansen, Carlson 
Bros., Moline, and the following experts: J. S. Sprott, 
The Globe-Wernicke Co.; Al Skibbe, Associated Sta- 
tioners Supply Company; Will Johnson, W. B. Read & 
Company, Bloomington; Joe Meek, secretary, Dlinois 
Federation of Retail Associations, the quiz program 
brought up for discussion many current problems to 
which helpful answers were given. Space is not avail- 
able for review of all the questions and answers. 
Those presented in the following paragraphs indicate 
the character of the information and suggestions de- 
scribed and provided: 

Question: How much should a customer buy in a 
month to make his account profitable? Answer: The 
dealer must know his costs before he can arrive at an 
accurate figure. A minimum of $25.00 was suggested. 

Question: Do manufacturers anticipate very rapid 
increases in prices? Answer: No, but prices will go up. 

Question: Should books or stationery be given pref- 
erential position in the front of the store? Answer: 
Opinion was divided, but books seemed to get the vote 
from firms handling both. Some have found it effec- 
tive to locate both types of merchandise at the front. 

Question: If the inventory of office supplies is 
$6,000, what should the annual sales figure be? An- 
swer: From $30,000 to $40,000 if gross profit is forty 
per cent. 

Question: Are manufacturers going to raise list 
prices and increase discounts to take care of increas- 
ing costs of doing business? 

Answer: Although prices will be raised, it is im- 
probable that discounts will be increased. Sales vol- 
ume will go up, more dollars will be taken in, but the 
percentage of profit will be lower. From a retail stand- 
point, unit prices cannot be raised much, but quantity 
prices can and should be increased. 


Mr. Sprott Speaks to Rotarians 


Because he was scheduled to address the Rotarian 
luncheon, Mr. Sprott left the meeting a little early. A 
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Increase Your Sales of Tabbing 
with this Speeial Offer of 


AICO-GRIP tmsenrasce |NDEX TABS! 


Here is that once-in-a-blue-emoon opportunity for 
you to get new customers with an offer that is a 
genuine self-selling bargain. This handsome red 
and black bakelite box is a beauty that everyone 
will want to have for their cigarettes, jewelry, re- 
serve tabbing supply, change, stamps, rubber bands, 
paper clips, ete. And they get it FREE—because 
the special retail price of only $2.00 for this de- 
sirable box and 120 inches (10 feet) of Genuine 
AICO-GRIP Tubular Edge Insertable Index Tabs 
is 50c less than the same amount of tabbing alone 
would cost at the regular low box-price. This beau- 
tiful bakelite box offer will get you new users of 
Aico-Grip index tabs, and their many advantages 
will bring them back for more, 















Here’s the Bargain 
Your Customers Get! 


120 inches (10 feet) of assorted Genu- 
ine AICO-GRIP Tubular Edge Index 
Tabs—tretail value at the low $1.25 
OGRE NOs vo nis & eres Sod eiee cm 0a 
Beautiful Bakelite Cigarette-Jewelry 
Utility Box, CONSERVATIVELY 
ES cas oie 2 ito eee ae eas 1.00 


Total Conservative Retail Value... . @dr5®0 
YOUR SPECIAL OFFER TO $9900 
ATTRACT NEW USERS ONI ts 


EACH BAKELITE BOX CONTAINS: 


10 Individual packages of Genuine Original AICO-GRIP 
Celluloid Tubular-Edge Tabbing, each with Printed 
A to Z inserts and plain paper inserts ready for typing, 
as follows 





1 foot %” Yellow 1 foot *” Pink 

{ foot 8%” Orange 1 foot %” Amber 
1 foot 34” Green 1 foot %” Clear 
1 foot *%” Blue 1 foot 4” Clear 


foot 3%” Red 1 foot 144” Clear 


; ay jr 
foot ‘” Red 1 foot 14” Clear HERE'S THE 
rOTAL—TEN FEET AICO-GRIP TABBING 

A A \AJI CY AVIA ~ Yaa oo 
MONEY MAKING DEAL YOU G 


Each NEW USER AICO-GRIP Deal Contains: 
pF a eee a Each Complete NEW USER AICO-GRIP Deal has 12 bakelite box 
12 Bakelite Utility Boxes Complete with Standard Packed Tabbing: 


1 foot each of %4", 3%”, Ye” Clear Aico-Grip units retailing at 82.00 each and Carrying Full Mark-up. Re-orders 


~ 


1 foot 3%” Aico-Grip in each color—Yellow, Orange, Green, Blue, may be had if the supply lasts, but now we are forced to make a 
Red, Pink, Amber. 


limit of 3 Deals (36 units and 3 sets of advertising helps) to a 
A cireular showing how to use tabbing. 


¢ M pa: customer. So place your order today to profit from this special 
1 Poster Display Card Illustrating The Deal 


1 Display Card Showing AICO-GRIP Box and Tabbing 


100 Two Color Circulars on this Bakelite Box offer for Consumer Additional Cuts and Sales Help material will be supplied if desired. 


offer to New Users 





LA“d Manufactured and Guaranteed by 


G.J. AIGNER CO., 503 S. Jefferson St., Chicago, III. 


WORLD'S LEADING MANGPALTURERS OF INDEXES AND INDEX TABBING 
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Pendaflex Dealer Fran- 
chises are still available 
in many territories. Write 
for details. 


363 Morgan Avenue Brooklyn, N. Y. 
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This is the latest of a half dozen 
newspaper advertisements featur- 
ing Oxford Pendaflex which are 
available in mats or electros for 
dealer use in local newspaper ad- 
vertising. Like to use it? Ask for 
electro (or mat) No. P-6. 


Oxyorva 
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FILING SUPPLY COMPANY 
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number of other Rotarians among the conventionites 
attended the luncheon and listened to another fine 
address by Mr. Sprott. 

The first talk of the afternoon was “An Outsider 
Looks in the Bookstore,” by Leon Cornovsky, assistant 
professor of Library Science, University of Chicago. 
Next, W. M. Weck, Haines & Essick Company, Decatur, 
spoke ably on the subject “Budget Control.” He de- 
lineated the importance of control in budgeting to 
secure and maintain a balance between sales, stock 
and purchases. 

“Employees’ Compensation” was dealt with by Jess 
Sutton, Woodbury Book Company, Danville, and Will 
Harms, Business Equipment Company, Peoria. Mr. 
Sutton confined his remarks to inside the store sales 
people, pointing out how easy it is to fall in the fallacy 
of paying on the basis of length of service instead of 
on results. All members of his staff are now paid by 
the hour. Mr. Harms devoted his comments to outside 
salesmen. Whatever the plan, he said, the objective 
is to get results commensurate with the salary paid. 
This means, primarily, careful selection of the man 
from the standpoint of ability, integrity, ambition, 
personality, etc. He then explained the plan of his 
company, which insures a guaranteed salary plus a 
bonus on sales over quota. 

Following the address, the necrology committee 
happily reported that there was no need for a report 
and the auditing committee stated that the books of 
I.B.S.A. were in perfect order. 

The resolutions presented by that committee, unani- 
mously approved, included expressions of thanks to 
the officers of I.BS.A., the Peoria committee, the 
ladies’ committee, the Pere Marquette hotel, the 
speakers, Hall Bros., Rust Craft Publishers, Buzza 
Company, Norcross Company, Gibson Art Company, 
Stanley Manufacturing Company, P. F. Volland Com- 
pany, United States Playing Card Company, Dennison 
Manufacturing Company, the travelers, Tony Markelz 
of The Book Shop in Joliet, and Dan Hansen for his 
handling of the “Information Please” program. 

The convention closed with the twenty-sixth annual 
banquet on Friday evening, where speeches were non- 
exis :nt, except for the swan song of Harry McFar- 
land, who as retiring president expounded the values 
of friendship and bequeathed to his successor the 
challenging opportunities that are inherent in asso- 
ciation work. 

<< 


W. S. A. CONVENTION 
(Continued from page 38) 


believes in the rights of the majority it also believes 
in preserving the liberty of action of the individual. 
What the United States must cultivate today is an 
aristocracy of brains and ideals and only then, con- 
tended the speaker, will we be able to preserve the 
individual liberty. 

The burning question of the hour, Mr. Spillman said, 
was whether we could unify the vast forces in America 
behind this defense effort. The destiny of England, 
ourselves and all liberty loving nations depends today 
on our ability to do just that in America. It is the 
middle class which has always led and saved de- 
mocracy. Today the middle class must preserve the 
American way. Democracies never die, they commit 
suicide and the totalitarian governments are the re- 
ceivers for all these suicides today. 

In conclusion, Mr. Spillman declared, we must make 
democracy so clean, so interested in the common good, 
so free from vice and stigma that no one will dare to 
challenge. Liberty, he declared, is not deserved by 
those unwilling to accept a challenge. 

The luncheon over the convention adjourned to the 
Customer’s Club on the seventh floor where more than 
forty manufacturers had prepared displays of their 
merchandise. The conventionites showed their appre- 
ciation by good attendance. At 5:30 a reception and 
cocktail party was held in the Palm lounge. 
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You can bat 
it around 








. might not be able to bat a Canco 
wastebasket as far as a baseball. 


But you can bat it as hard. 


Cancos are probably the sturdiest, longest- 
lasting wastebaskets there are. That’s because 
of their durable, fortified-metal construction. 


Add to that their nice-looking, lithographed 
finishes in colors or wood-grains, and you have 
a line of wastebaskets that sell—FAST. 


Canco wastebaskets give your customers 
what they want and make you money. So get 
all the facts and prices. Write now! 


2% 


* AMERICAN *. 
CAN COMPANY 


CITY PARK AVENUE & HAMILTON STREET 
TOLEDO, OHIO 
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MANNING-ABERNETHY 

Miss Elizabeth Abernethy on April 26 became the 
bride of Jack Manning, whose father, Gerry A. Man- 
ning, is president and manager of the Joplin Printing 
Company, Joplin, Mo. The ceremony took place in the 
First Community church with the Rev. Cliff Titus offi- 
ciating. Because of the bridegroom’s connection with 
the industry—he is associated with his father’s com- 
pany as a sales representative—the guests included a 
number from the office equipment field, among them 


being Art Pfister, Smead Manufacturing Company, 
and Matt Dillon, Associated Stationers Supply Com- 
pany. The bride is the daughter of Mrs. Elbert C. 
Abernethy. 
—> 
HOOVER-SNAZELLE 

Roy Hoover, sales manager of the Young Office 

Equipment Company, Chicago, and Frances E. B. 


Snazelle, affiliated for fifteen years with the Chicago 
office of L. M. Bacon Company, publishers, were mar- 
ried on Friday, May 23, at the home of Judge Frank 
Padden. Judge Padden, an old friend of the groom, 
officiated. 

Because of the demands of business, the couple’s 
honeymoon trip has been delayed until next winter, 
when a motor journey to Florida is planned. 

°° 
ROTH-BARNETT 

On Sunday, May 11, occurred the wedding of Nor- 
bert H. Roth and Miss Sonya Tomara Barnett at the 
Louis Sherry, New York City. The bridegroom is the 
son of Ben H. Roth, who is connected with the New 
York City office of The Globe-Wernicke Co. Following 


| the ceremony the happy couple left for an extended 
| trip through the South in a new automobile, which 
| was a 


present from the bridegroom’s father and 


mother. 


> - 
LARSEN-ROBERTS 
Miss Wanda Roberts, for the past five years book- 
keeper and stenographer in the Tulsa, Okla., office of 
L. C. Smith & Corona Typewriters Inc., was married 
on May 17 to Jack Larsen. The wedding was held in 
the Boston Avenue church, Tulsa. The couple will live 
in Chicago, Ill., where Mr. Larsen is connected with 
the sales department of United Air Lines.—EVH 
—- 
REEVES-BURKHART 
Miss Margaret Burkhart, secretary at the O'Neal 
Typewriter Exchange, 405 West Main street, Oklahoma 
City, and Sergeant Hubert L. Reeves, with the Forty- 
fifth Division, stationed at Abilene, Tex., were married 
at Oklahoma City in April. They are residing in Abi- 
lene.—EVH 
—-> 
LOCKNEY-DALBEY 
Raymond Atwood Lockney, salesman with the L. C. 
Smith & Corona Typewriters Inc., Oklahoma City, and 
Miss Elizabeth Anne Dalbey were married April 12, in 
the First Presbyterian Church, Oklahoma City. The 
couple took a brief wedding trip to Kansas City —EVH 
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Barbara Jean Melum was born last month with a 
distinction of having five great-grandparents to greet 
her upon her arrival in this world. The daughter of 
Mr. and Mrs. William Melum of Oak Park, Ill., the 
young lady is a first grandchild for Mr. and Mrs 
Helmer Melum Forest, Ill. Her maternal 





of River 
grandparents are Mr. and Mrs. Fred P. Seymour, who 
also have one other grandchild, Thomas Albert Apple- 
ton. Barbara Jean’s great-grandparents are Mr. and 
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FASTENERS 
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The demand for maximum efficiency in Govern- 
ment bureaus, industrial organizations and busi- 
ness offices impels them to order “SPEED” when 


buying staplers. 


Stationers and Office Supply dealers everywhere 
are profiting by the accelerated sales volume of 
SWINGLINE SPEED FASTENERS. They find 
SWINGLINES replacing other staplers at a rate 
clearly establishing the fact that “SPEED” IS THE 
ORDER OF THE DAY. 


SPEED PRODUCTS COMPANY 


37-18 Northern Boulevard, Long Island City, N. Y. 
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“Pioneers for Fifty Years” 
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Mrs. E. Y. Horder of Oak Park, Mrs. George Sparks 
of Wallkill, N. Y., Mrs. H. W. Mallen of Oak Park and 
Mrs. Olene Melum of Gary, Ind. Both Mr. Horder and 
Mr. Seymour are prominently identified with Horder’s, 
Inc., Chicago. 
<>< 

At the Presbyterian hospital, New York City, on 
May 6, Mrs. Henry B. Holmes, whose husband is assis- 
tant sales manager of the Columbia Ribbon & Carbon 
Manufacturing Company, Inc., Glen Cove, L. I., became 
the mother of an eight and one-quarter pound baby 
girl. Both mother and daughter are now home and the 
young lady has been named Margaret Townsend 


Holmes after her great-grandmother. 
—_<- - 





men shown above are important factors in the distribution of 
Neva-Clog machines and staples. Frank Curtiss, manager of 
sales, is shown in the center. At the left is O. H. Davison, 
representative for the territory from Denver west. The gentle- 
man at the right is Steddiford Pitt, the company’s advertising 





counsel on whose lawn the picture was taken. Mr. Pitt's home | 


is near New Haven. 
*—- - 
OLD TOWN BOOSTS NATIONAL ADVERTISING 
The Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y., has placed contracts with “Time” 


magazine and “Business Week,” covering a total of | 
twenty-six insertions between this month and Decem- 


ber 31. This will add approximately 15,000,000 addi- 
tional messages to the company’s present advertising 
schedule for 1941. 

According to A. W. Young, general manager, the ex- 
pansion of consumer advertising is another step taken 
by Old Town in its program of dealer support. The 
copy for these new advertisements has been designed 
to produce direct user inquiries which are in turn sent 
to active Old Town dealers throughout the country. 

°—- « 
REMINGTON TRANSFERS SCOTT TO PENSACOLA 

Remington Rand Inc., Buffalo, N. Y., last month 
announced the transfer of Reese Scott from the Ashe- 
ville, N. C., agency to Pensacola, Fla., where he is 
established as resident salesman for the typewriter 
division. 

Mr. Scott is the son of R. T. Scott of Shreveport, La., 
who for many years was associated with the former 
Remington Typewriter Company and for the past ten 
years or more has operated the Scott Typewriter Sales 
Company of Shreveport. 
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THE GREAT EIGHT 


.. . featuring the new Dennison 
mascot, HANDY HELPER, the 
little man who represents the 
handy home and office items in 
Dennison’s list of time-savers. He 
appears in each of these “Great 
Eight’’ advertising mats doing 
one of his pet helper duties . 

with a lively verse to describe his 
wares. The mats are ready now. 
Choose the item or items you 
want to feature from the list be- 
low, and send in your request for 
mat set No. 2. You'll agree that 
they are truly a Great Eight. 


S)ennisow 
MANUFACTURING CO., FRAMINGHAM, MASS. 


Items featured are: Index Tabs, Desk Sets, Labels, Gum- 
med Stars, Shipping Tags, Mailing Labels, Transparent 
Mending Tape, Gummed Reinforcements. 
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SVL 
HAVE YOW HEARD 


But Joe is too busy taking care of his 
own business to heed rumors. Joe is 
a successful man so he does not put 
credence in rumors. 


OUR SERVICE POLICY 


The demand for the Gunn line exceeds 
our capacity for production. 

We feel that we owe all of our energy 
and capacity to those distributors who 
have been loyal to us during the past 
years. 

No government or any other contracts 
are in any way interfering with the pro- 
duction of our regular merchandise, nor 
have we taken on any new distributors. 


We have withdrawn from the library 
and school furniture fields, diverting our 
time and equipment to the production of 
desks and office furniture. 


We have stepped up our production to 
a maximum, consistent with maintenance 
of our quality. All orders are being filled 
as received, no preferences shown and no 
favoritism extended. Raw materials are 
being received in greater quantities and 
production is being maintained at the 
highest level. We urge your cooperation 
in anticipating your requirements as 
much as possible. 


GUNN FURNITURE COMPANY 


GRAND RAPIDS. MICHIGAN 


OFFICE APPLIANCES 


NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 


| We understand that a former Northwest traveler, 
| now working in the East, has taken up flying as a 
side line. 





- * * 

Bob Valleau, the big desk and chair man from St. 
Paul, has fully recovered from his recent illness, and 
is expected to get back on the job in the very near 
future. 


* * * 


Had a nice visit with Kenny Hedeen, formerly with 
Koch Brothers in Des Moines and now living in 
Darien, Conn. Kenny at last writing was in the New 
York office of the Friden Calculator Company, but 
our visit was cut short as Kenny had to take a plane 
that day for a visit to the home office at San Fran- 
cisco. Of course, no mention need be made of the bevy 
of movie stars who were on the same plane with 
Kenny that night, and we are not talking about Clark 
Gables or Robert Taylors. 

* aa ” 

This is the time of the year when Ruddy Rudy, Don 
Minor, Frank Peck, Herb Rummelhart and Don Barber 
start their tall tales of the prowess of their Corn- 
huskers after watching the annual Spring game be- 
tween the Reds and the Whites. And ditto for the 
Tallcorn Boys from Ioway, Frank Zeller, Roy Umpleby, 
Jay Parrott, Dean Perdue, Ralph MacCarron, Art Lar- 
son and “Bet You Five” Parks, who is torn between 
his Cornhuskers of Nebraska and his adopted school, 
Ioway. 

* ” - 

And then there is that All-American from Michigan, 
Wet-Field MacDougall, who will still back his Michi- 
ganders and Tom Harmon if he could be played in 
the coming year. 

a * * 

We hear “Almost Won” Skolaski will back his Badg- 
ers to the limit to win at least two games this year. 
™ a ” 

Of course the Golden Gophers are still tops in the 
Big Ten and should repeat, according to such a ster- 
ling judge of football as it is played in the Big Ten, 
| none other than Admiral Fleet of Mongol fame. Then 
there are such boosters as “Grab All Bets” Griebel, 
Herb “Pierpont” Morgan and the writer, who also 
thinks the Gophers are a fair team when judged by 

Big Ten standards. 





- * - 

Of course, Notre Dare and the Wildcats of North- 
western have their boosters in Karl Weiscastle and 
Willace Smith. Tarzan Bate, golfer extraordinary and 
somewhat of a pitcher as well as a football expert, is 
still for the Irish of Notre Dame and is taking on all 
comers. 





« * * 


{ One hundred thirty-five pounds of dynamite, and 
all set for the fishing season in Nebraska’s sandhills, 
none other than Ruddy Rudy, the Sage of Omaha. 

* ” * 

Herb Fall is getting all primed for his West Coast 
trip by auto to visit his grandchild, daughter and son- 
in-law. And speaking of grandfathers, Sterling Jerue, 
the St. Paul convention organizer, joined that growing 
list of proud grandpappies when Mrs. Bob Jerue gave 
birth to a baby girl on April 27. This is Sterley’s first 
grandchild and it’s a toss up as to whether Sterley or 
Bob are wearing the broadest smiles. Haven’t seen 
Bob since the event, but is Sterley proud. 

7 . * 

Harold Hoffman, Smead Manufacturing Company, 
who was ordered to a Rochester, Minn., hospital for 
examination shortly after the last regional meeting, 
underwent an operation on April 26. After a rapid 
convalescence, he journeyed to his home at Hastings 
and may be back on the job as this issue goes to press. 
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@ You have to see it, test it and 
use it before you begin to appreci- 
ate the remarkable value in this 
fibre board file. Just think of it! 
A steel reinforced, fibre board file 
that is fire resistive, yes, asbestos 
covered and absolutely non-in- 
flammable. In the FIREFOE TRANSFILE 
valuable records are now pro- 
tected from ordinary fire. 


RECORD ACCESSIBILITY 


The FIREFOE TRANSFILE makes a hit 
wherever it is introduced. Acces- 
sibility? And how! Give the drawer 
a gentle push or pull with your 
finger. It operates easily, smoothly 
and silently on ball bearings. 
The more you load it the easier 
it rolls. 


AUTOMATIC STOP 


Maybe you never pulled a whole 
drawer full of records right out 
into your lap or all over the floor. 


TRADE MARK 


But most file clerks have. They 
know the advantage of a positive, 
automatic stop such as the FIREFOE 
TRANSFILE has. 


STEEL FRONT 


FIREFOE TRANSFILE files can be set 
right in line with regular steel 
filing equipment. It takes an 
“eagle eye” to tell the difference. 
The steel front in beautiful olive 
green finish does the trick. 


NEW PROFITS 


The FIREFOE TRANSFILE file opens 
up a new market heretofore closed 
to fibre board files. Go to work 
with them now for the coming 
mid-year transfer season. Get your 
share of these new profits. Get 
full details now! 


See this 
Ball! 





It is one of eight ball bearings which 
roll in races of unique design on the 
bottom of drawer of the FIREFOE 
TRANSFILE file. These ball bear- 
ings eliminate friction of even the 
heaviest load. A gentle push or pull 
with the little finger will operate the 
drawer. Thus are records always 
ready for instant reference, obtain- 
able without fuss or delay—and re- 
turned with the same ease and 
celerity. This new ball bearing 
drawer operation is an outstanding 
achievement. 
8 


4 styles 13 sizes 


A TRANSFILE FILE FOR EVERY 
PURSE AND PURPOSE 


GUIDE SYSTEM & SUPPLY CO. => 
NEW YORK, N. Y. 


335 CANAL ST. 
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ALL-PURPOSE BINDERS 


to Present, 
Protect and 


Preserve 

Photographs, 

Papers, etc. 

Sales Presentations Specifications 

Reports and Records Estimates 

Committee Meeting Bulletins 
Minutes 

Loose Leaf Catalogs Samples 

Clippings Testimonials 


Collections of Photographs, Letters, Stamps, etc. 


AMFILE Binders show contents to best advan- 
tage, because they stay flat when open. Easy 
to fill or change pages. 


GLORIFY SALES STORIES, 
EXHIBITS and PRESENTATIONS 


Add life and luster to even the most common- 
place page. Transparent acetate mount covers 
give protection against dirt, dust, moisture and 
finger prints and are durable to stand the gaff 
of constant use. 


Made of serviceable latex impregnated mate- 
rial, neatly embossed. Choice of red, blue, 
green, brown or black. 


Overall size 
93,” x 1134” x 1” 


Binder with 12 black, 12 
white mounts and 12 ace- 


$3-25 


tate covers 





Our Advertising Featuring the AMFILE All- 
Purpose Binder Directs Buyers to Stores. 


If you do not now handle this profitable line, 
let us submit a binder for your inspection. 


AMBERG FILE & INDEX CO. 


Quality Products Since 1868 
1601 Duane Blvd. Kankakee, Ill. 
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SMITH-CORONA PROMOTES BERRY 


J. B. McCormick, vice-president of L. C. Smith & 
Corona Typewriters, Inc., has announced the promo- 
tion of E. W. Berry Jr. to the position of manager at 
the Worcester branch as of April 1. 

Mr. Berry first entered the employ of the company 
as a salesman at Boston. He was later placed in 











E. W. BERRY, JR. 


charge of the district office at Manchester, N. H., and 
subsequently was employed for a time as assistant in 
the sales department of the home office. 

He returned to the Boston branch to again take 
charge of the Manchester district office, from which 
place the new promotion was made. 

—> —— 


DIEBOLD MOVIE AIDS SALES TRAINING 

A substantial boost in the sales activities of the 
Diebold Safe & Lock Company, Canton, Ohio, is a new 
motion picture produced by that firm and entitled 
“Selling the Cardineer.” The picture, which takes 
twenty-two minutes to run, is part of the Diebold 
training course and, as the name implies, features the 
Cardineer, a wheel record-keeping system capable of 
holding 6000 records. 

The picture story is built around a salesman demon- 
strating the unit to a prospective buyer with the char- 
acters, by action and script, showing the real-life 
salesmen the best way of selling the device. 

As the story progresses the salesman explains to the 
“boss,”” and later to several others of the office staff, 
the principal selling points and makes actual demon- 
strations as he goes along. There are frequent cut-ins 
to remind the onlooker that he is actually viewing a 
lesson in selling without the picture in the least losing 
its interest. 

As an additional sales help the Diebold organization 
has recently published a twenty-page booklet which 
might be described as a “still” of the movie. Within 
its pages are presented 126 actual scenes from the pic- 
ture which include close-ups of the Cardineer, the 
device in actual use, phases of the selling technique, 
sub-titles of impressive sales matter and the charac- 


ters in action. 
—- © —— 


“PROFITABLE PUBLICITY” 

June 16 is the date set for publication of “Profitable 
Publicity” by Henry F. Woods, Jr., publicity director 
of McCann-Erickson Company. Orders received before 
publication have made it necessary to increase the 
Size of the first edition. The book reveals how to 
publicize and promote large and small businesses and 
their products, and is based on the author’s experi- 
ence of fifteen years handling publicity and promotion 
for national organizations, including The Dictaphone 
Corp., Scoville Manufacturing Company, and many 
others. The book is being issued by Dorset House, 
New York publishers 
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ARTILITY “AIR-FLOAT" 





NO. 371 “AIR-FLOAT” 


THE ALL-PURPOSE POSTURE CHAIR 





DESCRIPTION 


A Posture Chair of pleasing appearance; quickly and easily fitted to the user. 
It aids in maintaining erect posture and helps reduce fatigue. 

The “Air-Float’’ rubber-cushioned seat is luxuriously soft, yet has a layer of 
insulating fabric between the rubber and seat covering. This means a cooler 
seat with long life. 

The 1//,” tubular steel base with spindle guard is equipped with high grade 
casters having 154” wheels—either hard or soft faced. 

Seat height adjustable 17!/,” to 21!/,"”. Form-fitting back rest 15” wide and 6” 
high, quickly adjustable both vertically and horizontally without aid of tools. 


Beautifully tailored upholstery with welted seams in genuine leather or frieze 
mohair. Metal parts finished in baked enamel in a wide variety of colors. A 
chair that brings comfort to the user and adds dignity to any office. 








\ THAT YOU ANTICIPATE YOUR NEEDS WELL IN ADVANCE. 


WE RECOMMEND 
| THAT YOU PLACE ORDERS IMMEDIATELY. 








ARTILITY METAL PRODUCTS, INC. 


421 SECOND STREET ELKHART, INDIANA 
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TABULATING CARD SIZE 
No. 1731L 







INVOICE SIZE 
No. 108L 






JS = an | 


peer beautiful storage file, built to stand 
a life time of abuse yet costs no more than 
ordinary corrugated boxes. 

Transfer your last years and older records into 


DOCUMENT SIZE these low priced Pronto files and use your steel 
No. 1591L 





cabinets over and over again. 


STURDY CONSTRUCTION 

So that Prontos will stand all abuse, they are 
built out of 275 lb. test corrugated board and 
reinforced with steel not only on the shell but at 
the four corners of the drawers as well. 

SAVE FLOOR SPACE 
They are constructed so that you can interlock 
them into solid units and stack them as high as 


the ceiling thereby saving valuable floor space. 


Pronto Installation at American Airlines } i) 0 | 


PRONTO FILE CORP. 3 


Prices in Denver and West of 
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IZE CHECK SIZE 
No. 1941L 










STEEL SLIDING 
FOLLOW BLOCKS 


40¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 
FILE 








d Od erly | a i 
tand LOCATE YOUR RECORDS EASILY 
than No need of juggling a lot of heavy cartons in 

order to get at some records out of the ones on 
into the bottom. Pronto’s bottom drawer is as easy to 
steel get at as the one on top. 


No more need of fussing and fuming. When 
Pronto files are used you can get at all records just 


as easily as if they were in your regular active files. 


are 

and BEAUTIFUL APPEARANCE 

t at Pronto files have an all steel drawer front finished 
both in Grained Walnut as well as Olive Green, 
so that they match your steel equipment. 

ock A Size for Every Record 

. FREIGHT BILLS | SALESCHECKS — CLAIMS 
CHARGE SLIPS 5x 8 CARDS RECEIPTS 
JOB TICKETS 4x6 CARDS METER STUBS 





a 
.P. 349 Broadway, NEW YORK 


West of the Rockies 20% Higher 


LETTER SIZE 
No. 1210L 









LEGAL SIZE 
No. 1510L 


SANITARY BASES 
for all size files 


$1.75 A 


$2.34 








Prontos Installed at the Underwood-Elliott Fisher Co. 
' ; EP a Sa ie ‘ 
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There are sizes and ge a “A — 
styles of G/W equip- 4 


ment for every record- 


keeping requirement. THIS VISIBLE RECORD SYSTEM 
SPEEDS UP BUSINESS ROUTINE 
AND PROVIDES FACTS NEEDED 
TO MAKE IMPORTANT DECISIONS 


The increased activities and requirements of modern busi- 
ness have created a tremendous market for Globe-Wernicke 
visible record-keeping systems. They can be used by almost 
every department... payroll, sales, stock, credit, purchasing, 
personnel, etc. Important facts that often mean the difference 
between profit and loss are revealed at a glance. 





















Investigate the possibilities for increasing your business 
ee 5 alae with this profitable line. Write for information about our 
Be CE attractive proposition to dealers. 


ra tele ac MN clole) amb t-MEBa-vole) ate 
RECORD FORMS OF MANY KINDS ARE AVAILABLE TO FIT ANY BUSINESS NEEDS. 


mended as ideal for @& jpeumimseusimeenal T c = See eee = —~ 
io pts — aS — aH T +3 —— 
























small business. 
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Globe-Wernicke 


OT areralar-lemmelaiie) 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Service Stee! and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
. and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and-Steel Shelving. 
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INDUSTRY MAKES PLEDGE TO N. Y. FUND DRIVE 

Leaders in the office equipment industry in New 
York city met recently at the Yale Club and pledged 
themselves to raise $40,000 for The Greater New York 
Fund campaign. Merril B. Sands, president of the 
Dictaphone Corporation, presided. 

Mr. Sands urged those present to work harder for 
the fund this year than they have in the past. “The 
need is greater this year than it has been for many 
many years,” he said. “The reason lies in ‘t!:° fact 
that in the past we have neglected to s the 
fund sufficiently, thus allowing the agencies liiated 
with it to accumulate large deficits in their coursgeous 
efforts to maintain their vital welfare and health 
services. 

“Now is the time,” he declared, “to make up for 
our past indifference. Only thus can we be reasonably 
assured of the well-being and health of our commu- 
nities.” 

Those who attended the meeting were: 

John A. Noonan, Kee-Lox Manufacturing Company; 
Herman Whipple, National Cash Register Company; 
John A. Zellers, Remington Rand Inc.; Robert B. 
Gibby, Clark & Gibby; S. L. Nathan, Charles S. Nathan, 
Inc.; Walter F. Place, T. G. Sellew; Robert S. Fowler, 
Macey-Fowler, Inc.; Moe Turman, Metwood Office 
Equipment Corporation; Ralph Hegeman, Desks, 
Inc.; William Shulhof, The Office; Richard Berry, 
Berry-Dickie-Stettler, Inc.; G. C. Wheeler, OFFICE AP- 
PLIANCES; Frank Tupper, National Business Show Com- 
pany; C. G. Woosley, Yawman and Erbe Manufactur- 
ing Company; Ralph Muckley, The General Fireproof- 
ing Company, and R. W. Davidson, International 
Business Machines Corporation. 

The Greater New York Fund helps maintain 400 
voluntary welfare and health agencies in all the 
boroughs of New York City. Each year these agencies 
serve more than 2,000,000 New Yorkers. 

The fund campaign began on April 14, and will 
continue for several weeks. Former Postmaster Gen- 
eral James A. Farley is the 1941 fund campaign chair- 
man. 


*—-> 





‘ : as ame sad ey ie nial * ee. “ 
MAKING SOLDIER-OFFICE WORKERS.—In hope of partially 
solving the shortage of accomplished administrative clerks at 
Selfridge Field, Mich., the Calculating and Secretarial Insti- 
tute at nearby Detroit, has accepted the task of turning out 
soldier-office personnel on a production basis. The pictured 
military group of thirty-four non-commissioned officers and 
privates is the initial graduating class of the thirteen week 
course and is shown with the three instructors (center). The 
institute is operated with the Friden Calculating Machine 
Agency, Detroit, in that W. F. Riley is the local Friden repre- 
sentative and also owner of the school. 





*—- 
PIPER JOINS OLD TOWN 


The Old Town Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y., last month announced the appoint- 
ment of M. F. Piper as factory representative in charge 
of the New England states. 

With many years of intensive experience in the 
Office equipment industry Mr. Piper will be right at 
home in his new connection. He is no stranger to 
New England soil, having been born and raised in 
Massachusetts. He will greet many old friends in his 
territory. 
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OFFICES ARE “HOME” for one-third of the day. They 
reflect character, make impressions...just as much as 
a home. That’s why leading executives are choosing 


their ofhce furnishings with care and good judgment. 


AND THAT’S WHY Sloane, who has furnished fine 
homes for generations, is called in to do offices. We can 


supply any special design. (The one above was recently 


ordered by o of our dealers for a large financial 
organization, ) But we also have on han 1...at stock 
pric .nin od designs with custom-perfect details 
and workmans p. ec below. 

WON’T YOU send us your questions’ Full information 
on our dealer franchise will be promptly supplied! 


NINE EXECUTIVE SUITE DESIGNS...STOCK PRICES! 


Queen Anne Adam Three 
Chippendale Sheraton Modern 
William and Mary Georgian Suites 


Wholesale Office Furniture Division 


W«J SLOANE 


575 FIFTH AVENUE + NEW YORK 
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multiple sales, extra profits on Sengbusch 


tantlipen se 


and Adapto 
— when your salesmen carry 
this handy demonstration set 


The popular tip-in-ink Handi-pen sells 





itself — when your customer tries it. 

Contents of Get one into an office, and you're on 
this sales - producer the way to a 100% Handi-pen in- 
* stallation for an enthusiastic user. 

1 HP-6 Set Here is a handy tool to help your 
 Adeints Ses salesmen bring in that all-important 
first order — easily and quickly. It 

6 Handi-pens (illus- gives the customer an eyeful of hand- 
trating 6 available some Handi-pen design and color 
colors variety — lets him get the “feel” of 


a variety of points—provides a stock 


Copies of Handi-pen 
of literature for pass-around reading 


Fold ; ‘ 
cnet in the office. 


Leatherette carrying : . 
Dealers now using this set report 


greatly increased sales. Completely 

felt : : i ) 
stocked, it costs you only $6.00. 

Price $600 , Equip your salesmen now to 

Complete a bring in this extra business. 

Order one for each man today. 


case lined with green 















Sengbusch Self-Closing Inkstand Co. 


615 Sengbusch Building ° Milwaukee, Wis 





HP-6 MHandé-pen 
The leader in the fast- 
selling Handi-pen 
line. Harmonizing 
sets $2.75 to $10.00 
(retail) — a style for 


every office need. 
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AIGNER ANNOUNCES NEW BAKELITE 
PACKAGE DEAL 

The G. J. Aigner Company, 503 South Jefferson 
street, Chicago, is announcing a new package deal 
featuring a handsome red and black bakelite utility 
box, containing 120 inches of assorted Aico-Grip 
Tubular-Edge insertable index tabs. This will retail 
at the special price of $2, which is fifty cents less than 
120 inches of tabbing alone would cost at the regular 
box price. 

The box is of black bakelite with a red, hinged 
cover, overall size 6% inches long, 314 inches wide, 
and 17% inches deep. While it serves as a striking 
package for tabs, it has been specially designed for 
use as a smart looking container for reserve tabbing 
supply or for cigarettes, jewelry, change, stamps, 
paper clips, rubber bands, etc., after the index tabs 
have been used. 

The new unit, intended as a special offer to gain 
new users of Aico-Grip, consists of the bakelite box; 
ten individual packages of tabbing, each with printed 
A to Z inserts and plain paper inserts ready for typing, 
as follows—one foot each of one-quarter inch, three- 





THE AIGNER UTILITY BOX 


eighths inch and one-half inch clear Aico-Grip, one 
foot each of yellow, green, orange, blue, pink, amber 
and red three-eighths inch Aico Grip, and a circular 
showing how to use tabbing. Descriptive literature 
will be furnished on request to the home office. 


—>- - 


HAMILTON RETIRES As TEXAS CLUB OFFICIAL 


Horace Hamilton, for the past ten years chairman 
of the executive committee of the Texas Travelers 
Club last month retired from that capacity. He has 
promised, however, that the organization will find his 
advice on affairs of the club always available. 

It is expected that a suggestion he made just before 
relinquishing office will receive considerable attention 
by club officials and members. The suggestion of Mr. 
Hamilton is that at each election the retiring president 
be appointed chairman of the executive committee 
to serve for one year. 

Mr. Hamilton maintains offices at 3512 Cragmont 
avenue, Dallas, and represents the Oakville Company, 
Reyburn Manufacturing Company, Bankers Box Com- 
pany and the Sainberg Company. 


*—-> 


CEL-U-DEX TAB SALES HIT NEW HIGH 

A new high in the sales of its line of S. S. (Sight 
Saver) non-glare insertable tabs was announced last 
month by the Cel-U-Dex Corporation, 1 Main street, 
Brooklyn, N. Y. Although comparatively new on the 
market, there was more than a quarter-million feet of 
this product sold during the first three months of 
1941, officials of the firm declared. 





STRAIGHT CUT Folders 
(not printed) 5 weights, 4 
grades. 





1/2 CUT NAME AND 
NUMBER Folders 5 weights, 
4 grades. 





1/3 CUT (not printed) 
Folders 3 weights, 3 grades. 





1/5 CUT BLANK TAB 
Folders (not printed) 3 
weights, 3 grades. 





“Y and E” DIRECT NAME 
Folders, plain or reinforced 
tabs. 





2/5 CUT NAME AND 
NUMBER Folders, plain or 
reinforced tabs. 





— 

and E" PERIOD 
Folders. Stocked in sets of 
2, 4, 6, 12, 24 for Direct 
Name System. 








Ee” 
FOREMOST FOR MORE 
THAN SIXTY YEARS 
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When a defense industry, or any other rapidly 
expanding concern, calls for vertical filing help, 
they want that help to be clearly understandable 
and thoroughly dependable. Today there’s no 
time to train inexperienced employees in the use 
and operation of a complicated filing system. 


The logical arrangement of guides and folders 
in the famous “Y and E” Direct Name System 
makes it simple, swift and accurate to operate 
it is a system that meets every filing need and 
is made to order for today’s conditions. Its 
flexibility and ease of installation make it the 
system your customers and prospects need for 
indexing their rapidly growing records. 


Every alert office supplies dealer recognizes 
the opportunity there is for system selling at 
the present time. To its dealers, ““Y and E” 
offers the valuable services of its well trained 
and experienced System Department—a depart- 
ment that spends all of its time in helping “Y 
and E” representatives in making surveys, rec- 
ommendations, and installations. This is but 
one of the plus features offered with the “Y and 
EK” Franchise. 


YAWMAN AND ERBE MFG. CO. 


1099 JAY STREET, ROCHESTER, NEW YORK 


FOR MID-YEAR TRANSFER 


The “Y and E” Dealer can offer over 
200 sizes, weights and tab cuts of folders 
to meet the exact needs of any filing system 
or transfer method. Guides for every need, 
books of printed labels, gummed labels in 
rolls and in pads, ete. are but a few of the 


transfer sales awaiting “Y and E” Dealers. 
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WHO GETS the fattest, juiciest plums in 
the ribbon and carbon field? You? ... ha 
ha ha! (Do we hear you snickering up your 
sleeve?) Those contracts are SACRED 
COWS. Must be sold direct, you have al- 
ways been told. 


PEERLESS-IMPERIAL works on an exactly 
opposite policy. It is our firm belief that 
the big ribbon and carbon buyers in your 
area (large industries, insurance companies, 
banks, etc.) belong in your corral. We be- 
lieve that you ought to sell them, that you 
ought to participate in the profits. The Big 





PEERLESS 
Rubber Keys 


Open Many 
Office Doors! 








OFFICE APPLIANCES 


Mouse-heart never won Big Contract! 


PEERLESS-IMPERIAL 


Shows Ribbon and Carbon 
Dealers how to bag Real Profits! 


Boys would gladly burn us at the stake for 
such treason . . . but it's still a big free 


country. 


If you are ready to quit being mousey 
about a situation that is robbing you of 
your rightful profits, get in touch with us at 
once. We will show you factory co-opera- 
tion that you never dreamed of. Send us 
the names and specifications of any ac- 
counts you have failed to crack for certain 
well-known reasons and we will swing into 
action promptly. DO IT NOW— it will be 


the most important step of your business 


career. 





PEERLESS Rubber Keys are the No. | Office-Door- 
Opener for hard-hitting Stationery Salesmen. Few typists 
turn down the offer for a week's free trial. After that the 
sale is almost always clinched. 


NEW YORK CITY 
321 Broadway 





It is no accident that PEERLESS are the No. | rubber 
typewriter keys in the world today. Built to high standards 
of precision, merchandised to sell quickly and yield a hand- 
some profit—PEERLESS Keys can be the most important 
item in your stock. Write today. 


PEERLESS KEY-IMPERIAL MFG. CO., INC. 


THE KEY MEN OF AMERICA—Manufacturers with the dealers’ viewpoint. 


General Office and Factory: 409 Mulberry Street, Newark, N. J. 


LOS ANGELES 
828 S. Spring Street 


CHICAGO 
179 W. Washington Bivd 
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BROSK COMPANY MOVES TO LARGER STORE 


The Brosk Office Supply, of Kenosha, Wis., will move 
into new quarters in July to provide expanded facili- 
ties for its rapidly increasing business as office sup- 
pliers and stationers, Harold A. Brosk, head of the 
company, announced last month. The move is the 
fourth in the company’s history. 

Representing the nation’s major companies in sup- 
plies in its field, the firm has also developed the larg- 
est center for school and janitor supplies, wholesale 
paper materials and general office equipment. 

Mr. Brosk has been located on a prominent down- 
town corner since 1933, and the new location at 5804 
Seventh avenue will provide four times the floor space. 
To illustrate the growth of the company’s business, a 
single one of the several departments today provides 
more business volume than the entire store did a 
decade ago. 

Starting out with a vision in 1924 that ascribed to 
office supplies and equipment a tremendous business 
in the future, Mr. Brosk bought out in July of that 
year John Berens’ little printing shop on the west side, 
from which beginning the business has grown. 





COVER OF THE C. E. SHEPPARD CATALOGUE SECTION 
DESCRIBED ON PAGE 10. 


*—-¢ 


FURNITURE MART SHOW DRAWS CROWD 

Hundreds of buyers representing firms in every sec- 
tion of the country were visitors last month at the 
Furniture Mart, Chicago, where they gathered for the 
annual Spring exhibition. 

As in previous exhibition periods, several manufac- 
turing companies prominent in the office furniture 
and supply industry maintained exhibits although not 
necessarily showing office equipment. Among these 
were the following: 

Gaylo Manufacturing Company, Chicago, Ill.—Show- 
ing new designs and styles in folding card table and 
chair sets. William Nave in charge. 

High Point Bending & Chair Company, Siler City, 
N. C.—Many fine examples of chairs and settees for 
home use. James Baling in charge. 

The Howell Company, St. Charles, Ill—Home and 
garden furniture and fixtures, smokers and lawn um- 
brellas. William McCredie in charge 

Imperial Desk Company, Evansville, Ind.—New de- 
signs in home desks and bookcases. Norman Gerth 
in charge. 

Indiana Desk Company, Jasper, Ind.—A showing of 
dressers, desks, bookcases, etc., with many new models 
on exhibition. 

Interstate Metal Products Company, Chicago, II] 
Steel lockers, kitchen equipment, household tables and 
chairs. A. Sternberg in charge. 

Jasper Seating Company, Jasper, Ind.—A large 
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“REPEAT BUSINESS” 


is profitable business. It is 
the result of confidence and 


satisfaction. 


When you sell Columbia 
Steel Office Equipment, you 
sell a line that is correctly 
designed, offers a wide vari- 
ety of choice, is competitive 
in price, and is backed by 


unfailing service. 


The Columbia Line pro- 
motes confidence between 
dealer and consumer and 


encourages repeat business. 


COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN-LIBERTY BUILDING 
PHILADELPHIA, PA. 
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SELLING FAST 


But We Can Still Offer 
PROMPT DELIVERY on 


The Original, Pioneer and Patented 


(jRcuLAlR 


“Successor 


To The Fan” 
THE TIME TESTED AND PROVEN 


Delightful and 
Different Cooling! 














Powerful, Quiet 
and Safe! 


Not only ONE But TWELVE 
Models . Improved both in 
appearance and Performance. They 
feature . . . Not Three, but FOUR 
BLADE assemblies. They move 4200 
Cu. Ft. of air per minute . . . not 
3620. The smart streamlined styling, 
and the year ‘round usefulness of 
the attractive tables and smoker 
stands are real assets to any office, 
store or home. 


The ‘*Senator 





AIR RECIRCULATORS 

















The New Ceiling Type Kisco 
“DEFLECTO” Cool-CIRCLE-Ator 


Powerful, quiet, 4-blade as- 
sembly distributes up to 5980 
Cu. Ft. of air per minute in 


The Majestic 







cooling air currents outward 





and downward over a 






wide area. Beautiful 








ceiling fixtures in four 






sizes, bone ivory finish 
with bright copper 







plated trim. 














KISCO COMPANY, INC. 


39TH STREET AT CHOUTEAU ST. LOUIS. MO. 


ating Equipment 





*‘Nu-Smoker 





The 
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showing of household and office chairs in many styles 
and sizes. W. J. Gosman in charge. 

Lloyd Manufacturing Company, Menominee, Mich.— 
A display of chairs and other household pieces. C. D. 
Dalrymple in charge. 

Murphy Chair Company, Owensboro, Ky.—Uphol- 
stered and plain chairs for the office and home. R. J. 
O’Malley in charge. 

Mutschler Bros. Company, Nappanee, Ind.—A varied 
display of household furnishings and equipment. R. C. 
Chapman. 

New Indiana Chair Company, Jasper, Ind.—Plain 
and upholstered chairs in new designs, with models 
for the office and the home. 

Norcor Manufacturing Company, Green Bay, Wis. 
An assortment of folding table and chair sets for the 
home. Al Krueger in charge. 

St. Johns Table Company, Cadillac, Mich.—Dynette 
table and chair sets and occasional pieces. R. L. 
Petrie. 

Tell City Chair Company, Tell City, Ind.—Many 
samples of chairs in new design and styles. John 
O’Toole. 

Troy Sunshade Company, Troy, Ohio.—Chairs, desks 
and settees featuring attractive colors and chrome. 
George Fraley in charge. 





es 


AUTOMATIC FILE & INDEX COMPANY cabinets in process 
of manufacture at the factory in Green Bay, Wisc. These 
twenty-seven files will soon be in service in the offices of 
the Todd-Bath Shipyards, South Portland, Me. They are shown 
moving through the sanding department of the factory. The 
dealer who secured the order is Joe Wigon. 
—- 


CHANDLER, PIONEER CHICAGO PRINTER, MOVES 
COMPANY TO NEW ADDRESS 


C. W. C. Chandler, pioneer Chicago printer whose 
shop has been running continuously since 1894, last 
month moved his presses and machinery from 422 to 
525 South Dearborn street, the site upon which he 
first opened business nearly fifty years ago. 

In the new location there are better facilities and 
additional space for expansion should the necessity 
for it again arise. But what most appeals to Mr. 
Chandler is the fact that he took his first order for 
printing and started his first press running in the 
selfsame location, although the building which he 
then occupied was differently numbered and, to the 
best of his recollection, was then in the “400” block. 

Mr. Chandler is justly proud of his long career in 
Chicago but is equally ready to boast about the length 
of service of his employees. For instance there is 
Alphonsus DeBaere, a pressman, who hung up his coat 
on a peg right alongside that of Mr. Chandler when 
the little two-man business opened. And he is work- 
ing there today with the avowed expectation of put- 
ting in another half-century before calling it a day. 

Then, too, there is Charles Wohland, another 
printer, who wandered into the shop one day in 1914 
and got a job on a temporary basis. From 1914 to now 
is just a little matter of twenty-seven years and, be- 
lieve it or not, Mr. Wohland is still there and is 
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The Way the New Sikes Spring m 
Works BACKWARD to Provide 7 


Le in the new Sikes 


Fixed-Floating Seat, the aston- 
ishing Sikes reverse spring ac- 
tion causes snug pressure that 
really supports the back when 
occupant is in the upright, work- 
ing position. It gives just the 
right tension at the right time 

. . instead of the usual flabby 
back support. 






























And, continuing this contri- 
bution towards humanizing the office 
chair, relaxation now becomes a reality. 
When you lean back the tension lessens 

. instead of building up resistance 
as all other spring actions do. 


Here is a posture chair that works 
with the occupant, lessening fatigue 
and providing all-day working energy. 







SIKES FIXED-FLOATING SEAT 
with REVERSE 
SPRING ACTION 


is standard on all Sikes Posture 
Chairs. There is no change in ap- 
pearance. The chairs practically 
sell themselves on demonstration. 
Send for sample chairs at once. 
Immediate delivery. 












X77-3 


THE ») TES COMPANY: 


BUSINESS CHAIR MANUFACTURERS, BUFFALO, N. Y. 
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VICTOR CERTIFIED SAFES 





VICTOR DUPLICATOR SUPPLIES 








VICTOR TREASURE CHEST 
AND STATIONERS ITEMS 














FILING SYSTEMS & SUPPLIES 


modern business 
tools by... 


TRADE 
MARK 





VICTOR 
Sold EXCLUSIVELY thru 


Stationery and Office 
Equipment Dealers 


Victor can supply you with 
many of the products needed 
to solve the record keeping 
and record protection prob- 
lems of defense industries— 
and to help your commercial 
customers keep pace with the 
requirements of today’s ac- 
celerated business. 


Technical and sales assistance 
from an experienced sales or- 
ganization, trained TO HELP 
YOU SELL, are part of the 
service Victor gives its dealers 
to help them get their share 
of this business plus, 
distinctive and result-pro- 
ducing displays, literature, 
demonstration equipment 
and other sales helps. 


If its modern, quick selling 
and high-profit products you 


want ... plusclose sales co- 
operation write Victor 
today. 


THE VICTOR SAFE & EQUIPMENT COMPANY, INC. 
“NORTH TONAWANDA, NEW YORK 





EY 


INSULATED FILES 





VICTOR VISIBLE RECORD SECTIONS 





MAK-UR-OWN INDEX TABS 








STEEL FILING EQUIPMENT 
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patiently waiting to add another twenty years to his 
service record before considering himself out of the 
junior class. 

And it is to the everlasting credit of these three 
young old-timers that the business had weathered a 
few tough periods, boasts of holding customers for 
more than three decades and, after nearly fifty years 
of constant endeavor, is still finding it necessary to 


select more suitable and roomier quarters. 
<< 
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MELIND’S “SILENT SALESMAN”.—This counter display card 
has been created and made available to the dealer by the 
Louis Melind Company, 362 West Chicago avenue, Chicago. 
It features the company’s line of Justrite Crystal Clear index 
tabs and incorporates all the features of permanent display 
pieces. It is easy to set up, the user merely lifts the top of 
a carton and sets the display card in position at the back of 
the box where it is held firmly in place. In addition to serving 
as a silent salesman the unit serves to show the merchandise 
in actual use. The sample tabs, cut to size, and the printed 
inserts complete the eye-catching display. 
tee 


STROTHER REPORTS TO U.S.S. WASHINGTON 

John A. Strother, chief development engineer of 
Pitney-Bowes Postage Meter Company, a lieutenant in 
the U. S. Naval Reserve, last month reported at Phila- 
delphia for active duty as chief electrical officer on 
board the U.S.S. Washington, sister ship of the re- 
cently commissioned superdreadnaught U.S.S. North 
Carolina. The Washington, second new battleship to 
join the fleet in the new defense program, has been 
commissioned with full naval and government cere- 
monies. 

Mr. Strother graduated from the U. S. Naval Acad- 
emy with the class of 1926 as an ensign, U.S.N. He 
served two years on the U.S.S. Florida as battery offi- 
cer of the broadside battery. Following graduation 
from the officers’ course of the submarine school at 
New London, he became navigation officer of the sub- 
marine S-21, operating part time in Cuba and Panama. 

He resigned from the naval service in 1930 to join 
the engineering staff of Pitney-Bowes, at the same 
time entering the Naval Reserve. He rose through the 
company’s factory ranks to a position in the methods 
department, then became assistant to the chief engi- 
neer in 1932, and finally manager of the newly formed 
development-engineering department in 1937. 

Mr. Strother directed the development and the first 
post office testing of the company’s “Mailomat,” and 
was in charge of all new product development and 
engineering over the past four years. 

Before leaving he was tendered a “good luck” ban- 
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Your work gets 
done easier with 
DICTAPHONE 











| T’S as simple as using your telephone! 

Just “talk” your correspondence, mem- 
oranda, instructions and ideas to Dicta- 
phone. 

As fast as you talk, your words are 
engraved on a revolving wax cylinder, 
which you secretary then puts on her 
transcribing machine. Listening through 
earphones, she hears your voice plainly 
as though you were right there, and 
types while she listens. 

You can use Dictaphone at any time 
without requiring the presence of your 
secretary. While you dictate, she is able 
to intercept phone calls and keep visitors 
from interrupting you. While you dic- 
tate, she does typing. filing and takes 
care of routine details for you. 

Thousands of South American business 
men have learned to depend on_ this 
modern dictating machine as a “control 
instrument.” Experience has shown that 
it doubles their ability to get work done! 

Probably some of your business friends 
and associates are enthusiastic users of 
Dictaphone. They'll tell you how reliable 
and convenient Dictaphone is. Many 
years of excellent service in South Amer- 
ica have won for Dictaphone and _ its 
representatives an enviable reputation. 
Ask your local agent to let you try Dicta- 
phone in your own office. No cost—no 
Just mail the coupon. 


Cameo Model 


Dictating Machine 


Cameo Model 


Transcribing 


Machine 


obligation. 


These machines are also available in De Luxe and Progress Cabinets 


DICTAPHONE CORPORATION 


EXPORT DEPARTMENT 
BRIDGEPORT, CONNECTICUT, U. S. A. 


F ‘ d ademark of the Dictaphone Corporation, 
{ f 1 ‘ i Accessories to which said trademark is 





DICTAPHONE en 120 Lexington Ave., 
New York, N. Y., I 


Please send me copies of “YOU'RE IN GOOD COMPANY” 
and “THE DICTAPHONE SYSTEM.” Also send me the address 
of the nearest Dictaphone representative. 

Name 


Company 


Address 
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RIGHT NOW 


is the time to Push— 
BARKLEY /2slic 
TAB INDEXES ! 






It's nearly transfer time—and another opportunity for 
you to install these latest filing helps in your cus- 


tomers files. 


They will appreciate the efficiency of BARKLEY 
PLASTIC TAB INDEXES because of the readily ap- 
parent Magnified Visibility making filing easier and 
relief of eye strain .... Angled Tabs give complete 
visibility . . . . Smooth Edges eliminate possibility of 


cuts and scratches. 


Just show them to your cus- 
tomers and prospects— 
they will really buy them, 


and especially now at mid- 





year transfer time. 


Get your samples and complete “_ TaN 
Ai - 
Wy) es \ 


information NOW, no obliga- 


tion, of course! ! 





C. L. BARKLEY & CO. 


of Filing Supplies 
CHICAGO, ILL. 


Vianufacturers 
517 S. JEFFERSON STREET 
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quet by ninety of the company’s executives and work- 
ers in his own department, all of whom joined in pre- 
senting him with a service wrist watch, engraved for 
the occasion. 

In thanking his associates, he gave some interesting 
facts concerning the new battleship on which he 
assumed active duty. The Washington is rated at 
35,000 tons, mounts a main battery of nine 16-inch 
guns, and cost $80,000,000. She and her sister ship will 
be the most powerful battleships in the world. She 
will be commanded by Captain H. H. J. Benson, U.S.N. 
No announcement has been made of her fleet assign- 
ment. 


Show your colors 


with this PENCIL 





| PARKER'S PATRIOTIC PENCIL.—The Parker Pen Company, 
| Janesville, Wis., has recently answered the call for patriotism 
| by introducing a merchandising easel for its new red, white 


| sixteen 
| majorette marching out in the third dimension, and holding 


| 


The easel measures twelve by 


and blue Writefine pencil. 
with a twelve-inch 


inches and is in five colors, 


aloft one of the eighteen pencils as a baton. 
wisissceng alee 
PEERLESS STEEL TO FILL SEVEN CARLOAD ORDER 
The Peerless Steel Equipment Company, Philadel- 
phia, Pa., last month was awarded a contract for 
approximately seven carloads of steel filing equipment 





| for the new criminal courts building and jail at Centre, 


Leonard, Baxter and White streets, Borough of Man- 
hattan, New York City. The equipment consists of 
Grade “A” files including letter, legal, fingerprint, 
document, various card sizes and sectional equipment. 

The new building will :.ouse the offices of the dis- 
trict attorney, magistrate’s, general sessions and spe- 
cial sessions courts, the parole commission and the 
department of correction. The project is said to be 
one of the largest of its kind undertaken by the De- 


| partment of Public Works of New York City in many 


years. 
oi + 


PARKER OPENS BIG DRIVE ON NEW “51” PEN 
With space contracted for in several of the nation’s 


| largest and most important magazines, the Parker Pen 


Company, Janesville, Wis., has opened its big adver- 
tising drive on its new, streamlined “51” fountain pen. 

The unique manner in which the advertising drive 
was conceived and opened is described by the com- 


pany as a “whispering campaign” and mighty were 


| the preparations to tie up all loose ends and complete 


last-minute details to insure success. First, retailers 
were prevailed upon to avoid advertising the new pen 
in any way, and then the clever advertisements were 
issued to appear in Esquire, Time, Fortune and a 
number of other high-class publications. 

But the entire plan was based on new copy tech- 
nique to get the whispering campaign properly started 
The pen is pictured with people grouped below it and 
engaged in discussing its merits, but neither the name 
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Monroe Adding-Calculator, Model MA 7-W. Simple, speedy, automatic. The ideal calculator for volume figuring, at a price to fit any budget. 


FIG URES — the spotlight is on production today, 


more production, faster production; and all along the 
way that means more figure work, faster figure work. 
accurate figure work. Monroe is ready to meet the de- 
mand: ready with simple. speedy machines for every 
type of business figuring. machines that turn out more 
figures at less cost and ready with a nation-wide 
service organization of Monroe-owned branches in 
every important city in the United States. Monroe Cal- 
Machine Company. Inc., Orange, New Jersey. 


culating 








MONROE 


MACHINES FOR 
CALCULATING, 
ADDING, BOOKKEEPING 
CHECKWRITING 
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@ No. 1767 te-S—Hand- 
some new 18th century 
executive suite 8- piece 
center-matched Butt Wal- 


cMnpecial OF COURSE! 





YOUR customers know what they want in new switching to Imperial. 

office furniture. Distinctive styling! Fine The widely diversified Imperial line in- 

craftsmanship! Moderate prices! cludes well-styled, well-built desks, tables and 
You can’t afford to give your customers less matched suites — for every oflice need at 

than they expect — or your sales volume and prices that permit you to sell the greatest num- 


profits will suffer. ber of prospects. 
Take a tip from hundreds of dealers in Get full details of this fast-selling line! 
every part of the country. Put your office Write today to the Imperial Desk Company, 


furniture department on a paying basis by Evansville, Indiana. 








THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 














C L FE A | G fe i 2 CARBON CARBON INKED 
PAPERS ROLLS RIBBONS 
CARBON PAP na mat 
Cleangrip Photo Offset Stormtex Silk 
Its distinctive appearance catches the eye. Whitedge Billing Rolls for Elliott- | Stormtex Cotton 
Its efficiency, cleanliness, long wear and RESISTANCE Fisher Machines — 
TO CURL make it the carbon paper preferred by busy Geen Poll Billing Rolls for 
users : Gumeo Burroughs Posting American 
‘Cleangrip combines all the desirable features of d a Reliance 
leangriy s all lesirs atures of goo iil Resteter Talds 
carbon papers plus the highly important special features Tally Rolls Ribbons for Address- 
possessed by no others. Reliance ograph-Multigraph 
It is 1 1 , . Teletype Carbonized 
t is profitab e to the dea er as it brings new business Carbons in all Rolls Seusieanun 
and holds it against competition. weights and | Rolls for Elliott- 
DEALERS: Don’t overlook this business getter. Write Stiien Addressing Machines | Dupligraph, etc., etc. 
for samples and prices. Special Rolls 














H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 
561 GRAND AVE. BROOKLYN, N. Y. 
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of the product or the name of its manufacturer are 
mentioned. The fact that the invisible nib is enclosd 
in a guard like a watch is heavily stressed. 

Coincident with the appearance of the ads, blowups 
of them were issued to dealers which, of course, like- 
wise failed to disclose the name of product or maker, 
but carried a boldface line inviting the customer to 
“Come In And See It!” 

The Parker “51” is in a price bracket ($12.50 and 
$15) separate from other Parker models and investiga- 
tion has shown that there is no interference between 
the two price groups. 

The “whispering campaign” technique was origi- 
nated by Blackett-Sample-Hummert. 


—- - 
OLD HANDS ARE GOOD HANDS 

A man is known by the company he keeps, and a 
company is Known by the men it keeps. 

The Kellogg Switchboard & Supply Company, Chi- 
cago, has a record in the years of service that their 
employees have established which tells a very definite 
story that should prove a good study for many young 
men who think it is clever to jump around. 

Among their hundreds of employees there are 
seventy-eight who have been with the company for 
twenty-five years or longer; ten of this number having 
a service record of at least forty years each. The 
number of those who have served the company for 
fifteen years is 241, while the number of those who 
have served ten or more years is over 300. For 992 of 
their employees, the total number of years of service 
is 7,993! 

These figures mean a great deal because the man- 
ufacture of telephone systems and electrical equip- 


ment requires an unusually high degree of careful, | 


expert workmanship. It is a precision business. And 


the company knows from its many years of experience | 


that because of the highly technical nature of its | 


products, the men with the longest service records are | 


apt to be more efficient and have a real understanding 
of the customer’s problems. Like other important 
businesses, it is found that the longer men work the 
more efficient they become. And the company has done 
everything in its power to encourage length of service 
among its employees. 

The expert workmen seem to appreciate this feeling 
and have made the manufacture of communication 
and other Kellogg products their vocation. Becoming 
thoroughly accustomed to their work, they have found 
it easier to perform. 


In the last year Kellogg has had to take on a large | 


number of additional employees as a result of the 
general increase in business, but none of these addi- 
tional men have figured in the above tabulation. 

It is the opinion of M. K. McGrath, president of the 
company, that products are made better because of 
the long years of service of the men who build them. 
He believes that there is a direct ratio between the 
quality of the product and the length of service behind 


the men that produce the merchandise 
<< 


NEW ENGLAND TRAVELERS NOTES 

Because a previous program conflicted with an out- 
ing date of another organization, the club has adopted 
a new golf schedule as follows: 

June 11, Pawtucket Golf Club, Pawtucket; June 25, 
Bellevue Golf Club, Melrose; July 9, Pine Brook Valley 
Country Club, Weston, Mass.; July 23, Oxford Golf 
Club, Chicopee; August 6, Trapelo Golf Club, Weston; 
August 20, Grand View Golf Club, West Boylston, 
Mass.; Setpember 3, Marlborough Golf Club, Marlboro; 
September 17, Indian Hill Golf Club, Hartford, Conn.; 
October 1, Norfolk Golf Club, Westwood 

Three new committees recently appointed by the 
club president have already started work on the tasks 
allotted them. A ways and means committee to raise 
additional funds: Chairman Franklin Wilde, George P. 
Samuel, Harry Tehan, Jr. Roster committee: Honor- 
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A “SILENT SALESMAN” 
THAT WILL INCREASE 
SALES OF INDEX TABS 
AND COSTS YOU LESS 


THAN ONE SQUARE FOOT 
OF COUNTER SPACE 


S a-B-C saa | P FREE - With each order for 

iT’s AS SIMPLE © 8S THE iq one or more cartons of Justrite 
a | Index Tabs we include one of 

ea these colorful counter display 
sox! pes cards printed in royal purple 
oF One Z =? and yellow to match the index 
entain’ 4. tab boxes. 


@ All the power of visual selling is bundled up in 
this new display card. It not only acts as an efficient 
“silent salesman”, but also serves to show the merch- 
andise in actual use. The attached sample tabs, cut 
to size, with ready-printed inserts offer a striking 
self-selling display. And the beauty of it is, the 
entire display takes less than one square foot of 
counter space! You'll marvel at the simplicity of at- 
taching the card to the carton - it can be done in less 
than 2 seconds. Being of heavy card stock it will 
not become shabby or tear like flimsy cardboard used 
for self-forming display cartons. 


SELL JUSTRITE INDEX TABS. . . . Colors can be changed 
without removing the tab... There is a greater variety of 
ready-printed inserts... A kolor kit in every box... CON- 
VINCE YOURSELF - STOCK JUSTRITE INDEX TABS 
TODAY! 


THE LOUIS MELIND CO. 


362 WEST CHICAGO AVENUE 


CHICAGO 


39 CORTLANDT ST. 593 MARKET ST 
NEW YORK CITY SAN FRANCISCO 




















116 


Here is the most reliable source 
f supply for Duplicating Inks 
for AALS MeL CME tele MB celole () Me) 
STENCIL DUPLICATING 
MACHINE. 


Get your 
sample of 
ey.V, fe} 9) 3 

MADE 
inks now— 


and test it! 





Our 45 years’ experience in the # 
pest= boleh t-Voidbbd-Me) Meith e)blor-Letele mm bel 4) 
enables us'to offer you the finest 


2) dole Ab Lol t-Mee) oh t- bh et- Veo) (-ME-veh augel-)4-F 


Our PREMIUM INK is a high grade 
black ink that has the properties of 
Quick Drying and Minimum Penetra- 
tion into the paper. The finest ink made 


for first class stencil duplicating work. 


BULLETIN INK fills the need for a jet 
black ink where price is a factor. Ex- 
cellent results at a minimum of cost. 
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All inks manufactured under the personal 
supervision of Fred. B. Canode. 


WRITE TODAY FOR 
SAMPLES AND PRICES!! 


INK SPECIALTIES CO, INC. 
925 5. LAFLIN STREET . . . . CHICAGO, ILL. 


SATISFACTION GUARANTEED OR YOUR MONEY BACK’ 








OFFICE APPLIANCES 


ary Chairman Charles H. Ramsey, Chairman George 
K. Slater, James R. Armington, Russell E. Ragan, John 
E. Brooks. Entertainment committee: Chairman John 
F. Kennedy, Bud Shreiner, C. M. Cummings, A. B 
Coelln, Mel G. Wheeler 

George W. Conway, Edson C. Eastman Company, 
Concord, N. H., was recently appointed chairman of 
the State Racing Commission. Last year, as chairman 
of the Republican State Committee, he played a prom- 
inent part in the election of Governor Blood. 

* * ~ 

Thure Bengston, Adkins Printing Company, New 
Britain, recently returned from a motor trip through 
the South on which he was accompanied by his 
mother. 

* * a 

Belledeu & Company, Inc., 177 Milk street, Boston, 
is moving to larger quarters at the same address in 
which will be available twice the floor space now at 
the firm’s command. Mr. Belledeu is vice-president 
of the Boston Stationers Association. 

* * * 

During the Spring vacation of Smith College the 
Hampshire Bookshop completely remodeled and mod- 
ernized its main floor with open display fixtures and 
fluorescent lighting. 

* * * 

Larry French, Oakville Company, is recovering from 
injuries sustained when he was struck and knocked 
down recently by a taxicab in Boston 

* * + 

The above news items were gleaned from the pages 
of the N.E.T. Club News, official organ of the New 
England Travelers Club. 

- —--—_— 
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STAPLER 





NEW DISPLAY FOR MARKWELL DEALERS.—tThis attractive, 
three-color display for featuring the new one dollar “RX” Robot 
stapler has been made available to authorized dealers by the 
Markwell Manufacturing Company, 200 Hudson street, New 
York City. The company also has other displays for the sev- 
enty-nine cent “RX Whippet, and the fifty-nine cent “RX” 
Fairway. 
I -—- 
EIGHTH DISTRICT NEWS JOTTINGS 

The Summer vacation team of Paul Baird, George 
E. Baird & Son, Kansas City, and Art Pfister, Smead 
ambassador, have plans for a month’s fishing expedi- 
tion in July. 

Old friends and customers of “Private’’ Peter Mas- 
terson, Acco Products, Inc., will be glad to hear he is 
working up a fine appetite and new muscles while 
enjoying the life as one of Uncle Sam’s boys at Fort 
Benning, Georgia. Those wishing to send him a card 
or letter, remember it is Private Masterson now, and 
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CHARGE AUTHORIZATION 











New system speeds up service on “take- 
Ee es withs”; reduces cost of credit authori- 


zation; releases clerk’s time for more 


selling, and builds customer good will. 


FLEXOLINE SYSTEM IMPROVES 
CUSTOMER SERVICE IN 
DEPARTMENT STORES! 

Many famous stores are very en- 
thusiastic in praising FLEXOLINE 
for Credit Authorization. They 
mention the fact that the system 
detects errors, cuts authorizing 
time to a fraction of former aver- 
ages, and saves time for bookkeep- 
ing section. 


FLEXOLINE EQUIPMENT HAS MANY 
APPLICATIONS 


Originally developed for telephone company use, 
it has been adopted by business and government 
wherever compact, high-speed reference records 
are needed. A variety of sizes and styles makes 
it practical for small desk units containing a 
few hundred names to large installations in- 
volving hundreds of thousands of listings, in 
each case adding speed and accuracy to the 
reference work. 


Your customers need FLEXOLINE for quick 
reference to names, numbers, codes, schedules, 
prices, etc. Be in a position to offer this equip- 


ment. H I 
Send for FLEXOLINE Catalog No. 47A and © Acme Visible Records, In i 
full information about dealer franchise. ! led et aaaa _ - 
: Gentlemen i 
Please send FLEXOLINE Cataleg No. 47A. Tell us about the ij 
ACME VISIBLE RECORDS — 
INC. Name a 
a Address 1 
122 SOUTH MICHIGAN AVENUE - CHICAGO, U.°S.A. 3 

City State 
aac iain ia bled ieteominene ae 
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BALANCED 
CHAIR ROHS CK) 


A COMPLETE LINE 


OFFICE--STOOL AND TYPEWRITER IRONS. 
EQUIPPED WITH RUBBER CUSHIONS OR STEEL 
SPRINGS, C-K PRODUCTS ARE OF HIGHEST 
QUALITY, SERVICEABLE AND WELL BUILT 


CATALOG ON REQUEST 


OVER TWENTY YEARS EXPERIENCE IN BUILDING CHAIR IRONS 


COLLIER-KEYWORTH COMPANY 


GARDNER, MASSACHUSETTS, Us Be A. 


Your Jewvutory May Be Open 

















Styleotype ... STENCILS . .. Red Feather 
WRITE FOR DEALER OFFER AND CATALOG NO. 41, TODAY 





Distributors of “Styleotype” and “Red The Red Feather Stencil is a commercial, 
Feather” Stencils enjoy certain very definite competitive product that is giving entirely 
advantages—in quality, in price and in pack- satisfactory service under all conditions and 
aging. Red Feather products create their own in all climates. Its low unit cost places the 
repeat demand. dealer in a position to meet all competition, 


Styleotype brand is packed in a new type, and to bid on private or government con- 
attractive, slip-sleeve, end-opening box, par- tracts of any size. 


affin coated on inside. This preserves con- YOUR TERRITORY MAY BE OPEN— 


tents indefinitely. send for details and catalog today. 


RED FEATHER PRODUCTS MAKE A GOOD IMPRESSION 


RED FEATHER PRODUCTS LTD. 


Manufacturers and Distributors, 431 BUSH ST. 
Wholesale only. SAN FRANCISCO, CAL. 
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his address is Company 17 RC, Second Armored Divi- 
sion, Fort Benning, Georgia. 
* 7 
Jack Crow, Hall Stationery Company, Topeka, Kans., 
has been receiving quite a bit of fan mail from his 
many friends in the industry following his appearance 
on the Eversharp program a few weeks ago when he 
won a $64 prize. 
——— 





WARD’S FEATURES VICTOR PRODUCTS IN BIG WAY.— 
Ward's Stationers, Boston, recently went one better than the 
“one-window-one-product” schools of thought when it devoted 
not one but three entire windows to items of the Victor Safe 
& Equipment Company. Nearly one-third of the stationer’s 
entire window space was given over to Victor equipment 
which included visible Rand equipment, safes, Fire-Master 
insulated files, treasure chests, fire drawers, Victor sectional 
visible and many other items. 
ae 


LEE WINS SPEED-O-PRINT DEALER CONTEST 


C. H. Lee, salesman for the Hanson-Flotte Com- 
pany, New Orleans, La., last month was named winner 
of the first prize in a dealer and dealer salesman con- 


test recently staged by the Speed-O-Print Corpora- 
tion, Chicago. 
The contest required participants to submit a 


classification of users of Speed-O-Print products in 
the order of their requirements. A large number of 
entries were submitted to the judges, John A. Gilbert, 
of Orrice APPLIANCES, and S. J. Graff, of Speed-O- 
Print, and Mr. Lee was declared winner of the $25 
first prize although several others were awarded lesser 
sums as runners-up. The ten classifications, each of 
which he outlined, were given by the winner in the 
following order: 

1: Schools and 


colleges. 2: Churches. 3: Govern- 
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Sell 


THE RIGHT PAPERS 
AT THE RIGHT PRICE 


T- Buil> A (Permanent Business 


Eaton’s famous line of Berkshire 
Typewriter Papers includes a paper 
EXACTLY RIGHT IN GRADE AND PRICE 
for every typewriter use. Whether the 
permanency of a 100% rag paper is 
required or a paper for inter-office 
bulletins, you can satisfy your cus- 
tomers with the BEST paper for every 
commercial use if you stock 


ghTONs 
*rypewriTEeR® 
* pavers * 


% Ag 
“rxsu™ 


EATON’S BERKSHIRE 
TYPEWRITER PAPERS 


PITTSFIELD, MASSACHUSETTS 











MESSAGE— 
Important to Dealers 


The decade just finished is now history. The 
period immediately ahead will bring materially 
increased opportunity to the alert, aggressive 
dealer in our line as well as most others. 
DEPENDABILITY of source of supply is becom- 
ing increasingly more important. Those in the 
industry remembering the first World War, 
know full well the importance of dependability 
of source of supply for quality products. 

LITTLE reputation for Quality and Depend- 
ability for fifty-three years is a hall-mark of 
assurance to the dealer for both quality and 
dependability. 

LITTLE protection FRANCHISE gives the 
dealer every opportunity to cash in on his 
efforts. Quality insures repeat business which 
dealer does not share with his competitors. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 


oA. ° ITTLE. | 


MANUFACTURERS 


Factory, Rochester, N. oa 


1888 1941 
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mental offices. 4: Labor union locals. 5: Associations. 
6: Real estate offices. 7: Wholesalers and manufac- 
turers. 8: Groceries. 9: Insurance agencies. 10: Retail 
stores. 





*—- 
PACIFIC NORTHWEST NOTES 

Exhibiting speed and still more speed in Seattle, 
George L. Hossfield was recently presented in Seattle 
by the Julia Dickinson School of Calculating Machines 
and the Hazel Milbourn School of Business—both in 
the Dexter Horton building. Mr. Hossfield, in the edu- 
cational department of the Underwood Elliott Fisher 
Company, set new records in recent contests and dem- 
onstrations. His exhibitions were weli attended dur- 
ing his stay and he was feted by the Seattle Chamber 
of Commerce. 





MULTIPOST LETTER OPENERS + + + 
2 Hand Operated—2 Electric. The Viking Book Shop & Typing Service, in the 
university district of Seattle, has moved to 4204 Uni- 
MULTIPOST ENVELOPE SEALERS versity Way, not far from the campus of the Univer- 
2 Hand Operated—! Electric. sity of Washington. 
” o * 
ENVELOPE SEALERS WITH COUNTER Pioneer, Inc., large stationery organization of Seattle, 
Something NEW—counts your mail as it is sealed. was recently incorporated “to acquire printing and 
binding machinery” in new expansion in the Puget 
COMBINATION Letter Opener & Sealer Sound community. Incorporators are George Gunn, 
The only machine of its kind ever offered. Jr., Scott Z. Henderson and L. F. Jackson. 
* * = 
MULTIPOST STAMP AFFIXERS Introduced with special demonstrations in the sta- 
4 Models—with & without counter. tionery sector of Rhodes Store, Second and Union 
There are over 200,000 in use giving good service. streets, Seattle, was the new Inkograph pencil-pointed 
a aaa idan ind nai nina iin: aii parses fountain pen, with its multiple uses—such as the mak- 
ALL ARE SENT ON FREE TRIAL<NO OBLIGATION ch: earner barrel re rs awed nasa bg en- 
WRITE FOR FOLDERS GIVING DETAILS & PRICES graved on pen barrel for those purchasing.—CML 
oo 
DIXON COLORED PENCIL cou NTER DISPLAYS 
MULTIPOST CO. 100 center Pk., Rochester, N.Y. GET ALL-AMERICAN AWARD 


Honors in the counter display group of the 1941 All- 
American Package Competition went to Joseph Dixon 
Crucible Co., makers of “Best,” “Anadel,” and “Thinex”’ 
colored pencils. 

Company officials point out that the prize is awarded 
for practicability as well as beauty, and although it 











The NEW | 
“Z LIFT 


SECRETARIAL DESK 
ATTACHMENT 























The 
FEATURE 
that 


SELLS 


SECRETARIAL 
DESKS 


The new E-Z LIFT secretarial Desk attachment with patented 
fold-down carriage operates on easy fingertip control without 
typist leaving seat. Saves effort .. 8aves time... increases 
efficiency. Gives smaller sized desks, big-desk drawer space THE DIXON PRIZE-WINNING COUNTER DISPLAY GROUP 
Permits wider carriage typewriters. Minimum vibration. Safe 

action. Patented safety catch positively gag damage to 

ispewnties Dy Gaaiang 0 Repeeetc fo St or Cetera wee has been available for only a comparatively short time, 





writer until in correct position. Can be installed in wood or f ked d 
metal desks. the display far outranked all previous editions in popu- 
Manufacturers and Dealers write for literature. c displa) Pp po} 
larity with dealers 


One of the principal features is the ingenious way 
ST. LOUIS HARDWARE MFG. oF in which the problem of combining maximum display 
1500 North 18th St. melee awe. fem with minimum counter space is solved. Each brand 


Emtabttohed 1962 has its own display case—the cases display all thirty- 
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LIFELONG STEEL CHAIRS 


Conserve Energy—Increase Efficiency 





Capat Lifelong Chairs 
Boost Sales of Other 
STEELCASE Equipment 


Steelcase Dealers in every section 
of the country have found an added 
sales weapon in the Easyrest line of 
Executive and Posture type chairs. In 
many cases, large orders for desks 
and chairs have been secured when 
either would have been impossible 
alone. Complete equipment programs 
are more readily planned and sold 
with the outstanding Easyrest Chair 
line as a complementary factor. If 
it's sales you want, the new Easyrest 
Chairs will help you get them 
at a substantial profit too. 


and 




















STEELCASE 


Business Lquipmen,., 





oe \ : 


Steelcase Easyrest Executive and 
Posture type chairs, with their 
many exclusive features of design, 
comfort and instant adjustment are 
receiving welcome acceptance by 
users and dealers alike. That's why 
in installation after installation, 
Easyrest Chairs have been chosen 
when tests have 
proved their superiority and un- 
challenged value. 


‘‘on the job’’ 


These new chairs coupled with the 
abundance of sales compelling 
features of the complete Steelcase 
line of desks, files, cabinets, 
counters, etc. make the Steelcase 
Franchise one of the most valuable 
assets obtainable. 

Send today for the complete facts. 
They will point the way to in- 
creased profits for you. 







METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICHIGAN 
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Your f oiienien WH ta. 
This Supert P. oslure Chui 


MURPHY POSTURE CHAIRS answer every 
argument in the field of comfort and efficiency. 
They are scientifically eorrect: perfect in every 
detail, insuring ease of operation, conforming to 
every bodily movement. 

MURPHY POSTURE CHAIRS are construet- 
ed of sweet pecan wood for additional strength, 
toughness and hardness. The finishes are in 


walnut and mahogany. 


You'll find nothing comparable to the STYLE. 
QUALITY and all around EFFICIENCY of 
MURPHY POSTURE CHAIRS. They are ad- 


justable to the individual's size. 


Write For Literature 





No. 230 
MURPHY CHAIR COMPANY Posture Chair 
INCORPORATED Form-titting tilting back. 
sa saa eee sicaitad GoneaneSiatig Geom. 











MR. DEALER— 


9 . 
, | = 54a /[~ review 


of the drawing which will appear on two sides 
of The New PEERLESS Shipping Carton. 
Inside each case is a beautiful sturdy filing 
cabinet which can be sold with both confi- 
dence and profit. 
We Sell to the Dealer— 


Our Product Sells for Him. 


PEERLESS STEEL EQUIPMENT CO. 


Unruh and Hasbrook Sts., Philadelphia 
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six colors of the “Best” and “Thinex” lines and all 
twenty-four “Anadel” colors at a glance, giving each 
color equal visual appeal. Over the top fits a curved 
transparent shield which effectively discourages pilfer- 
ing, yet keeps all the pencils in full view all the 
time. Added to this, the colorful beauty of the dis- 
play itself not only arrests the eye but proves an 
effective salesman for the entire Dixon line. 


~ 9 =i 





FOR THE SALESMAN SELLING SENGBUSCH PRODUCTS.— 
This handy demonstration kit has been created by the Seng- 
busch Self-Closing Inkstand Company, Milwaukee, Wis., for 
the use of the dealer's salesman selling the Sengbusch Handi- 
Pen sets. The unit includes one HP-6 set, one Adapto set, six 
Handi-pens in six different colors, copies of the Handi-pen 


folder and a leatherette carrying case lined with green felt. 
2 i —_ 


GREAT LAKES TRAVELERS NOTES 


Four more travelers in the fifth district filed their 
applications for membership in the Great Lakes Trav- 
elers Club at the regional meeting in Columbus. All 
four were voted into membership at the next regular 
business meeting. The list is composed of W. W. Welch 
of W. W. Welch Company; R. S. Greathouse, Waters 
& Waters Company; Larry M. Saunders, C. Howard 
Hunt Pen Company; Tom S. Conneely, Victor Safe & 
Equipment Company. 

June 6 has been chosen as the date for the annual 
golf outing of the Great Lakes Travelers Club. The 
place will be Rolling Green Country Club, opposite 
Old Orchard Club and northwest of Desplaines, Il. 
The directions are to take U. S. Route No. 12, locally 
known as Rand road, from Desplaines. All members 
of the travelers organization, stationers in the district 
and travelers from elsewhere who may be in Chicago 
at the time are invited. The committee handling the 
outing is headed by Harry Balch of Quality Park Enve- 
lope Company. Other members include Bill Boyd, 
Acco Products Company; Hy Linden, Ace Fastener Cor- 
poration; Garry Dell, Southworth Company; Leonard 
Rose, National Blank Book Company; John Smythe, 
Geyer’s; Harry Allen, Eaton Paper Corporation; Lloyd 
Keenan, Index Sales Corporation; Tom Gillice, Rock- 
well-Barnes Company: and Ray Eichenlaub, Service 
Steel Products Corporation. 

*—->- 
TRUSSELL VOIDS QUANTITY PRICE LIST 

In a letter issued to the trade on May 19 the Trussell 
Manufacturing Company, Poughkeepsie, N. Y., an- 
nounced that due to additional taxes and increased 
costs brought about by a rising labor market, it had 
withdrawn its quantity price list No. PL24A and that 
beginning immediately all billing will be done from 
catalogue No. 24. 

In citing some of the price increases the company 
gave the following as examples: leather, 17 per cent; 
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inches. 


Another 


Michigan Desk 


in the low price class obtainable 
in Oakolor, Walnut or Mahogany 
Finish. 

Our No. 30 series also include 
Office Tables. 

Ask for folder showing complete 


Michigan Desk Co. 


GRAND RAPIDS, MICHIGAN 

















Tucn-RITE 


TEACHES TOUCH TYPEWRITING IN A FEW HOURS 


Tuch-Rite is a simple, inexpensive, scientifically planned and 
designed keyboard device with which anyone can learn touch 
typing within one day, without a typewriter and without a type- 
writing book. Leading school authorities acclaim it as the 
perfect touch system teacher. 

A perfect graduation gift eading stationers and department 
stores are having quick and profitable sales Send now for com 
plete information 


Retails for $2. Well made, durable, attractively packaged. 
Show This Sensational, Easy Method in Your Store 
The TUCH-RITE CORPORATION 
149 BROADWAY NEW YORK, N. Y. 
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We Buy—Sell—Trade—Repair 


Typewriters Elliott Addressing Machines 
Mimeographs Multigraph Duplicators 
Addressographs Multigraph Machines 
Multiliths Bookkeeping Machines 
Dictaphones Calculating Machines 
Ediphones Adding Machines 


Folding Machines Liquid Duplicators 


Sealing Machines 
Supplies for all Machines 
HIGHEST POSSIBLE DISCOUNTS TO DEALERS 
Write for Prices—New Catalog Ready Soon 
Established 1908 





210 W. Adams St. 
Dept. H 





PORTABLE ILLUMINATION 


clamp-on lamp, double 


THE ULTIMATE IN EFFICIENT, 


MIDCO the Perfectiite Mode! 1005—fully adjustable 
single arm with 20 extension—providing a range in measured 
light from 40 to BO or less as required 


swing 
foot candies of 


MIDCO the Perfectlite Line of fluorescent portable lamps 
offers, dealers an opportunity to really serve their custom- 
ers with efficient and proper lighting. In MIDCO the Per- 
fectlite custom line, you will find the right model, beauti- 
fully finished in sprayed wrinkle or bronze plate, attrac- 


tively priced, to meet every requirement of your customers 


Exclusive features of light control, offered only in the 
MIDCO line, beckon your investigation 
You will experience year ‘round lamp sales with 


MIDCO the Perfectlite CUSTOM line! 


Write 


prices 


MIDWEST NATURLITE 
440 N. Wells St., Chicago, Ill. 


today for lighting chart, 
ind dealers discounts. 


Co. 





ALL MAKES OF OFFICE MACHINES 


Stamping Machines 





Chicago, Ill. 
Telephone CENtral 0525 
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leather substitutes, 10 per cent; canvas, 25 to 40 per 
cent; binders’ board and chip board, 10 per cent; glue, 
10 per cent; silk thread, 10 per cent; sulphite paper, 
10 per cent. 
The letter also declared that for the time being 
Trussell does not propose to increase its list prices. 
<a << 
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NEW STORE FEATURES L. C. SMITH TYPEWRITERS.—The 
Scharpf Typewriter Company, dealers for L. C. Smith and 
Corona typewriters and Corona adding machines, on May 1 
moved to a new store at 26 Washington Boulevard, Oshkosh, 
Wisconsin. The window display was an unusually fine one. In 
the center appropriately framed was a large turn table with all 
six models of Corona on display. At the left were shown three 
new Super-Speed L. C. Smiths and at the right was an attractive 
silhouette of a typist working on one of the machines. Under 
this was a display of Corona adding machines and Corona 
cashiers. 


4 


AND NOW MEET THE SCHARPF STAFF, ALL OF WHOM 
KNOW ALL THERE IS TO KNOW ABOUT L. C. SMITH AND 
CORONA TYPEWRITERS.—(R to L) Laurence Ilk, salesman; 
John Rehwinkel, salesman; Miss Gertrude Hoffman, book- 
keeper; Clifford Paulson, mechanic;Calvin Seiberlich,Mechanic, 
and Ben D. Scharpf, proprietor. Mr. Sharpf has represented 
L. C. Smith & Corona in Oshkosh since 1929 and previously 
handled the company’s products in Sheboygan, Wis. 
—- © 
NEW VICTOR STENCIL SAMPLE KITS 
The Victor Safe & Equipment Company, Inc., have 
recently changed the appearance of the duplicator 
stencil sample package that is used by their dealers. 
The new package is made so that the sample sten- 
cils are packed flat, without folding, and the container 
is now a heavy orange-colored envelope, printed in 
blue in the same design as the Victor stencil box. 
Dealers interested in duplicator stencils and supplies 
are invited to write Victor at the home office in North 
Tonawanda, N. Y., for one of these sample packages. 
>< 
DAVISON VISITS OLD TOWN HOME OFFICE 
Orrin H. Davison, West Coast manager for the Old 
Town Ribbon & Carbon Company, Inc., last month 
paid a two weeks’ visit to the factory and home offices 
at 750 Pacific street, Brooklyn, N. Y., and is now back 
on the coast. 
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YOUR GUARANTEE 
OF HIGH QUALITY 
AT LOW COST 





A-S-E Aurora Files are made in 4 different grades .. . 
including a size, style and price for every need. One-, two-, 
three-, four- and five-drawer heights . . . with substitute 
drawers to fit most standard forms. In A-S-E Aurora Bal- 
anced Design Files, the closest attention is paid to all features 


of design. They are made of the highest quality materials 


ates! 


‘oo 





. their design and construction assure the maximum in 
strength, utility and attractiveness of appearance. Mail 
coupon for the new, free, illustrated catalog today. There’s 


no obligation. 


A-S-E AURORA FILES FOR EVERY FILING NEED 


28 GREATER 
* DEPTH * CAPACITY * 


COMPLETE 
ASSORTMENT 
IN ALL HEIGHTS 


LUSTROUS 
FINISHES 








A-S-E Blueprint Cabinet 


Smooth coasting-drawer action .. . 
5-drawer and 3-drawer units, both 
made in 4 sheet sizes . . . providing 


filing requirements of every engineer- who want deluxe cabinets . . . the to ceiling without danger of unstack- 
ing office. Units can be stacked se- Popular Line for those who desire ing. Cost no more than cardboard 
curely on closed base. Send for de- maximum value at lowest possible cost. boxes and shelving. Made in sizes to 
tails. Mail the coupon for complete facts. fit any form. Send for facts. 





ALL-STEEL-EQUIP 


COMPANY, INC. 


606 JOHN STREET AURORA, ILLINOIS 





A-S-E Cabinets 


Storage, wardrobe and combination 
. made in 2 complete lines ...57 ords safe, clean and readily accessible. 


a selection that will meet the flat-sheet models. The Master Line for those Conserve floor space. Can be stacked 


> 
A-S-E DS Files 


Keep permanent and inactive rec- 





All-Steel-Equip Company, Inc. 

606 John St., Aurora, Ill. 

Please send me complete information on 

( ) A-S-E Aurora Files ( ) A-S-E Aurora Cabinets 

‘ ) A-S-E Aurora Blueprint Cabinet ( ) A-S-E Aurora DS Files 
Name 


Address 
City State 








of St. Paul — Installation by 
McClain & Hedman Company 
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Minnesota Mining & Mfg. Co. 




















E/LINK POSTING SAFE DRAWER 


. PROFIT BY 
Mr. Dealer: RECOMMENDING MEILINK’S 
POSTING SAFE DRAWER 






Every office doing mechanical 
bookkeeping needs this efficient 
combination ot Posting Tray and 
Safe; not only for the filing of their 
ledger cards but also for protection 
from Fire. 

The Meilink Posting Safe Drawer 
gives constant SMNA Certified 
One Hour Fire Protection at a sub- 
stantial savings and convenience 
over separate trays and safes. 


. 
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Meilink Safe Drawers May Also Be 
Divided For Documents and 8x5 Cards 


MEILINK STEEL SAFE COMPANY—TOLEDO, OHIO iso, 








Craftsman-built Furniture 
from The Leopold Company 
located at Burlington, lowa 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


LTHOUGH some are saying they cannot get ship- 
ments of office furniture, et cetera, through from 
the East in anything like decent two-four time, this 
is not a universal complaint in Los Angeles at all, at 
all. One leading dealer says he might be three or four 
days late in getting stuff he has ordered, but the 
delay never is sufficient to cause much worry or in- 
convenience. People as a rule expect that much delay. 
T. F. Peirce, veteran dealer to the better trade in the 
area, proprietor of The Pacific Desk Company, 1031 
South Hill street, says authoritatively that he is ex- 
periencing absolutely no delays whatever. This testi- 
mony is corroborated by other leaders in town. 
There is a tendency in Los Angeles these last few 
weeks to think of the railroad companies as big poten- 
tial customers, and this applies more particularly per- 
haps to machines for the quick transaction of business 
such as adding machines, calculators in general and 
typewriters. With the increasing use of rails in trans- 
continental shipping due to the requisition of coast- 


wise vessels for distinctly defense purposes the rails | 


face a big out-pouring of business they did not ex- 
pect. The belief is that the roads have not kept their 
office equipment as much up-to-date in recent years 
as might have been the case had the heads of the 
rail transportation companies felt more sure of their 
future. At any rate, purchasing agents for railroads 
had better put a few more benches in the waiting 
room, for the salesmen are coming. 


* Ms * 


Victor Salesmen in Draft—The Victor Adding Ma- | 
chine Company has given three good men to the | 


U. S. defense program. In Los Angeles two salesmen 
have gone. W. Harrelson has gone to the bombing 
school in Denver and John Lawrence has gone into 
the service through his home community of Ogden, 
Utah. Charley Harris, San Diego salesman, a reserve 
officer, has gone into the service from that city. 


* * * 


Revamping Office—The Royal Typewriter Company | 


district offices at 1031 South Broadway are being re- 
vamped. Considerable additional space has been taken 
over. This allows more room for the supply depart- 
ment and general offices. The cashier’s department 
will practically be doubled in size. G. G. Ralls, man- 
ager, states that with business running fully fifty per 
cent above last year more breathing space has become 
a necessity. 

Yocum Now in Camp—Charley Yocum, who was a 
city salesman for his brother, Sam Yocum, proprietor 
of Sam Yocum Office Equipment, 952 South Hill street, 
is now on the job in Camp Orb and is delighted with 
camp life and routine, he writes. He has been pro- 
moted to first class private and is now in the medical 
corps. His position in Los Angeles has been taken by 
Lloyd Simpkins, who formerly was connected with 
Sears Roebuck & Company. Sam Yocum says he is 
having no trouble in getting merchandise and that 
business on the whole is well above last year. 


* * * 


Equipment Company Moves—The Los Angeles Busi- 
ness Equipment Company, headed by Clifford and 
Marion Bruber, has moved from its old location at 
952 South Hill street to a new location at 308 West 
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POSTURE CHAIRS 
4 











For Comfort . . For Health . . For 


Efficiency 
EASY e QUICK e POSITIVE 
ADJUSTMENTS 


“A Model for Every 
Need” 







No. 505 with 
VENTILATED SEAT 
EASY TO SELL AND EASY TO DEMONSTRATE 
Sold Exclusively Through Dealers. 
Write today for complete catalog. 
STURGIS POSTURE CHAIR CO. 


STURGIS, MICHIGAN 





















For GRADUATION 
GIFTS and Better 
Summer Business— 
Stock the 
“NATIONAL” Line 





National Brief Cases, Zipper Envelopes and 
Ring Binders provide dealers with the newest 
designs in all leathers, the unquestioned qual- 
ity — the up-to-the-minute style needed to sup- 
ply the call for Spring Graduation Gifts. For 
both spring and summer profits and turnover, 
stock and display the popular, fast-selling 
“National” Line. 


NATIONAL BRIEF CASE MFG. CO. 


512 S. Peoria St., Chicago 
10 E. 34th St., New York 
1709 W. 8th St., Los Angeles 
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OLENS 


The Chair Iron of a Million Tilts 





<) 





Bolens Chair fron Testing Machine. 


BOLENS best chair irons are sold only after enduring 
million tilt tests on a special machine (see cut) that destroys 
inferior mechanisms. 

Latest BOLENS features include peened coil springs, new 
type rubber cushions, rubber stops, oil impregnated bear- 
ings and other great features. 

Today's best office chair actions are built by BOLENS 
for tilting office chairs, executive posture chairs, steno- 


graphic chairs, jury chairs, office stools, etc 


BOLENS MFG. CO., Port Washington, Wis. 











EN DS Wardrobe and Locker-room Problems 
The Office Valet The neat, 


She sanitary, space-saving and 
4 attractive unit at the left 
is the new Office Valet, 


which provides complete accommodations (hats, 
coats, overshoes, umbrellas) for 6 or 12 people 
Occupies no more space than the ordinary cos- 
tumer. Solid, all-steel construction, nicely fin- 
ished with rubber shoes. Valet shown is 6 place 
12-place Valet is two-sided). Below (right) is the 
Peterson ‘3-U" Valet Rack made in any length, 
by the foot. Accommodates 3 to foot. Two-sided 
type accommodates 6 persons per running foot. 




















OGEL-PETERSON CO., 
“The Checkroom People” 
1823 N. Wolcott Ave.. Chicago. U. S. A. 
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Ninth street. The new location offers practically twice 
the space that the old one did. 
* ~ 7 
Nern Enlarges—Nern Office Furniture and Equip- 
ment, 911 South Hill street, has added 4000 square 
feet of floor space to its set-up in the last month. 
Rod Nern, proprietor, says business is good and the 
additional space is needed. 


* * * 


Annual Outing—As the concluding feature of a three 
months’ sales contest, the sales force of Schwabacher- 
Frey Company had its annual outing at San Clemente, 
beach resort, May 31-June 1, Saturday and Sunday 
About sixty-five were in attendance. There was a 
bowling tournament at Laguna Beach Saturday, a 
banquet at San Clemente Sunday morning and a golf 
tournament on Sunday. The crowd centered at the 
San Clemente hotel. 

7 - * 

Von Ritter in Los Angeles—Frank Von Ritter, gen- 
eral sales manager for The Stationers’ Loose Leaf 
Company, Milwaukee, was in Los Angeles about the 
middle of May. With his wife he was making his reg- 
ular business trip over the country. Mr. and Mrs. 
Von Ritter went from here direct to Milwaukee. W. H. 
Starr, west coast representative, accompanied them 
on their journey through the West. 


~ * “ 


Serving His Country—C. T. Kemper, salesman for 
The Grimes Stassforth Stationery Company, is now 
a captain in the regular army stationed at Camp 
Roberts. He is commanding military police. 


* * 7 


Agnew in Rest Home—Jack Agnew, salesman for 
L. C. Smith and Corona Typewriters, Inc., who has 
been ill for some months, is now recuperating in a rest 
home and hopes to get back on his wheels with all 
eight cylinders working before long. 


- * * 


Hunt Has Operation—Leigh Hunt, service man for 
L. C. Smith and Corona Typewriters, Inc., underwent 
a major operation in the Queen of Angeles hospital, 
Los Angeles, on Friday, May 16. At this writing he is 
reported as doing well, but will be off duty for some 
weeks. 

McElroy on Big Jaunt—Tom McElroy, western repre- 
sentative for the Eberhard Faber Pencil Company, 
with headquarters in San Francisco, was in Los 
Angeles about the middle of May on his way home 
from a jaunt through Arizona and points south in 
California 

Palmer in Los Angeles—Hart Palmer, western rep- 
resentative for the Boorum & Pease Company, San 
Francisco, was in Los Angeles for several days in May 
looking after business affairs here. He reports busi- 
ness everywhere in his territory on the ups. 


“ * * 


To Mexico City—C. J. Harris, manager of the Los 
Angeles branch of L. C. Smith and Corona Typewrit- 
ers, Inc., and R. A. Tiernan of Santa Ana, accompanied 
by their wives, made a trip with the Shriners to 
Mexico City in May. A special train took the lodge 
men on the jaunt. 


Milne Goes East—J. K. Milne, well-Known salesman 
for The Underwood Elliott Fisher Company, left May 9 
for Chicago and Detroit. In the latter place he ex- 
pected to pick up a new Car. 

*—- © 
GUMMED TAPE COMPANY MOVES 

The Gummed Tape & Devices Company, Brooklyn, 
N. Y., has recently combined its executive offices, 
plant and warehouse and has moved to a new location 
at 1318-1320 Sixtieth street 
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An Inside Story Worth Knowing 








Of course—Indiana Desks of- 
fer maximum beauty BUT 
there’s much more to tell. 
There’s an “inside story” 
about Indiana Desks. It con- 
cerns the qualities that aren’t 
apparent on the surface— 
they’re the hidden qualities of 
craftmanship that win ever- 
lasting customer satisfaction 
and dealer profits. Investigate 
the superior selling advan- 
tages of Indiana Desks. 


INDIANA DESK COMPANY 


JASPER 


INDIANA 












The QUALITY 
LINE of SUPPLIES 
That Is Absolutely 
Complete 





, Stencils, duplica- 
i RE, é d i tor ink, slip sheet- 
| ie ers, scope—every- 
Mind; V4 V7; thing your cus- 
\ Sue 2m f 3 tomer needs to get 
4 ae perfect duplicator 
White 4 7 2 7 ' 
INK | results. Write for 
~. “ catalog 




















HILCO CORPORATION 


1512 MERCHANDISE MART e CHICAGO 















New Indiana 
Executive 
Posture Chair 


Genuine 


walnut 


Deep 
Buff or 
Top Grain 
Snuff 


Genuine 
leather 





















Many of your customers who are not in the market for office 
furniture in the conventional design can be sold modern equip- 
ment. Here is a chair that especially appeals to this group 
looks right up to the moment and serves fully as well; adjust 
able for seat height, back height and back tension. The cost 
is very moderate for a chair of this design. See our catalog 
for other posture chairs and a fine line of all wood and leather 
upholstered chairs 


New Indiana Chair Co., Jasper, Indiana 



































INCREASE 
EFFICIENCY 


with this 





new idea in 


COMFORT 


That, in a nutshell, is what you can tell your 
customers in pointing out their needs for posture 
chairs. These hectic days open up new sales 
opportunities for the dealer and High Point's 
No. 7614 is built to provide easier action, easier 
adjustments and simplified control of correct 
seating posture. Write for more information 
and prices. 


HIGH POINT BENDING & 
CHAIR COMPANY 
Siler City, North Carolina 
























KeRak for 10 keys $1.00 
KeRak for 20 keys $1.75 
(complete with tags) 


“Find the key you want instantly” 
"CADO" KeRaks and Key Cabinets 


Compact, visible and easily accessible 


KeRaks earance 
ted base. Thi Bint 
Jea far Home r Office niowiain 
2 Bun 
Key Cabinets—of welded steel. nnn | 
Finished bib be 
7 ped | 2 ee 
i 100 ’ 
ion ne iin 
1 3a Fi 
KeTags : 





KeCabinet for 100 keys $13.50 
Size 30x/5x3 


Boards and KeCabinets for any number of keys can be furnished 


Cushman & Denison Mfg., Co. 135 W. 23 St., New York 
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WILSON-JONES OLD-TIMER BOWLS 300 IN 
A.B.C. TOURNAMENT 
William (Bill) Hoar, a twenty-five-year veteran with 
the Wilson-Jones Company, Chicago, and well-known 





A YOUTHFUL OLD TIMER SHOWS ‘EM HOW.Here is Bill 

Hoar after establishing his capital bowling record and (inset) 

his diamond medal awarded by the American Bowling 
Congress. 


to many stationery dealers throughout the country, 
became the ninth man and the first Chicagoan to 
bowl a 300 game in the 1941 American Bowling Con- 
gress recently held in St. Paul, Minn. He started with 
a 182 game, but soon adapted the old hook ball to the 
peculiarities of the alley and improved his second game 
with 238. He followed this with twelve consecutive 
strikes for the only 300 game in the tournament. Bill’s 
total of 720 and his partner’s 588 put them in sixth 
place in the doubles competition. The American Bowl- 
ing Congress awarded Bill Hoar a diamond medal in 
recognition of his achievement. 
*—- © - 
PARKER COMPANY TO REPRESENT ROSS 
LABORATORIES 

The Robert L. Parker Company, 156 West Twelfth 
street, Los Angeles, last month was appointed western 
distributor and sales representative for Writo, a prod- 
uct of Ross Laboratories, Inc., Chicago. The California 
firm, which recently moved to the above address— 
making the fourth bid for larger quarters since its 
establishing in 1930—distributes various other types of 
duplicating equipment and supplies, including the 
Rex-O-Graph. 

—-© 
COMMERCIAL CARD IN NEW HOME 

The Commercial Card System Company, formerly 
located at 395 Broadway, New York City, has recently 
moved to a new location at 135 Grand street, where a 
lease has been signed for double the space available 
at the previous address. This is the third move within 
recent years for the company, which specializes in 
rebuilt visible filing equipment. 

aga iia 
MOORE CREATES TWO TIMELY MAPTACK 
DISPLAYS 

Two unusually timely and appropriate maptack dis- 
plays have recently been designed for the trade by the 
Moore Push-Pin Company, Philadelphia, Pa., as a 
means of increasing dealer sales by doing a real mer- 
chandising job. 

One of the displays is a cabinet designed for retail 
counters which measures 11'5 inches high by 10% 
inches wide by 6 inches deep. It is aluminum with 
chrome trim. A background map of the United States, 
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PROTECTII 
FOR | ey 
SALE 


e When a dealer identifies 
himself with SCHWAB 
SAFES, he is offering his 
community the ultimate in 
Fire and Theft protection. 
When business men buy 
SCHWAB they can have full 
confidence that the job of 
safeguarding their valuable 
possessions has been accom- 
plished in the most efficient 
way possible. The cost is so 
low that no far-sighted busi- 
ness man can afford to be 
without this modern protec- 
tion. We offer a wide range 
of capacities for all business 
records and for postoffices, 
banks, furriers, jewelers, 
etc., and fireproofed for all 
emergencies. Send for the 
Schwab CATALOG — Inves- 
tigate our dealer sales plan. 


THE SCHWAB SAFE COMPANY 
LAFAYETTE, INDIANA 


s 















Top Rating! 





For years St. John: ak 1 noted 
for their sales appeal, style and ali 5 
price. And because St. Jol as always main 
tained its high standards, its fine line of office 
tables has steadily increased the sales of the 
jealers and built up good will between dealers 
and customers 

No. 24 and 25 tables are typical St. Johns “Top 
Rating” tables. Of excellent design, durable con 
struction and fine finish, they more than meet the 
demands of discriminating customers. They have 
all the qualities that have made the St. Johns 


office tables so superior 


Write for the new St. Johns catalog showing these and 
the other distinctive tables in the St. Johns line. 





131 





POCKET SEALS or QUALITY 





The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 


“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


A CORPORATE SEAL 
POCKET SIZE 


FURNISHED IN 3 SIZES 








FREE LEATHERETTE POCKET CASE with EACH SEAL 








MANUFACTURED BY 


MEYER & WENTHE, Inc. 
Established 1854 
Dependable Service for 87 Years 


30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 

















ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 


Office Furniture Warehouse Company, 573 Broadway, N. Y. C. 





PLACE YOUR ORDER WITH YOUR LOCAL 
MARKING DEVICE DEALER 








YOU NEVER RUN DRY 
OF PROSPECTS WITH— 


You give your salesmen a big ~a\\ \gigi  / 
break when you add Royalchrome. ~ = 
This line is so wide and diversified 
it opens up big, new markets . . . including shops, in- 
stitutions and plants. There's furniture for reception 
rooms, rest rooms, recreation rooms, factory cafes. 
There are specialty items that enable your men to get 


"in". And there's a real profit all the way. 





OIsTimcrive SuURMITURE 


So, write for the big 84-page Royalchrome catalog 
and for the special dealer plan. Do it now! 


ROYAL METAL MFG. COMPANY 


187 N. Michigan Ave., Dept. C, CHICAGO Rouatl 
New York Los Angeles Toronto tial FUETUEE Since OF" 
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SPEEDLINER PROFITS 


Ideal for summer selling! Demonstrate in your prospect's 
office with the SPEEDLINER. Streamlined design and 
compact construction make this full size duplicator easier 
to carry and demonstrate. No ink, no stencil, no gelatin. 
Get in on the SPEEDLINER boom now! $55 List. 
EXTRA profits selling quality supplies. 
Write for further information. 


KEEN MANUFACTURING COMPANY 
800 N. Clark St. Chicago, Ill. 
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New Low Desk 


by SHAW-WALKER 





HIS revolutionary Shaw-Walker creation places 
the exclusive Shaw-Walker dealer another step 
ahead of all competition. The New Low Desk is an 
other winner in Shaw-Walker’s long string of 8,000 
extra-profit producing products—Fire Files, Free-Coast 
ing Files, Wobble Block Visible Files, and many others. 
You lose extra profits every day if you are not an 
exclusive Shaw-Walker dealer. Shaw-Walker wants 


to improve its representation 1n certain cities. WRITE 


TODAY! 














TRINER| 
Airmail 
Special 
No. 300 


EXTRA 
FINE 
CONSTRUCTION 


Capacity I lb. x % on. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (lecal & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, ete. 
Built throughout of steel, highly sensitive and aceur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail. 

Write for Circular X. 





New Improved AIRMAIL Model | ow * iin of Lowest Ultimate Costs 





TRINE SCALE & MFG. CO. 
2714 W. 21st St. Chicago, Ill. 








SHAW:WALKER 


Muskegon, Michigan 


) 
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CARBON 
PAPERS |-—— 
CARBON 


INKED PAPER 


BEIDICN PROCESS 


RIBBONS (— + 


“QUALITY” “ECONOMY” “SERVICE” 


THE NEIDICH LINE 


A trial of Neidich Carbon Papers 
and Typewriter Ribbons will be 
more convincing than a thousand 
words describing their points of 











excellence. 
Write for full details. 


NEIDICH PROCESS 


DIVISION OF UNDERWOOD ELLIOTT FISHER CO 


BURLINGTON, N. J. NEW YORK, N. Y. 


ST. LOUIS, MO. SAN FRANCISCO, CAL. 
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VAN DYKES NEW HUME 





Warr 


FACTORY and SALES OFFICE | 4 
21st and ROCKWELL STS. ee F i P DAY 











PREPARE NOW! 


Plan your vacation to include 
The N.T.0.M.D.A. Convention 
July 21-22-23 in Chicago. 








We cordially invite you to make 
our office Your Headquarters. 





Inspect our services and meet 
our branch manager from your 


WATCH VAN DYKE for FLUORESCENT! saiieein ae 
erritory. ere expecting you. 


Welcome to our new quarters—2lst and Rockwell 
Sts., Chicago, Illinois. Make Van Dyke headquarters 


for your fluorescent needs and enjoy bigger fluores- 
cent sales. Ames supply Company 


America’s Outstanding Manufacturer of Fluorescent Lights. ‘ 
Wire. Wee far -Catates 564 W. Randolph St., Chicago 











37 bse _ pone uy — St., 
ew Yor an Francisco 
VAN DYKE INDUSTRIES 566 Lene Se: | rence’ come | 12 We 


21st and Rockwell Sts. Chicago, IIlinois Dallas Atlanta 

















YOUR CUSTOMERS ARE GOING 
TO BUY ERROR-NO WHEN YOU 
SHOW THEM ITS NEW SPACE 


SELECTOR! yes, sir.iTS NEW 
AND EXCLUSIVE WITH ERROR-NO 


j 





espirator cushions 


Respirator Cushions were developed to conform to the theory that 
the human body is so constructed that thick, exceedingly soft cushions 
is ventilated and reduces 


are unnecessary, also, that a cushion which 
" 


, , 
interference with the natural respiration acuon of the body woul 


"e - A 
HEAR YOU V3 “si be an advantage and would greatly add to the comfort of the uset 
we va 


It has been proven that the theories which resulted in the develop- 


8 0 
SAY TO ie ERR ment of Respirator Cushions are correct, and today ventilation 1s 


ractically every seat cushion on the 


S of | p % 3$ the chief sales argument for | 
ba ' i 4 i i 1 1 
i , market, and in some cases ev¢n thongh the cushion does not posse 
. 


used which creates 


any noticeable ventlating pfoperti¢s a name | 
the impression it flectivel nulated 

There is only one cushion which can rightfully be called a respirator 
airolated cushion, a ishion is named Respirator because it 1s 
so constructed that it inha ind exhale ur While the cushion ts in 


use, and due to the f ss this respiratory action 


the name Respirator 1 
= Every person who sits at his or her work will derive comfort and 
be benefited | ting on a Respirator Cushion, and dealers who 
The Dawa Manufacturing Corn. explain and demonstrate Respirator Cushions to their customers, and 
' ide thet vith an oppor 


DIVISION OF TH in addition | ortunity of purchasing a seat 


OVA AND) Aye) Sete Mmb OS Comm | cesion which will add 
12 CHAMPENEY TER. ROCHESTER, N. Y. L. M. Bickett Company, Watertown, Wis., U. S$. A. 


cushion which wi idd to thet ymfort actually confer a favor 
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GET A 


FROM 


“SUNRUCO” 
AIRFOAM 














CHAMPION STYLE 
Two Sizes—Two Colors 
Write for Catalog and Price List 


SUN RUBBER COMPANY 


BARBERTON OHIO USA 








-— aes 


CHAIR CUSHIONS 











Dont overlook thi 


all yoar ‘round SELLER! 


PRECISE 
TRIMMERS 






Winter or Summer—it’s all the same as far as Precise 
Trimming Boards sales are concerned. The many 
patented and exclusive features plus the wide range of 
sizes (from 6'2” to 24'2”) in a price range where you 
can please all your customers, makes this the ideal 
line for “Summer Push”! 


Just feature it, that’s all we ask—it will sell—and 
you'll like the margin of profit, too! 


Write today for descriptive 
literature and dealers discounts. 


AMERICAN PHOTO LABORATORIES, INC. 


28 N. Loomis St., Chicago, Ill. 
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studded with multi-colored Moore maptacks, is seen 

through a glass window in the front. In the back are 

compartments which hold 160 packets of maptacks. 
The second unit is a display card which is a dupli- 


ADOUARTERS for | 








TWO NEW MOORE PUSH-PIN DEALERS AIDS.—(L to R) The 
cabinet and the display card. 


cate of the background map with an additional panel 
at the top on which is printed “Headquarters for’ in 
red on a white background. Perforated and with an 
easel attached, the card, with maptacks inserted, can 
be used either as a window or counter display. 


—e) 





COVER OF GENERAL FIREPROOFING CATALOGUE WHICH 
IS DESCRIBED ON PAGE 10 
<= ¢ 


VICTOR N. Y. OFFICE IN NEW QUARTERS 


The New York office of the Victor Safe & Equipment 
Company, Inc., recently moved to new and more spa- 
cious quarters at 79 Madison avenue, where they will 
be better equipped to serve the needs of dealers in the 
metropolitan area. 

The new office is modern in every way and includes 
a complete display of all Victor merchandise. Man- 
ager Alex Burkhardt extends a cordial invitation to all 
stationers and office equipment dealers to visit his 
new workshop, where he and the members of the New 
York sales staff will be glad to demonstrate Victor’s 
record-keeping and record-protecting devices. 

—- — 
PETERS JOINS R. C. ALLEN 

K. B. Peters, for the past five years connected with 
the Monroe Calculating Machine Company, last month 
announced that he had joined the Business Systems, 
Inc., South Bend, Ind., as manager of the adding 
machine department. The calculator featured by this 
firm is the R. C. Allen machine. 











_p., th» 












O.. Merit lime » + 


SPEED-O-PRINT HAS RISEN TO NATION-WIDE FAME 









MODEL ‘‘L’’ $ 
AUTOMATIC 36% 


HAND reen 26% 








SPEED-0-CABINET 


+295 





















Unknown only four years ago, 
SPEED-O-PRINT is today one 
of the best known and most 
widely used duplicators in the 
country. On merit alone... 
by fulfilling its promise to sim- 
ply and efficientiy give truly 
unexcelled performance on all 
types of rotary stencil repro- 
duction . . . SPEED-O-PRINT 
has won the full confidence of 
dealers and consumers every- 
where. Its remarkable ability 
to save time and save money 
has made it over all ''the dup- 


licator in demand." 





ED-O0-PRINT CORPORATION ~ 


MICHIGAN AVENUE, CHICAGO, ILLINOTS 


EREIGN Wee 


DUPLICATOR INK 


« 3 
0 p & Especially prepared to 
ae) produce the maximum 


number of copies with 
one inking. Perfect work- 
ing qualities. Delicately 
toned, grayish black. 
1/2 and 1 pound round or 
square cans. 

$2.00 Ib. 


Originally exclusively of English 
manufacture, SOVEREIGN 


STENCILS are now made in the 


United States, a product of vast | “= 
° . ° SSS 35 | 
knowledge gained in thirty years SPEED 0 PRIMI 
of stencil making experience. | BUFLICATING 
These are the finest non-cellu- Ss | INK 
‘ | UNIFORM 
lose stencils ever offered to the BN cree rromnc 


SPEED-0-PRINT CORP American market. They will fully | QUICK DRYING 


CHICAGO, ILL. satisfy the most exacting re- 


MADELINUS A Ce 
quirements and we are proud 
COLORS 


Z3 
Fly sung wt : 

indeed to offer them to deal- ae “te eta 
ers and users everywhere. ae ee Brown wise 


DUPLICATOR INK 


A carefully made, low 
price ink that produces 
sharp, uniform copies. 
Adapted for either open 
or closed duplicators. 
Free flowing and quick 
drying. Black only in 
1 pound cans. 
$1.00 Ib. 





When it is a matter of price — 
Thrift-Quality Stencils meet the 
demand...and ... produce the 
kind of results that yield repeat 
orders. Clean, clear reproduc- 
tions on both styli and type- 
writer work. Made in all sizes 
for all makes of rotary duplicat- 
ing machines. Unconditionally 


LETTER 


guaranteed. age * SIZE 
$2.25 
QUIRE 


WRITE FOR SAMPLES 
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Activities 
Chronological Arrangement of Major 
Events For Easy Reference 





June 13 and 14. 


Gill, A. W. Gill & Company, Trenton, N. J. 


< » 


street, New York. 


« » 


October 5, 6, 7 and 8. National Stationers Associa- 
tion convention, Palmer House, Chicago. (General 
manager) Charles P. Garvin, 740 Investment building, 


Washington, D. C. 


« » 


October 6 N.S. A. sixth regional meeting, Palmer 
House, Chicago. (Governor) A. J. Markelz, The Book 
Shop, Joliet, Ill. 


no - 
UEF PROMOTES FISCH 
E. A. Fisch, manager of Underwood Elliott Fisher 
Company’s Bridgeport office for seven years, has been 
promoted to manager of the Bridgeport, New Haven, 
Waterbury territory, it was learned last month from 


a = ——_________, 











E. A. FISCH 


W. F. Arnold, general sales manager at the company’s 
New York offices. 

The office at 930 Broad street will be enlarged to 
run completely through the building with a separate 
entrance on Court street. The sales department will 
be located at the Broad street side of the building, and 
an enlarged service department will face on Court 
street. 

Mr. Fisch has been with Underwood Elliott Fisher 
twenty-one years. His home is at 1969 North avenue, 
Bridgeport, Conn. 


—- 


REGAL TYPEWRITER COMPANY MOVES 

The Regal Typewriter Company, Inc., last month 
moved to new and spacious quarters at 200 Hudson 
street, New York City. The firm, previously located at 
75 Varick street, mailed out an announcement of the 
new address which said officials of the company will 
be pleased to greet “our many friends at our new 
offices and stock rooms.” 


Calendar of Industry | oneotourNew 


N. S. A. third regional meeting, 
Claridge hotel, Atlantic City, N. J. (Governor) A. W. 


July 21, 22 and 23. National Typewriter & Office 
Machine Dealers Association convention, Palmer 
House, Chicago. (President) John Loser, Noiseless 
Writing Machine Service Company, 95 Chambers 













Upholstered 
Office Chairs 



































MATERIAL, 
CONSTRUCTION, 
CRAFTSMANSHIP 
and FINISH 
are first 
class in every 
respect. 


























DuPont Cavalon is used for upholstery covering, because of its 
exceptional qualities of durability and fine appearance. Order 
two of these excellent chairs for inspection and display. We 
are confident of your enthusiastic approval and ensuing sales 
success. 


Jasper Seating Company cy). 
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TRADE MARK REG'D. 


WE OFFICE MACHINE TABLE 


LE 
THAT STARTLED THE TRADE — 


FR FEATURING THE DOUBLE- 
g a PURPOSE “TURRET TOP,” 
a 2 when closed a protective cover; 
LA Sw: d when lowered an extension to 
\ 

\ r\ the table. 

Only with the VENUS 
table can you get this 
and other exclusive fea- 
j tures embodied 
em — , in this all steel, 
L/ ‘ rae itm rigid table that 
combines beauty 
— efficiency — 
protection and 
utility. 

IDEAL FOR 
ALL OFFICE 
MACHINES, will ac- 
commodate nearly any 
office machine or can 
be utilized as a mail- 
ing, filing or sorting 
table. 









It will bring you ex- 
tra dollars of profit 
send for prices, 
dealers discount and 
complete details. 






6633-39 SO. STATE ST. 
Metal Arts Craftsmen CHICAGO, ILL. 
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For Production bi | 
Manager and 


Engineer 
OFFICE DESK 





More than ever before, the industrial executive’s job re- 
quires grasp of detail. There are more things to remember, 
more demands for action, more occasions for delay, more 
difficult situations to be faced and problems to be solved. 


There is a picture that calls for ZEPHYR in the foreground 

good looking, capable and efficient in every matter of 
executive activity — planning, reference, filing, disposition. 
Made in genuine walnut, leg cr island base, composition 
drawer pulls, non-sticking, silent, easy running drawer 
suspension. 


Recommend ZEPHYR when better 
service has the call. Send for catalog. 


Jasper Uffice Furniture Co. 


JASPER, INDIANA 
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SAMSON Provides 
the INCENTIVE 


to SELL! 


SAMSON TABLES have the qualities that business men 
find impressive—the features that may be pointed to 
and interpreted in the light of essential office require- 
ments. That's why dealers find SAMSON a profitable 
line to handle. Why Not Join This Large Group? 
Samson Strong Features— 

e Painstaking construction 

e Practical styling 

e Wide variety woods—finishes 

e Full range standard sizes 

Write for Catalog—Ffull Details 


MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 








OFFICE APPLIANCES 


TWO FIRMS TO HANDLE ESCORT BOND 

The Hudson Valley Paper Company, Albany, N. Y., 
and the Troy Paper Corporation, Troy, N. Y., have 
been named distributors of Escort Bond, a fifty per 
cent rag content product of the L. L. Brown Paper 
Company, Adams, Mass. Both agents have received 
stocks and are distributing attractive advertising and 
sample material. 





COMPTOMETER FLIES THROUGH THE AIR, ETC.—And that’s 
no foolin’ when R. E. Green, Felt & Tarrant Manufacturing 
Company general agent in Birmingham, Ala., does the deliver- 
ing. Mr. Green’s hobby is flying and he owns a little, sixty-five 
horse-power Aeronca Chief in which he ferries all over the 
state of Alabama. On March 13 he combined business with 
pleasure by using his ship to deliver a Comptometer to the 
Polytechnic Institute, Auburn, Ala. The 130-mile trip took one 
hour and seventeen minutes. 


o—- ee . 


STURGIS CHAIR BUILDING NEW PLANT ADDITION 


The Sturgis Posture Chair Company, Sturgis, Mich., 
is erecting another new addition to its plant, the com- 
pletion of which, plus the installation of new equip- 
ment, will increase capacity by fifty per cent. The 
new addition marks the second enlargement of the 
plant in recent months and its need is demonstrated 
by the fact that the factory personnel has been 
doubled in size during the past six months to catch 
up on orders for the company’s posture and square 
tube conventional chairs. The factory at present is 
working fifteen to twenty hours a day. 


ial ilianiaacit vinci 





W. BERT LACASSE, manager of the L. C. Smith & Corona 
Typewriters, Inc., Syracuse branch, has been elected presi- 
dent of the Syracuse Rotary Club, an organization in which 
he has been extremely active, having served several years 
as director and then vice-president. The Syracuse organiza- 
tion is recognized as one of the outstanding links in the 
Rotary chain and so Mr. Lacasse deserves congratulations 
on achieving its presidency. 
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THE IDEAL STOCK 
DEALER KNOWS 


Leading dealers everywhere stock and push Ideal Stands. 
These stock dealers know how quickly Ideals sell and 
how surely Ideal repeat business comes. Users want Ideal 
Stands quickly these days. A stock order now will en- 
able you to deliver promptly. The demand is there. It 
will pay you to get acquainted with Ideal profits. 





Safe, rigid, compact 
and portable — Ideal 
Stands are standard 
equipment in modern 
offices everywhere. 
23-A_ (illustrated) is 
Ideal leader. Drop 
shelves interchange, 
right or left. Note 
distinctive raising and 
lowering device. 











Many other’ Ideals 
available. Write to- 
day for Price List 6, 
Catalog 840 and 
dealer discounts. 








through 
dealers 
only 






SHERMAN-MANSON MFG. CO. 


625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 E. Third St., Los Angeles 








es! 
TO-DAY IT’S 


LEATHER 
























LANDS NEW 
ACCOUNTS 


Hard to get accounts 
are swung over quick- 
ly when shown new 
NEV-R-KURL, 
eee dealers every- 
yy. Pad where report. 


CARSSE PAIRS N NEV-R- KURL 
CARBON PAPER 


Positively a non-curling carbon paper. Un- 
affected by heat or moisture. 

Will not tree or wrinkle when put into the 
machine. It never smudges. 













Users claim tests show 35% to 50°, more 
copies per sheet. 


Universal use—same sheet works on stand- 
ard or noiseless typewriters, billing or book- 
keeping machines. 


Ue 


194 Mill Street Rochester, N.Y. 
L. A. Phillips, President 











Leather furniture of distinc- 
tion dependable sales boost- 
ers .. . styled for con- 
sumer acceptance, because the 
selling factors are ‘Built in.” 
Ehrlich Upholstery meets every 
standard for good quality and 
value! 


EHRLICH 
UPHOLSTERY WORKS 


520 West 43rd Street 
New York, N. Y. 


@ Write for fully 
illustrated cata- 
logue today. 



















popular | 


members 


of a large, well known, 
“Family” — 


1. Automatic 
Multiple-Sliding 
DESK TRAYS 

1-high, 2-high or “sky-high”! 


Trays are reversible-——Buy extra parts to make’m 
grow. 





All Steel! 
Strong! 
— Light! 


8 ae 


2. Automatic i 
FILING SHELF 


Hangs on the side () 
of the file drawer. 
Cork pads on side and © \) 
bottom protects finish 
of file. 






a 3. Automatic 
‘ { TILT-N-SORT 

~ Adjustable metal leaves 

in a 612” square base. 


Lengthened by bolting on extra bases. 
Beautifully finished. 


Why not get closely acquainted with 
these low priced, fast movers? 


Automatic File & Index Co. 


629 W. Washington Bivd., Dept. A-77 Chicago, Illinois 
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out long service. 


Let us show you. 


(Codo-MANUFACTURING CORP. 


509 South Franklin St., Chicago 
270 Lafayette St., New York 





Factory 





Carbon Papers & 
Typewriter Ribbons 


Topflight businessmen and wo- 
men like Codo Carbons and Rib- 
bons because the written results 

A are consistently clear, sharp and 
er ° lasting. Super-Kote, Keen-Rite, 
Superkote Typocraft and Stenocopy serve 
Carbon Tope" practically every business typing 
requirement. Most of them are 
in four weights and four finishes. 


Codo Hectograph Carbon 
is available in two types, 
for spirit and for gelatine 
roll duplicators. We have 
prices and samples of roll 
carbon, one time carbon, 
carbonized newsprint, etc. 
for your sales promotion. 


Codo Super-Fiber Ribbon 
tops a popular line, vari- 
ous grades outstanding 
for production, economy 
and bright color through- 


Many Dealers have put their ribbon and carbon departments on 
a basis of better profit and superior service with Codo Brands. 


Ceraopolis, Pa. 

















(RK FINE CYLINDER 
Improved ! 


Watch for the new 
monogram, the en- 
circled DE, if you 


| pe fees want to be sure of 





the latest model 
... the most 
uniformly preci- 
sion made cylinder 
for super-effi- 
ciency in dictation. 


VYlow D E STANDARD CYLINDERS FOR 
DICTATING MACHINES 


Satisfied users of the regular “Standard Cylinders” 
will be surprised that these already fine products of 
the world’s largest and oldest independent cylinder 
makers have been refined to a point where they are 
now scientifically more accurate and uniform than 
before. Installation of the latest modern, precision 
controlled equipment has made this possible. Write 
for samples of the new DE cylinder. 


STANDARD 
RECORD COMPANY 


104 SOUTH FOURTH ST., BROOKLYN, N. Y. 











OFFICE APPLIANCES 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 











Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 

Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 


Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 





pre CL. DOWNEY CO... Ncinnari o. 




















in hundreds of stationery stores 


today?” 


THE WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 





“lll Admit I’m a Show-Off”’ 
. . . Says SHOWBLOTT, JR. 


“That's my job... to show off the ap- 
pealing colors and attractive designs of 
Wrenn Embossed Desk Blotters so effec- 
tively that people will step right up and 
buy! My success has been demonstrated 


stationery departments, where I've boosted 
desk blotter sales tc a new high. I know 
you'll be interested in learning just how 
little it takes to put me to work for you. 
Why not write for complete information 
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In Other Lands Section 
Continued from Page 52 


heard of it, but if you say it is in print and used in 
conjunction with ———— schedule, then we ought to 
know something about it. Hang on a minute and I 
will find out.” “You have copies of it! Thank you. 
Yes! we will send a messenger for a supply.” 

“Mr. Jones, we have unearthed that form you are 
requiring and will put a copy in the post to-night.” 

Smith, Edwards and Jones, over a refresher later in 
the day. “Isn’t it grand to be able to refuse to foot 
unnecessary bills for the women-folk? Cave man stunt 
we wouldn’t dare try on in peace time. Get rid of all 
our repressions on the subject of household expendi- 
ture.” 

“I spent the week-end ‘Digging for Victory’, was off 
duty for Home Guard. Just listen to this one! Young 
Samson of A.B. firm applied to be transferred to an- 
other industry without consulting his boss and the 
chief mechanic telling his boss about it, remarked ‘You 
can’t have a man working for us against his will’. His 
boss replied, ‘Don’t talk nonsense man, there is a war 
on and we all do as we are told in this game and 
Samson does this job and no other. We are doing 
work of national importance and he stops right here 
and does the job he knows how to do. Never mind 
about wishing for the moon, we are going to win this 
war and what Samson, or you or I, want doesn’t mat- 
ter a jot, we are sticking to this job. It’s amazing how 
some of these fellows don’t appreciate that servicing 
and maintaining our machines is equally as important 
as putting powder into shells. Production ceases when 
our machines break down and maybe a thousand men 
are standing idle all because young Samson preferred 
to put powder into shells rather than maintain office 
machinery and we can’t train a man in five minutes 
to do his job. He ought to know all about it, he has 
spent the last twenty months on repair work at air 
craft factories, armament works, and the like. I sup- 
pose that mainly it is that they don’t just realise the 
essential link up in the jobs” (the boss by the way 
was an American). 

“Cheerio! Jones.” “Cheerio! Edwards.” “Cheerio! 
Smith.” “Suppose we shall all meet at that Victory 
Ball, if not before.”—SSE 


a? 


MICHIGAN DESK COMPANY TAKES OVER 
IONIA PLANT 


The plant of the Stafford Johnson Company, Ionia, 
Mich., which has been manufacturing the No. 30 series 
desks and tables for the Michigan Desk Company, 
Grand Rapids, Mich., has been taken over by the 
latter firm. 

Incorporation papers were filed at Lansing, Mich., 
under the name Ionia Desk Company to carry on 
manufacturing by D. A. Cox, W. I. Irwin and E. H. 
Hupp. 

The Michigan Desk Company deemed it advisable to 
consummate this deal in order to provide additional 
facilities for greater production to handle the volume 
of business now in hand. The entire production of the 
Ionia company will be sold to the Michigan Desk 


Company. 
—t 


NEW PACKAGING FOR GRIPPIT 


The Harriman-Welts Products Company, 200 Sum- 
mer Street, Boston, Mass., has recently created a new 
dress for its four-ounce Grippit brush cans. A newly- 
designed label and a double shell cap are now stand- 
ard equipment of the can which also has the follow- 
ing practical features: 1. It is built to fit easily into 
a Shallow desk drawer, 2. Its opening is large to pre- 
vent daubing when the user returns the brush, and 
3. The cap is flat and stands up to keep the brush 
out of harm’s way. 
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The TILTING, TWO LEVER 
Ball Bearing, Lifetime 
Copyholder with Unrivaled 
EQUI-PRESSURE Paper Grip 
a 
FOR MODERN, FRONT-VISION 

Line for Line Copying 
A Necessary Adjunct to 
Every Typewriter 
* : 
SIX MODEL WIDTHS 
to Meet All Transcribing 
and Copying Needs 
* 
ASSURES MAXIMUM SPEED 
and Precision; Saves Eyes, 
Backache, Time... MONEY! 


OPPORTUNE TIME TO 
PROFIT! 


War Contracts, ‘'Preparedness"’ 
Work . . . and the consequent cry- 
ing need for SPEED in typing and 
copying . . . multiplies the neces- 
sity for this great Time and Labor 
Saver. 


Healthy, steady PROFITS can 
come from having complete data 
available for Customers and Pros- 
pects who need CopyRIGHT now 
more than ever! 


Write for Price Sheet E with 
illustrated literature 


COPY RIGHT MFG. CORPORATION 
53 PARK PLACE . NEW aa 








BRIGHT 


Upholstered 
Office Chairs 





COMFORT 
BEA UT Y 
SERVICE 


No. 28RC 





The outstanding quality 
of BRIGHT Chairs assures 
genuine satisfaction. This 
lifetime quality carries on 
after all other details of 
the purchase are forgot- 
ten—gives you entree to 
the finest executive of- 
fices. 

Display BRIGHT Chairs 
‘ . use the BRIGHT 
catalog .... take advan- 
tage of our custom de- 
signing offer. 





No. 
28AC 


BRIGHT CHAIR CO. 


INCORPORATED 


127-133 Bleecker St. New York, N. Y. 
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\ you hicws the 


“SAME OLD BRAND” 
Habit? 











Some dealers get so used to handling 
the same lines that they sometimes 


overlook additional profit possibili- | 
ties in competitive articles. If you’re | 
not stocking U. S. Brand typewriter | 
ribbons and carbon paper, the S. O. B. 


Habit is costing you money. It will 
pay you well to use the coupon below. 





U. S. Typewriter Ribbon Mfg. Co. 
Tenth at Filbert Sts., Philadelphia, Pa. 


Please send us free samples of U. S. Brand typewriter ribbons and carbon 
paper and your price list. It is understood this does not obligate us in 


any way 
Firm name 
Your name 


Address 
City State 


—[fe{ef{o].4-1—_ 
STAINLESS STEEL FILE SIGNALS 








SEND FOR 
YOURS TODAY! 

Just out! Featuring 18 different styles to meet 

every requirement of modern filing systems. A 

handy catalogue of actual signals that makes 
selection quick and 
easy. No charge; say 
how many. 





THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 


OFFICE APPLIANCES 


BOSSE NAMED FOR WOOD FURNITURE 
COMMITTEE 


Gilbert H. Bosse, president of the Imperial Desk 
Company, Evansville, Ind., last month was named a 
member of a committee formed in Washington recently 
for the purpose of investigating economic and com- 
petitive conditions in the wood furniture manufactur- 
ing industry, with the end in view of “recommending 
a minimum wage, not in excess of forty cents per 
hour, which will not substantially curtail employment 
in the industry.” His appointment was announced by 
Gen. Philip B. Fleming, administrator of the wage 
and hour division of the United States Department of 
Labor. 








‘7787 217 82's 


Bartlesville, Okla.—Roy Henricks, who for some time has been salesman 
with the L. ¢ Smith & Corona Type writers Inc., Tulsa, Okla., office, is 
opening a typewriter exchange here. He will represent L. C. Smith in 
the territory. Mr. Henricks formerly operated sales and service shops in 
Oklahoma City and Muskogee Ted Holloway, junior salesman with the 
fulsa branch for the past six months, is now junior salesman with 
Henricks.—EVH 

Corbin, Ky.—-The Bissell Office Machines Company opened for business 

the Jones building last month under the management of CB. Bissell 
rhe main office of the firm, formerly located in Harlan, wili now be in 
this city, while a branch will be maintained in Harlan The company 

s Royal typewriters and other business machines 





Oklahoma City, Okla...Miss Vade Mae Hilton, formerly of St. Louis, 
Okla., is new secretary at the O'Neal Typewriter Exchange, 405 West 
Main street Bob Williams was recently added to the O'Neal personne! 
W. P. O'Neal, owner, who was injured last July in an automobile acci 
‘ while on a vacation trip, is now able to do inside work, can get 


hout the streets with the aid of a cane ind is able to again drive 
EVH 
Ponca City, Okla.—The D. F. McCrosky Company recently changed its 
cation from 118 South Third street to 322 East Grand avenue D. F. 
McCrosky, formerly of Salina, Kans., purchased the typewriter business 
December from Jim Sutton, who had operated it for the past eleven 
ish registers and adding machines. Mr 


handling typewriters, 


Met rosky has the Royal typewriter agency in Ponca City.—EVH 


Portiand, Ore...Joe Rodgers, district special representative, from San 
rancisco, spent a week in Portland assisting the local branch office of 
Underwood Elliott Fisher Company in making payroll installations 
Portland shipyards.—BB¢ 
Racine, Wis.--M. RK. Easterday, for some time owner of a typewriter 
nd offic machine store here, had recently changed the name of his firm 
Kilgore & Easterday and is operating at 1337 Washington avenue The 
business is now owned by Mr. Easterday and L. J. Gilgore and, although 
rrying complete stock of office machines, will specialize on the sale 
vice of Royal typewriters. Both men began their carreers as type- 
chanics and have beer tive in the industry for twenty-two 
Rock Springs, Wyo. Lud Pollack, manager f the Idaho Typewriter 
Company, Pocatel last month wa visitor in this city in connection 
th the opening of a new store at 654 Pilot Butte avenut Frank M 
Dye manager of the new establishment, which has a large stock of 


flice equipment and is the local agency for Royal typewriters 


St. Louis, Mo.—The Nu-Mark Metal Products Company has leased a store 
it 104 North Seventh street for the sale and display of typewriters and 
ce machines rhe Barngrove Realty Company handled the trans- 


ft 


Tulsa, Okla.—Miss Joan Brimm is new stenographer-bookkeeper in the 
C. Smith & Corona Typewriters Inc. office, 323 South Boston avenue 
She succees is Miss Wanda Roberts, who was married recently.—EVH 








ADDING MACHINES 





Oklahoma City, Okla.__M. L. Cowen, director of service, Victor Adding 
Machine Company, conducted a Victor service school at the Skirvin hotel, 


Oklahoma City, May 12. He was assisted by Paul J. Schutt, of the 
mnpany All Victor dealers and service men in Oklahoma City and sur- 

rounding territory attended A lunches was served at Skirvin between 
rnit ind afternoon sessions.—EVH 








OTHER MACHINES 











Halifax, N. S., Canada._A new sales and service branch of the Me- 
Caskey Company, Toronto, has been established here. The branch covers 
th provinces of Nova Scotia and Prince Edward Island, and 8S. G 
Micklewright is district manager. T. W. R. Ellis is Halifax sales repre- 

ntative, and L. H. Publicover has Cape Breton Island as his territory 
Sold and serviced are McCaskey products, adding machines, credit regis- 
ters, cash registers, fireproof office accounting systems, files 


WIM 


PENS AND PENCILS 


San Francisco, Cal.—Col. A. W J Pohl, vice-president of L. E 
Waterman Company of New York, was a recent visitor to the San 
Francisco branch under the management of John Killough.—SS 
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Well built, good looking 
BENTSON “600” 


THESE FEATURES ARE YOUR SALESMEN— 


% Available in Every Size and 
Drawer Combination. 


% Ten Roller, Cradle-Type Sus- 


pension. 
% 28% Inch Cabinet Depth. 
% 263% Inches Clear Filing Space 


in each drawer. 


You'll Find High-Priced 
Features in the “600” Low 
Price Range. 












Write For Full Particulars. New 
catalog of complete line now avail- 
able. Write us if you have not 
received it. 


THE BENTSON 
MFG. COMPANY 


AURORA, ILLINOIS 
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WARSHAW FOLDERS 


For transfer time 


Be ready for mid-season transfer time with a 
good stock of WARSHAW folders and guides. 
Made from sound paper stock on fully automatic 
machinery, WARSHAW folders and guides are 
always perfectly scored and cut. They are a real 
buy for every man's money. Both you and your 
customers will be entirely satisfied. Order your 
stock now. 


THE WARSHAW MFG. CO., INC. 


1 MAIN STREET 
BROOKLYN, N. Y. 


ROLL LABELS 
GUIDES 
INDEX CARDS 


REINFORCED 
FOLDERS 


PROTEX 
STICKONS 


MENDING TAPE 


GUMMED 
INDEX TABS 



































1K ELEAR” 


} Unground Ball Bearings for the 
| Metal Office Furniture Industry 


| (U. 8. Patent 1,782,622. Canadia: Patent 324,059. Other patents pending.) 





All parts machined from bar stock and heat-treated, 
| outer races are one piece and can be made in any desired 
| shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications 


Kilian Manufacturing Corp. | 


| 1728-1736 Burnet Avenue Syracuse, New York 

















After all, stencil operators are only human! Give them 
better materials and they'll do better work. With this improved 


stencil texture, it’s so easy to get cleaner, sharper, blacker copy. 
And longer, harder wear. Economical too! 


weccseee / 


the patented ad- MILO HARDING COMPANY 


vantages of Tempo 

Film, Formula 217 is 

matchless! No won- 

der more operators 

prefer it and more / FORMULA 217 sounds like the right stencil! 

dealers stock it every / Send Sample [) Details of Dealer Plan [J 
4 


day. Try it.... PIN TO YOUR LETTERHEAD AND MAIL 


General Offices and Factory 
436 W. Pico Bivd., Los Angeles, Cal. 


| 
l 
Eastern Division / 
dl 
yl 
y 


~ aA 


Z 617 Commonwealth Annex, Pittsburgh, Pa. 
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OFFICE APPLIANCES 





Michigan's (on Pe 
offers ihbniiios Dates 


This is one of 
our several stock 
patterns in Gen- 
uine Walnut. 
with choice of 
Mohair Freize 
covering or Red. 
Green or Brown 
Machine Buff 
Leather. 

Can be had with 
Pleated Back or 
l P holstered 
Arms. Also with- 
out Arms. 

Ask us for fur- 
ther details or 
send order for 





No. 137 Posture 
Swivel Chair sample. 


Michigan Desk Co. 


GRAND RAPIDS, MICH. 








Conventioneers 


WHILE IN CHICAGO, 
DO NOT FORGET OUR 
CORDIAL INVITATION 
TO GO THROUGH OUR 
PLANT AND STOCK 
ROOMS. 

WE LOOK FORWARD 
TO YOUR VISIT. 


SHIPMAN-WARD MF6. CO. 


“The Dealers’ Quality Supply House” 


325 North Wells Street Chicago, Illinois 





PORTABILITY 
MAKES A HIT! sae 





Give the BOSTON Sil- 
ver Comet a chance. 
Show the advantages 
of portable pencil 
sharpener to your cus- 
tomers. Sell a higher 
priced modern = wma- 
chine. 
LIST $3.50 


A No need to mar a modern desk. No clamp—no 





fastening. The BOSTON Silver Comet is right on 
the desk. When people want a sharp point in a 
hurry, they do not need to leave their chair. This 
BOSTON Model is handsomely chrome plated, 
good looking in design, with a point adjuster to 
regulate the type of point. Win new and better 
sales today with the BOSTON Silver Comet. 


C. HOWARD HUNT PEN COMPANY ¢ Camden, N. J. 


|b ORM TO), 


PENCIL SHARPENERS 








weather, ae dust-proof, lint-proof and sagless 


200 FIFTH AVENUE,NEW YORK CITY FACTORY AT ELIZABETH,N. J. 





There’s only ONE ALL-WEATHER 
STAMP PAD 











It’s a 


FU LTON 


Product... 


W ord: are cheap ... imitation is the 


incerest flattery . . . but only FULTON makes a 
Stamp Pad that retains its splendid ink- uniformity 
indefinitely, performs normally regardless of the 


ast paid any attention 


until you for when y 
, 4 1 _ . oe 
exaggerated claims. Insist 


Uw 
*; ! j ] 
to it. Be not misled by 


W PULION,: . . 


SEND FOR ILLUSTRATED CATALOGUE 


FULTON SPECIALTY COMPANY 


























JUNE, 








RIBBONS AND CARBONS 


San Francisco, Cal.—Some are still asking Jack Glendon of the enter- 
tainment committee How Come Phe stag party of twenty-five 
Carbon and Ribbon Dealers of the Association of Northern California 
had just settled down at a table at Monaco’s when it was discovered 
that there was a “hen party f an equal number of telephone girls 
at the adjoining table. When gallant George Simonson of Mittag & 
Volger Unc noted that the table of the telephone girls la *ked flowers, 
he proceeded to divide up, donating me of their owr The carbon and 
ribbon dealers had met to honor the newly elected president, H. M. 
Carseallon, of the West Coast Carbon & Ribbon Company; but the 

stag part of the party was a little staggere« SS 


San Francisco, Cal.—The local 





branch of Miller-Bryant-Pierce Company, 


carbon and ribbon manufacturing firm of Aurora, Ill. has moved from 
i6 Kearney street to the Monadnock building at 681 Market street. Be 
sides being centrally located, they will have better facilities, and space 
increase in their stock roon Ss 





MARKING DEVICES 


San Francisco, Cal.—J. L. Yager, in charge of the Louis Melind Co. 
branch, reports active sales on a number of their newer items. There 
is very general appreciation expressed of their streamlined containers, 
all in uniform style, and with design to brighten the appearance of dis- 


shelves Ss 








piay 





STATIONERY 


Albany, N. Y.—Clayton E. Marste flice, bank and factory equipment 





firm, has recently moved from 100 State street ew and larger quarters 
at 11 North Pearl street, Room 210 rhe new ition meets one of the 
demands of the company in that it is better suited to the display and 
selling of office furniture 

Fresno, Cal.—Thaxter’s Business Systems, In has moved into new 
and larger quarters 21 Fulton = street Some departments have 
been enlarged, and fluor t ght } r i the place bright and 





ittractive SS 

Muskogee, Okla.—Otto Smith is new floor salesman at the Star Printery 
213 North Third street, and Gordon Jones was recently added to the sales 
force He is working outside a ty ilesman.—EVH 

Oklahoma City, Okla.—Marvin Kent is new out ‘ ilesman for Mike 
Bryan, Office Supplies, 224-226 West Second street Mr. Kent was for 
merly connected with Branham’'s, Ince EVH 

Olympia, Wash.—The General Envelope Company Seattle, has been 
incorporated to do a general mercantile business Incorporators are 
S. H. Capper, M. Richmond and Albert M. Franc 
Portiand, Ore.—Roy Wisner, salesman for Harbord-Rogers, has been 
confined to his home for several weeks by a severe illness and is still 
inable to return to work.—BBC 

Portiand, Ore.—L. E. Casteel has been added t the sales staff of 
Charlie Helwig, as outside salesman for general office supplies, printing 
and filing equipment.—BBC 

San Francisco, Cal.—Locke Nelson, display manager for H. S. Crocker 


Company, Inc has been building a series of dramatized windows, and 
checking on the results Increased iles directly traceable to the windows 
have well justified the effort and expense.—SS 


St. Joseph, Mo.—The Western Tablet & Stationery Corporation has an- 
nounced completion of plans for the erection of a new, $300,000 building 
The structure will be used principally as a warehouse, will be of brick 
ind will be six stories high. 

Toledo, Ohio.—.Joseph F. Bartley, McManus-Troup Company, printing 
ind office equipment firm, wa recently elected vice-president if the 
Toledo Printing & Allied Trade Association, having formerly served as 
secretary AK 


Tulsa, Okla...The Palace Offi Supply Company, 611-613 South Boston 





avenue, has been awarded a contract for office equipment for Tulsa’s new 
bomber assembly plant The U.S Engineers Corps has purchased 
several thousands dollars of furniture and office equipment The order, 
secured on the low bid, according to James Constantine, president of the 


Palace Office Supply Company, will ar int to about two carloads, to be 
installed in the headquarters building.—EVH 
Tulsa, Okla.—Forrest Crump is new floor sa 


es in for Palace Office 
Supply Company, 611-613 South Boston avenue EV 











FURNITURE 


Marietta, Ohio.—Plans for the constr 1 $150,000 addition, to 
double the local plant's office equipn rod on, have been announced 
by the Safe Cabinet division of Remington Rand In¢ AK 

Portiand, Ore..Guy Boyd, Shaw-Walker representative from Indianapolis 
spent a week here accompanied by William Berggman, of San Francisco, 
who has been appointed factory rep for the coast. Mr. Bergg 
man was formerly with the W. H. Kistler Stationery Company, Denver, 
Colo.—BRB¢ 

Portiand, Ore.—H. K. Ehrsam, manager of the al Underwood Elliott 
Fisher Company brancl innounces that C. E. Berry, accounting machine 


their sale staff ar will take over a city terri- 








epresentative 


salesmar has ined 


tory.—BB¢ 





San Francisco, Cal.—Marshall Ball, one of the best known salesmen in 
the San Francis Bay area now with Stevenson & Son, dealers in 
ffice equipment, furniture and filing equipment Mr. Ball began his 

eer i 1iesmar f ff furt re and filing equipment early 
ir e century with tl Phoenix Dp I extinct.—SS 

Wooster, Ohio.—The general office nd plant of the Steel Storage File 
Company previ ly wa ter ++ aw ¢ Sixty-third treet ( vela 
have been ! ved ft this t vyhere t ‘ py premises at 














CARBON 
PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 





Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation, 


EXCLUSIVELY for 
DEALERS *” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEPT. =m 
11-18-15 Vandewater St., 
New York, N. Y. 

















Wap yeaa 
PP im xe) -Tiik 


Visible Record Books for 
Every Business Purpose 


CESCO now offers the largest and most 
complete line of Visible Record Equip- 


ment. Among the many types of binder 
mechanisms are; Automatic Shift and 
non-shift Visible Prong Styles and Ring 
Book styles. A wide range of stock forms, 
indexes, and other accessories round out 
our extensive stock line. 


NEW—CATALOG “G” ON REQUEST 





Exclusive Agencies Available. Send for our 

Complete Catalog No. 32 and full details on 

our profitable Exclusive Dealer Agency Opera- 
tion Plan—TODAY! 


THE C.E. SHEPPARD CO. 


4401-4429 TWENTY-FIRST STREET, 
LONG ISLAND CITY, N.Y. 
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OFFICE APPLIANCES 





Plan a sale of typewriter stands! 
Feature the Rigid Type-Stand 





$550 NOW while stocks are plentiful and ; ' 
quality is standard, plan a sale, as a High Grade, Sturdily 
LIST service to your trade. The steel situa- Built, Industrial Stools 
Finished walnut tion is much in the public mind; busi- 
green, mahogany ness men will realize the advantage Good quality stools with 
po pee pa Meek of anticipating their needs. The new heavy meta! legs ond 
cost. Dimensions TYPE-STAND is shipped set up, from hardwood seats, walnut or 
pinged, Bags paren the factory, riveted permanently rigid, natural finish. Seven sizes, 
5 ‘are assuring a steady, substantial sup- from 18 to 30 inches high. 
list port. Rush your order. Big demand among de- 
METALSTAND COMPANY ‘2 zon sons 
turers. Order a dozen for 
1615-1625 Melon Street Philadelphia, Penna. a starter. 





f 1 


















Immediate Success! 








POSTERS 





PRICE TACs upon your mail desk. 






BULLETing 
NOTICES 










LETTERING 
MOME TITUS 
SIGNS ETC 
















STOREREL PER, 
COLLECTORS 
DRAFTiMEN 
PHOTOCRAPHERS 
ARTITS 

y) LAYOUT MEN 
UITHOCRAPH ERS 
sCHOOLS 
CHURCHES 






last a lifetime. 











@ The amount of work 
- you can turn out in a day 
depends upon your secretary. And 


To avoid that 5:00 o'clock bottle- 
neck at the mail desk get a Hanson 
Hi-Speed Postal Scale. It shows ex- 
act postage instantly—no weights to 
jiggle. Hairline accuracy. Built to 


Your HANSON SCALE CO. 
See pber 525 N. Ada St., Chicago, Ill. 
° 


FANSON SCALES 


BATHROOM «@ KITCHEN © NURSERY # DIET © POSTAL 


A NECESSITY  — 


New Technygraph Lettering Kit Proves in every office 

























mark of a quality product 
Dealers and users everywhere are voicing 


approval of our new MASTER PRINTER! 


@ THE MASTER PRINTER KIT, illustrated above 
consists of an adjustable drawing board, self-locking 
T-Square, large bottle Master Printer Black Drawing 
Ink, Lettering Guide, and Pen. 

@ THE MASTER PRINTER KIT is a set of many 
uses. Its 60 different lettering guides offer styles suitable 
for making PRICE TAGS, SHOW CARDS, AN- 
NOUNCEMENTS, DIPLOMAS, STAMP PAGE LET- 
TERING, NEGATIVE TITLES, BLUE PRINT TITLES, 
MOVIE FILM TITLES, LAYOUTS, MASTER COPIES 
FOR MULTIGRAPH DUPLICATOR, etc., etc. 














DEALERS: Write today for descriptive circulars, and discount sheet. 


The Technygrapats, TECHNY, ILL. 














Speed Key Mfg. Co. *taockvynn at's 


Dealers Wanted 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 
proposition. 








bo 


ful 





=Eu_ 


DAYTON STENCIL 
WORKS CO. *cric"™ 





FREE! WRITE TODAY! 


TYPEWRITER RIBBON 
counter display FREE 
with one gross order of 
assorted ribbons. Each rib- 


placed. 
different ribbons always in 


power of suggestion pro- 
motes counter sales. 


Attractive 


n removed is gravity re- 
54 


| view. “In full view" 


ALLIEN 


CARBON € RIBBON MFG CORP 


165 DUANE ST. 
NEW YORK, WN. Y. 
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Now’s the time to Sell Hotchkiss Staplers to Schools 


When you call on your local School Superintendent, School 
Board Members, or School Purchasing Agents about orders 
for next Fall’s supplies, remind them of Hotchkiss Staplers 
and Staples. They are needed in every classroom and 


school office. 


Hotchkiss is supporting you by magazine and direct mail 
advertising aimed at school Executives. The Hotchkiss 


guarantee protects you and your customers. 


HOTCHKISS 


“Palmfit” Model 122P 





Hotchkiss Palmfit Model 122P, a handy plier type stapler that is 
just the thing for teachers for stapling and tacking. Uses 
scconomical Standard Size Staples 


NORWALK, CONN., Dept. O 


“Pioneers in all that’s best in stapling” 














The “Twin” Steel Transfer Case for less than the price of two 
“Singles.” A first grade Steel Transfer Case with the lowest 


filing cost per inch. 


Browne-Morse Co., Muskegon, Mich. 


4 ROFITS from taking orders 
for business cards might 
SS ae ; not be huge—but they are 


consistent, 

For this isn’t a speculation. 
All you need do is insist that your 
printer or engraver uses Wiggins 
Book Form Cards in the orders 
‘0 you send him. 























Tell your engraver or 
printer to ask any of these 
paper merchants for sam- 
ples of Cards and Cases. 
Or write us direct. 





New — City 
Ric Cc 


Pittsburgh Then watch the profits roll in! 
*hatfleld ® P - oo 
CUMene S ween | If satisfied customers are assets, 
The -ineinnati “s you'll have plenty. 


Detroit 
Seaman-Pa cr ick Paper C¢ The John B. 


teen Winer te 
ttn WIGGINS conpecy 


L. 8S. Bosworth Co., Inc : 
2 Fullerton Avenue, Chicago 


St. Louis 1162 
Tobey Fine Papers, Inc Book Form Cards Compact Binders 


| 
W The MODERN Hectograph! 


R Consider the advantages of WRITO! 








Better Results—-more and better copies with immediate 
reuse! Has Longer Shelf Life-—-guaranteed indefinitely 

' against deterioration. Will not crack, dry or spoil! 
Odorless and non-sticky. Duplicates on any kind of paper 
without tearing. Saves you money—-WRITO weighs less, 

T so you get more per pound. 
PURE—can be melted and 
reused 


Oo Complete line in all popular 

sizes in both pans and refills 

Dealers: Write for complete price 

schedule, discounts and sales helps. 
We offer you a real proposition. 
ROSS LABORATORIES, Inc. 

4021 N. Hermitage Ave., Chicago, Ill. 













‘LABORATORY 


a 
a a 














gs on glass, 
t laborator 
sisting up t 
ent on gia 
t afte cted 


in four 
J Blue, 310-1 Yellow, 





markin 
kinds © 
Heat re 
grade. Effici 
ore no 


es, 
lazed surfac gents. 


























ALG. U.S PAT ore 
4° 


Biaisdel/ 


PENCIL 


PHILADELPHIA, U. S.A 









SYNONYMS 


That guarantee you and 
your customers satisfac- 
tion from thinner leads. 
Only the genuine 
Threadline excels in 
quality. 


WX STRENGTH 
Mo SMOOTHNESS 





Order from the ]//@ 74d aa) 
Originators CHICAGO, ILLINOIS 


SUBSIDIARY OF THE JOSEPH DIXON CRUCIBLE CO. 








Redeem die 
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eae eae ee 
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This special adhesive sticks with a sinewy, 
flexible grip. Grippitted work can be stripped 
off like adhesive tape, permitting paste-ups 
to be removed, positions to be changed 


Write for Free Tube 
and Profit Story 


HarRRIMAN-WELTS Propucts Co. 


CLEANS Type-REMOVES Spots 


SPEED-MO No. 400 TYPE BRUSH 


Ne daubing; no dirt. Fin- 
ger tip control saves fluid, 
prevents evaporation. In- 


terchangeable brush for 


removing spots from 


clothing, gloves ete. 


Nothing else like it. 


Write us. 


RIVET-O MFG. CO. 
99 Jason St. 
ORANGE, MASS. 


200 SuMMER Sr. 











APPLIANCES 


OFFICE 






Grippit 
Holds 
Like 
Rubber 
Bands 


Always $ WIV EL and ROVE 


LL | 
DRBNECASTERS = 


WRITE FOR SPECIAL 
DEALER PROPOSITION 









SAVE 

Money 

Floors DARNELL CORP. LTD., LONG BEACH, CALIF. 
Furniture 36 N. CLINTON, CHICAGO © 24 E, 22nd, NEW YORK 





ARNELL 
—" IT'S EASY TO SELL! 


Boston 








ROLLING STORE LADDERS 


For use on Filing Cab- 


inets and Shelving, in 
Offices, Vaults and Store- 
rooms. 


E 
and CLEANER LIBRARY 


LADDERS 


Equipped with rubber 
tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- 
ing and Library Ladders. 
Write for literature and 
prices. 

Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago ) 


























THE MANAGERIAL FILE! 


For the busy EXECUTIVE a 
efficiency and priya 


A desk-side unit; fall-av 
top 


tor 
Ball-bearing rollers 

Welded steel construction 
Satin finish bronze hardware 


Lock; and rubber-wheeled 
ters 

Efficient Dependable Seri 
iceable—Attractive 

Priced low—a splendid value! 


Write for full details, NOW! 


Try Our 4 Ball-bearing Roller 
Transfer Files! . 


Northwest Metal 
Products Co. 


1337 E. Mason St. 
Dept. AM2 
Green Bay, Wis. 











VOLUM 







CLAR- O TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 


aner 


















A Memo Recording Device 
Indispensable to Office 
and Home. 


Panels also designed for 
advertising message. 


250 Feet of standard size 
adding machine roll paper 


Sturdy Meta! Construc- 

tion 

Mechanically Perfect 
Mechanism 
Medern-Streamline 
Crackle Finish—in 
black and green. 
$ f 50 Bakelite Knobs 
Individually 
in Carton 


Libera! Dealer 
Discount 


Order samples 
today. 


PREVUE-RADSELL CO. 


538 S. Dearborn St., Chicago, Il!. 


LEY 3 GO 



















SALES 


Your type cle 
you get regular, repe le Clarotyy 
type aner repeats eC 

é value i ength of | 
" ) Quick, thoroug aning ac It : 
off you a st lty profit. We offer you : 
fr ty i uids to help you ret that 
profit Dor miss it Write us t for 1 
ate ciara see ot b= THRU 1941 
market The Clarotype Company, Ir 
16-G Hudson Street The Complete Line of Office Equipment in Steel. 





ART STEEL CO., INC. 


NEW YORK, U.S. A. 
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YOU'LL WANT ONE of the 


New MOORE \ | _waane 


@. 








MAPTACK DISPLAYS § bs 


This up-to-the-minute, stream- 
lined aluminum and chrome 
beauty dresses up any counter 
and does a real selling job. 
Behind the glass panel, the red, 
silver and black background 
mop of the U. S. dotted with 
multi-colored Moore Maptacks 
is a sure attention-getter. Compartments behind it hold 160 
packets of this NATIONALLY ADVERTISED line. Measuring 
1114” high by 1012” wide by 6” deep at its base, it’s supplied 
ABSOLUTELY free with your order for 5000 assorted Moore 
Maptacks. Cali or write your jobber today. 


MOORE PUSH-PIN COMPANY e 113-25 BERKLEY STREET ¢ PHILADELPHIA 
MAKERS OF FAMOUS MOORE PUSH-PINS PUSH-LESS HANGERS 
ALL METAL ER 
J DATING MACHINE 


TWO TYPE SIZES 
STANDARD 


NOV 18°42 
TINY TYPE 
NOV 1842 

Write For Discounts 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 


BANK PASSBOOKS 


And Pocket Check Covers 





SSC SCY SCETEEsr ries 











New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 


Write for samples and prices. 
Full particulars on request. 
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MAGIC FLOW 
AN EXCELLENT 
DUPLICATING INK 


Also other 
Duplicating Supplies 


Samples and Prices 
upon request. 





CONTINENTAL INK CO, 
544 W. LAKE ST. CHICAGO, ILLINOIS 














Put A SENTRY 
| SAFE on Duty 


and you'll be providing dependable 
new-safe protection ata used safe price 


INSIDE DIMENSIONS: 15° x 12° x 12'% 











AMERICAN PASSBOOK CO, 


AKERS BLDG. CLEVELAND, OHIO 





WEIGHT: 245 Lbs 1-Hour Protection 


only *35 List 


DEALERS: You can make quick profits on this lower 
a priced safe. Many exclusive territories open. Write - 


BRUSH PUNNETT we. 


545 WEST AVE. > ROCHESTER, N. Y. 





ALLEN 8 WALES 


ADDING MACHINE 
10) :3:10):9: Ure), 


444 Madison Avenue NEW YORK CITY 














MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 


4 





‘Vas 


NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston | 




















‘LE: B 
BINDER 
CLIP 


Small, Medium and Large 


THE CLIP WITH A VISE-LIKE GRIP 


FOLDING AND REMOVABLE HANDLES 
WITH HANDLES REMOVED A PERMANENT BINDER 
CUSHMAN & DENISON Mfg. Co., 133-137 W. 23rd St., N. Y. 
CADO CARD HOLDER e@ NIAGARA PAPER CLIPS 
DELUXE THUMB TACKS e@ KONTROL BOARD CLIPS 
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pee aaa eee ee 


Cr ATL A 


a 


ceepeteenn amy 


‘ Ce ewes " 
a a ANP caer ere ne NOT eh aaa osha | 


ene pres terre sree sin esr 


150 





OUR ew CATALOG 


Illustrating a complete line of METAL 
PARTS FOR LOOSE LEAF BINDERS 


COOSEICERF]METALS COMPANY 
Wsilcouls-Missouni® 





* Copies on request * 


LOOSE LEAF METALS CO. 


6816 Arsenal Street, St. Louis, Mo. 














Feature VARAT Leather Cases 
for GRADUATION! 


You will sell many VARAT cases for graduation if you will but 
feature them in your window and store. 


Here is a typical 
example — No 
205. which is 
Too Grain Cow 
hide with 
“turned ~- in’ 


fastener on 3 
sides — durably 
linec with 
grade “3 °> 
booster 2 or 3 
ring metal. Ex- 
tra large «a . 
ity pockets. Can 
be had with dis- 





CATALOG 


MURRAY YVARAT COMPANY 


114-124 S. Clinton St. 
New York CHICAGO San Francisco 































oy TWIRLIT 
sheets 
chickmess) $ 1 2 








For busy offices and libraries, 
TWIRLIT offers great capacity 
and easy operation. The 300 
series makes three holes at one 
setting, adjustable up to nine 





inches center to center, choice H ; 
of four hole diameters. Order Mitchell Binder Co. 
your demonstrator TWIRLIT. 106 Bower Ave., Hagerstown, Md. 











OFFICE APPLIANCES 


CUSTOMER APPEAL? 


TION 


o BEAUTIFUL EXTERIOR-INTERIOR FINISH 
HT, DURABLE. AND EASY TO HANDLE 


$80 


LIST PRICE 


WALZ 


MANUFACTURING 
COMPANY 
WRITE FOR FULL DETAILS 


531 NORTH ELMWOOD AVE 
OAK PARK, ILLINOIS 





FOR NUMBERING 


Lower Prices 
Largest Variety 
Longer Discounts | 





ROBERTS NUMBERING MACHINE COMPANY 


694-710 JAMAICA AVENUE, BROOKLYN, N. Y. 
Western Distributor: LOUIS MELIND COMPANY 


362 W. Chicago Avenue 593 Market St. 
CHICAGO, ILL. SAN FRANCISCO 








AID TO BRITAIN 


BUY BRITISH GOODS 


. 
THE BRITISH STATIONERY EXPORTER 


published quarterly by the proprietors of the BRITISH 
STATIONER, contains a comprehensive display of the 
most attractive and saleable British Made lines of station- 
ers merchandise. We shall be pleased to mail you a copy 
post free each quarter if you will complete the form below. 





BRITAIN DELIVERS THE GOODS 





! To F. W. BRIDGES LTD., Proprietors THE BRITISH STATIONERY 
EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND (Late of Grand Build- 
ing. Trafalgar) 








1 Please send to the address below Free copy each quarter of 
Pp q 
: the BRITISH STATIONERY EXPORTER. 
I 
| Name 
| (Please attach your business card or letter-head) 
i 
Address 
i 
is 
I Dat i 
—_—— — om oe ew ewe ce om 5 




















JUNE, 1941 151 














PELOUZE POSTAL SCALES 


Simply place the letter on the plat- 
form, reed the dial and affix the 
postage. The dial tells the cost in 

=— cents on all 
mail matter, 


“A , U t of St (” 
STEEL FILES 



































pedis: - 
Typewriter Tables . . . Map Cases... ital Syacnen 

Storage Cabinets . . . Wardrobe Cabinets STANDARD 

and allied steel products. aad i ee 

YOUR INQUIRIES ARE INVITED — 
ON SPECIAL STEEL ITEMS. A Pelouze Postal Scale for Every Purpose 
T LEADING DEALERS 

ANDERSON-HICKEY COMPANY, INC. PELOUZE MFG. CO, 25,210 3 
GENEVA, ILLINOIS : . eS 
































- 
INKOGRAPH | Convertihfe RUBBER CUSHIONS 
REAL VALUES. @ Popular All-Season 
PENCIL POINTED PER Compare our Chair Cushions @ One 
: quality an e ub- 
14 Kt. Solid Gold Point peioee with the tony wr ~ Side 
, vn ~ market. Cool W Fi- 
The only successful STYLO SIZES for all of. bre—the Other 
x fice chairs. Rich Durable 
Ink Pencil VARIETY of cov- Corduroy. 
er materials to 
Writes with the ease and smoothness of ee oe every 
a soft lead pencil. WRITE US “7 
Unequalled for making clear carbon cop- it ag Ae e 
ies with original in ink. selling, profit 
able ‘PERFECT’ 
Catalog and discounts on request. line. 
INK( \GRAPH CO INC We also distribute the Latex Dunlopillo. 
x e a ANS o8 4 . 
World’s Largest Manufacturers THE PERFECT RUBBER SEAT CUSHION co. 
of Pencil Pointed Pens 1412 UNITY STREET PHILADELPHIA, PA. 
206 HUDSON STREET NEW YORK, N. Y. 























CRAIVIER 


The Complete Line of 
Posture seating 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 


Efficient and economical. 
Will keep correspondence 
and papers alwayson hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 

















Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 


















SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
VIARKIL( keys to punch. No tedi- 
ous figuring. No errors. 


CELLULOID PRODUCTS Just copy the answers 


tabulated in convenient 
form. Sold on 10 day 








Loose-leaf envelopes, punched; card-cases, any 













size: menu covers; factory record protectors; tag free trial basis. Nation- 
j \ holders: bill-fold envelopes; stamp containers, etc. : : : ’ 
tif | Made of acetate (flame resistant) transparent cel- ally advertised! Write Sinply ue 
/, ulose. We build to fit your particular need. Write f ; e car 
f* £ us for details or details now! and copy 


3468 N. Clark St 


Markilo Company, Mfrs. Meilicke. Systems, Inc. Chicago, Ill. 








3633 S. Racine Ave Chicago, U. S. A. 
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OFFICE APPLIANCES 
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in the JASPER CHAIR CO. Line 


The preference of American business with respect to executive 
office furniture presents an ever inspiring challenge. To strike 
a popular note, the designer's practical imagination, the mar- 
ket’s quality materials and the best brains of time seasoned 
craftsmen are called upon in turn—and then, the action passes 
to our representatives, to the dealers and their salesmen. The 
success of the JASPER CHAIR CO. line over the U. S. speaks 
for the good work of everyone engaged—and for the pleasure 
and satisfaction made available to business men in use and 
ownership. 

Profit opportunities accrue to those who show JASPER 
CHAIR CoO. chairs in their display and can make definite state- 
ment of delivery. Over your territory are many prospects for 
whom a JASPER CHAIR CO. installation will do much in com- 
fort, concentration, esprit de corps and actual business accom- 
plishment. Our current catalog is full of constructive suggestion. 


# Jasper Chair Co. 


JASPER, INDIANA 


REPRESENTATIVES 





E. W. Thomas Sout hwest) Geo. A. Litchfield, Sales Mgr. James S. Fowls, (Southern 
Box 3493 Peninsu Station 3414 Euclid Heights Blvd. 
Daytona Beach Fl ida Cleveland, Ohio 

W. H. Brown (Chicago-Midwest) S. H. MacDonald, (West R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 405 Aenea Bldg 383 Madison Ave., 


Phone ROGers Park 3644 Seattle, Wash. New York, N. Y. 








THE MOST COMPLETE LINE OF DUPLICATORS AND 
SUPPLIES IN AMERICA 


em Think of the advantages of handling a complete and profit- 
able line of duplicating machines and supplies, al] available from 
one source. The Heyer line includes many models of stencil and 
gelatin duplicators as well as a complete assortment of supplies for 
most known duplicators. There is a Heyer duplicator available for 
every duplicating requirement, in a range of prices appealing to 
every prospect. 

All Heyer duplicators are simply and sturdily constructed. Sim- 
plicity of operation is the keynote of all Heyer machine design. 
There are no complicated mechanisms to get out of order, and very 
little service is required. All of the machines are easy to operate, 
beautifully finished, and are equipped with an initial set of sup- 
plies. Supply items are of the highest quality, and are attractively 
packaged. All are fully guaranteed. 


Thirty-eight years of experience in manufacturing duplicators and 
supplies enables Heyer to produce a line of unsurpassed value. 
Heyer products are known throughout the world for their high 
quality and satisfactory performance. Write today for catalog and 
price list. 
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EVERY Personal TYPEWRITER MADE BY UNDERWOOD 


is backed by the skill and experience of the makers 


of more than 5 , 0, 0 0, 0 0 C 


UNDERWOOD OFFICE-SIZE TYPEWRITERS 


National Advertising tells the story of Underwood Portable 
Typewriter superiority to prospects throughout the country. 

If you are not selling Underwood Portable Typewriters, 
write for dealership plan which shows you how to increase 
your sales and profits. 


UNDERWOOD ELLIOTT FISHER COMPANY 
ONE PARK AVENUE, NEW YORK, N. Y. 











UNDERWOOD... Zhe Typeunriter Leader of the Would 
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